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By Bob Sheldon 
Associate Editor 

— used-car and “independ- 

ent” operators siphoning off 
franchised dealers’ excess merchan- 
dise, the nation’s stockpile of un- 
sold new cars has grown to 841,853 
units, setting a record for the third 
month in a row. 

This June 1 total, the result of 
an Automotive News study com- 
pleted last week, marks an ad- 
vance from a revised count of 
763,041 cars as of May 1 and 
| from 643,538 as of Apr. 1. 

In contrast, new cars in dealer 
-finventory in June of last year 
{totaled 565,719 and were sinking 


June Sales Pace 
|Bids to Upset 
Alltime Record 


By Robert M. Lienert 
Associate Editor 
'W-CAR sales, which have held 
at incredible levels all year 
long, are skyrocketing to even 
more staggering heights this 
month, preliminary reports indi- 
cate. 
| dune, always a strong month in 
new-car registrations, is showing 
its traditional surge again this 
year. 
_ With the current pace of regis- 
trations estimated at 26,200 units 
daily, it looks as though June will 
wind up in a virtual dead heat for 
‘record honors with the alltime 
monthly high of 683,995 new cars 
registered in August, 1950. 
* * e 


F THE registrations pace quick- 
ens in the final 10-day period of 
the month—and some dealers be- 
lieve it will because that is the 
windup period for the first half— 
there is a good chance that June, 
1955, will stand as a new record 
month for new-car registrations. 
Some observers, however, feel 
that dealers have pushed the 
(Continued on Page 4, Col. 3) 





Top Cars 


New-car registrations for four 
months plus two states for May: 


1955 Pos. Make 1954 Pos. 
1—472,780 Ford 417,330— 2 
2—453,645 Chev. 421,796— 1 
38—246,371 Buick 159,588— $ 
4—222,266 Plymouth 138,077— 4 
5—187,662 Olds. 111,700— 6 
6—170,257 Pontiac 116,699— 5 
7—110,381 Mercury 101,322— 7 
8— 96,393 Dodge 51,355— 8 
9— 56,544 Chrysler 38,212— 9 

10— 50,561 32,240—11 

li— 41,226 DeSoto 27,931—12 

12— 34,679 Stude. 82,753—10 

138— 27,427 Nash 27,579—13 

14— 16,382 Packard 16,789—14 

15— 14,650 Hudson 10,985—16 
16— 9,481 Lincoln 12,789—15 
li— 3,123 Willys 6,066—17 
18— 655 Kaiser 2,986—18 
12,367 Misc. 8,514 
Total All 
2,227,350 1,735,206 


Further details on Page 46. 
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1Some Dealers Divert 
Surplus to U. C. Lots 


toward a postwar low of 157,607 
that was reached the following 


November. 


* * * 


r. THE last few weeks, it has 
become apparent that a vast 
number of new cars has settled 
into the hands of used-car and 


nonfranchised dealers. 


Apart from any question as to 
whether this is or isn’t a danger- 


%. 


Agreeing to Three Years of GM Peace— 


The Newspaper of the Indus 


DETROIT, JUNE 20, 1955 


ous situation from the standpoint 
of the franchised retailer, a chal- 
lenge to historic new-car dis- 
tribution patterns is indicated. 
Systematic bootlegging alone is 
not responsible. Checked in its 
wildfire stage last year, organized 
bootlegging has not regained its 
former fury, field reports show. 
Today, however, many franchised 
outlets are using the local inde- 
pendent dealer as a convenient 
safety valve for swollen inventories. 
* s * 
OME of the new-car transfers 
made in this fashion have 
cropped up as “retail” sales in 
glowing factory news handouts but 
have yet to be entered on the 
registration rolls. There is a dis- 
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Harry W. Anderson (left), General Motors vice-president of personnel, and Walter 
P. Reuther, president of the UAW and the CIO, shake hands to wind up their negotia- 





tions which produced a three-year pact closely patterned after the Ford settlement, 
including supplemental unemployment compensation. Seated at the elbows of their 
bosses at the GM building in Detroit are Lovis G. Seaton (left), GM director of labor 


relations, and John W. Livingston, director of the union's GM department. 


4-Millionth ’55 Car Rolls Today 


By Martin L. Whitmyer 
Staff Writer 

NOTHER milestone in the his- 

tory of the auto industry will 
be marked today as the four-mil- 
lionth car of 1955 rolls from U.S. 
assembly lines, the earliest date in 
the annals of the industry for this 
record. 

The corresponding car came off 
the lines the third week of August 
in the record production year of 
1950, and the third week of Sep- 
tember last year. 

General Motors, hampered by 
wildcat strikes and walkouts for 
the past two weeks, also set its 
sights on the corporation’s two- 
millionth car of ’55, expected 
Thursday (June 23). The com- 
parable car was not built until 
the last week of August last year. 

Despite the unscheduled work 
stoppages at both Ford and GM 
over the past two weeks, the indus- 
try entered the last 10 working 
days of June with 3,980,579 car 
completions behind them. That is 
a 30.3 percent improvement over 
the 2,776,086 cars assembled during 
the same period of 1954. 
a * 


ENERAL MOTORS shows a 
36.7 percent advantage over 


last year’s output; Ford is moving 
at a 21.9 percent faster clip than 
in ’54; Chrysler has more than 
doubled its output as it moves 
along at a 111.2 percent faster pace, 
and the Little Three shows an 
80.7 percent improvement over the 
same period of last year. 

Car production last week was 
estimated at 142,706 units, an im- 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich 


iNew- Jar Stocks Soar to 840,000, 
Set Record Third Month in Row 


parity of around 10 percent in the 
number of cars listed as “deliv- 
ered” ag against those actually 
registered for some makes. 

Going on factory information 
and dealer half-truths, auto edi- 
tors throughout the U. S. have 
been reporting 700,000-plus sales 
months and then—3@ days later 
—puzzling in dismay over regis- 
tration returns’ that failed to 
support their optimistic accounts. 

The factory figures may have 
been issued in good faith, but pub- 
lic relations men are fearful that 
this alibi won’t be acceptable balm 
for some chagrined members of 
the press whose goodwill may be 
needed in the future. 

x * - 
1. far, sales by franchised 
dealers to nonfranchised opera- 
(Continued on Page 4, Col. 1) 
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GM Pact Brightens Hope 
For 3 Peaceful Years 


By Joseph M. Callahan 
Staff Writer 


ppnosracts of labor peace and 
continuous auto _ production 
until 1958 appeared high last week, 
following General Motors’ reluctant 
decision to sign a three-year con- 
tract with the UAW providing a 
modified guaranteed wage and 
other benefits to 375,000 workers. 
The agreement closely paralleled 
the Ford pact reached the week 
before. 

Last Tuesday the UAW took 
the third step in its drive to win 
@ guaranteed annual wage for its 
13 million workers by opening 
negotiations with American Mo- 
tors. 

And despite protests from George 
Romney, president, and Edward L. 
Cushman, industrial relations di- 
rector, that AMC could not follow 
the pattern set by the larger auto 


provement of 8,045 units over the 
134,661 cars erected the previous 
week. Last week’s output was 139.8 
percent of Automotive News’ three- 
year index, as compared with the 
previous week’s 131.9 percent. 
Ford division was the biggest 
factor in pushing output back to 
near-normal level last week. The 
(Continued on Page 67, Col. 3) 


At Your Service .. . 


After you’ve read the Page One story about the parts 
industry’s campaign to ease the shortage of auto 


mechanics, turn to: 


@ Page $1 for a discussion of the alarming need 


for more space in dealer service departments. 


@ Page 6 for an article telling how one dealer has 
turned his shop into his greatest asset. 


Service highlights, Page 31. New-car, truck registrations and new- 
car prices, Page 46. Used-car auctions, Pages 6, 48. 
Production by makes, Page 67. 





makers, the union declared that it 
was initially demanding a full 
GAW, wage increases and other 
benefits. 
x - * 

HE belief that three years of 

peace in the auto industry is in 
the offing is based on the observa- 
tion that since General Motors 
found it economically impractical 
to resist the pattern set by Ford, 

(Continued on Page 69, Col. 1) 


NSPA Is Pressing 
Public Schools to 


Train Mechanics 


By W. C. Lockwood 

Staff Writer 
A CRITICAL shortage of 100,000 
mechanics has lit the fuse to 
'a drive by the National Standard 
|Parts Assn. to introduce automo- 
bile maintenance courses into the 

| schools of the nation. 

A. P. Johnson, of Cummings & 
Emerson, Peoria, IL, told the re- 
gional meeting of NSPA in De- 
troit last week that the situation 
needs action. 

“The only answer is public school 





maintenance courses,” he told the 
attending manufacturers and job- 
bers at the parley held on the eve 
of the Great Lakes Automotive 


Show. 
a e o 


OHNSON said there were more 

than eight million job opportuni- 
ties for young. Americans in the 
automotive trades. 

He detailed the actions the 
NSPA has taken in the drive to 
make America more automotive-job 
conscious. The association, with J. 
L. Wiggins as executive vice-presi- 
dent, has issued a booklet for use 
with community groups to enlist 
their aid in forming automotive 
courses in the schools. So far, John- 
son said, 700 of the books have 
been asked for. 

Sam A, Ladd, a manufacturers’ 
representative from Chicago and 
president of the International 
Boosters’ Club, told the meeting 
that in any city in the U.S. the 
Boosters would aid in spark- 

(Continued on Page 62, Col. 1) 
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Warns of ‘Ruinous Effects’ Upon Dealers... 


NADA Assails Factory Sales 


IHE NADA board of directors, at 
its semiannual meeting in De- 
troit, condemned direct sales by 
factories to government and fleet 
owners “generally at prices lower 
than their franchised dealers’ ac- 
tual costs.” 
The strongly worded resolution 
by the board warned the 
factories that “this method of 
selling .. . if continued and 
allowed to grow, will have ruin- 
ous effects upon the franchised 
dealers of the country .. .” 

The board, according to Frank H. 
Yarnall, NADA president, also went 
over the proposed plan by the 
government to sell its used vehicles 
in Washington, Chicago and San 
Francisco and eventually to widen 
the sales to 90 other points. 

“Naturally,” said Yarnall, “we 
view with alarm any plan to dump 
more than 50,000 used vehicles on 
the market.” He added that the 
government has asked for NADA 
help in the matter and that he 
believed a way would be found to 
protect dealers. 

s s o 

7 NADA president said that 

the board’s midyear review 
“showed that progress is being 
made and that the remaining part 
of 1955 will see many developments 
from NADA for the benefit of its 
members.” 

As well, Yarnall said, the board 
gave long and serious study to 


NADA’s multiple legislative pro-| ers to high and preparatory schools 
gram for 1955. Outlining the/| for driver-training classes. 


agenda, he listed: 

1. Anti-bootlegging legislation. 

2. An end to so-called phantom 
freight. 

8. Retention of dealer exemp- 
tion from the wage and hour 
provisions of the Fair Labor 
Standards Act. 

4. The setting up of territorial 
responsibility for dealers. 


Yarnall said the board called 
upon NADA members to support 
a bipartisan bill which would 
provide an adequate highway 
system within ten years. The 
program, as favored by the mem- 
bers of the board, would call for 
both an interstate and intrastate 
highway system. 

“The important thing,” Yarnall 
stressed, “is to get the highway 


5. Revision of the Internal Reve-|systems we need in the ten-year 


nue Code to “preclude the Federal 
government from exercising its tax 
lien rights against a motor vehicle 
which has been purchased for full 
consideration by a purchaser who 
did not know of the existence of 
the lien at the time of purchase.” 
7 + * 


AMONG other things, the NADA 
seeks a lowering of automobile 
excise taxes and exemption from 
excise taxes on cars loaned by deal- 





Buick Dealers to View 


1956s on October 19 


ATLANTA, — The new 1956 
Buick models will be shown to 
southern dealers at the City Aud- 
itorium here on Oct. 19. 

This was announced by John 
Sheahan, Buick Atlanta zone 
manager, in a letter to dealers. 
For the past several years this 
showing has been held in Hous- 
ton. 








Youth Leaders of NADA— 


Heading newly formed Young Executives Group of NADA are, from left, Horace E. 
Henderson, NADA staff organizer; A. E. Norman jr. (Oldsmobile), Evanston, Iil., na- 
tional chairman; Malcolm L. Milks (Chrysler-Plymouth), Lansing, secretary, and Stewart 
H. Johnson (Chrysler-Plymouth), Syracuse, vice-chairman. The group was organized 
to give tomorrow's dealers a role in NADA affairs. 





Norman Is Chairman .. . 


NADA Youth Group Set 


DETROIT. — Formation of @ 
Young Executives Group within 
NADA was officially approved last 
week by NADA directors at their 
summer meeting. 

Originally conceived to “de- 
velop a high degree of manage- 
ment competency” among sons 
and sons-in-laws of dealers, the 
group has been opened to any 
young man 21 to 40 in dealer 
management who is sponsored by 
the dealer. Dues are $10 a year. 

National chairman is A. E. Nor- 
man jr., son of an Evanston (IIl.) 





Colored Tire Rings 
Offered by Goodyear 


AKRON.—Motorists now may 
add color to their tires to match 
their cars, according to Goodyear 
Tire & Rubber Co. 

The firm has developed a 
molded ring of rubber which 
Goodyear says fits so snugly to 
the tire that it looks like the 
original sidewall. It is called the 
Fiesta Wall. They are manufac- 
tured in red, yellow, blue, green, 
pink and white and may be ob- 
tained from Goodyear dealers. 





Oldsmobile dealer. Vice - chairmen 
are Stewart H. Johnson, son-in-law 
of a Syracuse Chrysler-Plymouth 
dealer, and Malcom L. Milks, son 
of a Lansing Chrysler-Plymouth 
dealer. 


period suggested by President 
Eisenhower. We need highways, we 
need them now and we will sup- 
port the program that provides 
them in the ten-year period.” 

The board also planned a 1956 
“Spotlight on Automobiles and 
New-Car Dealers,” a new design 
for the association’s membership 
certificate and stepped up its man- 
agement aids to dealers. False and 
misleading advertising by a minor- 
ity of dealers was also condemned 
by the 54-man board. 

New York City was selected as 
the convention site for the 1959 
convention. Previously chosen were 
San Francisco for 1957 and Miami 
Beach for 1958. Next year’s NADA 
convention will be held in Wash- 
ington. 

* * 
7a resolution calling for a halt 
in factory sales to local and 
state governments read as follows: 

“Whereas, the distributive sys- 
tem of the nation is an essential 
phase of our economy and the wel- 
fare of the nation as a whole is 
dependent upon the success of our 
methods of distribution; and, 

“Whereas, the automobile indus- 
try is founded upon the dealer sys- 
tem of distribution and an economic 
breakdown of this system would 
result in a serious setback to the 
entire nation; and, 

“Whereas, there is a growing 
tendency among automobile and 
truck manufacturers to circum- 
vent the normal and regular dis- 
tributive channels and sell direct 
to state governments, political 
subdivisions, quantity purchasers 
such as fleet users and certain 
individuals by bidding directly or 
through subsidized dealers in 
competition with their franchised 
dealers, generally at prices lower 
than their franchised dealers’ 
costs; and, 

“Whereas, this method of selling 
by the manufacturers, if continued 

and allowed to grow, will have 
(Continued on Page 4, Col. 5) 


Chevrolet Prices 
2 New Hardtops 


DETROIT.—The two new hard- 
top coupes in Chevrolet’s middle- 
range Two-Ten series will carry 
advertised-delivered price tags of 
$1,959 for the six-cylinder model 


and $2,058 for the V-8, it was| 


learned last week. The cars will 
be introduced at dealerships Friday 
(June 24). 

Heretofore, Chevrolet has offered 
hardtops only in its Bel Air series 
at $2,067 for the six and $2,166 for 
the V-8. 

Ford’s Fairlane hardtops are 
priced at $2,094.76 for the six and 


A chairman will be named for | *2194.74 for the V-8. Plymouth has 


each state. The Young Executives | 1, 


will meet separately and with deal- 
ers at NADA conventions. 

Charles C. Freed, Salt Lake 

City DeSoto-Plymouth dealer and 

1954 president of NADA, headed 
the committee which led to for- 
mation of the group. 

Freed’s committee took the view 
that instead of recommendations 
from the young executives’ national 
chairman passing through the 
NADA Policy and Planning Com- 
mittee that they be routed directly 
to the executive committee or the 
board. 

This view was taken, the com- 
mittee report said, because, “as we 
understand the policy recently 
adopted by NADA, the function of 
the policy committee concerns 
matters of policy and does not 
grant it power to review programs 
and activities which are within the 
scope of existing approved poli- 
cies.” 


a Belvedere six at $2,113 and a 
8 at $2,216.50. 


















Auto Production — 178,149 cars, 
trucks in week vs. 139,910 year ago. 

Business Failures—230 in week 
vs. 206 year ago. 

Jobless Claims—186,100 vs. 267,- 
100 year before. 

Freight Loadings—713,674 cars, 
up 101,359 from year ago. 

New-Car Sales — 2,227,350 to 
date vs. 1,735,206 year before. 

New-Truck Sales — 265,103 vs. 
272,793 year before. 

Softcoal Output—s8,730,000- tons 
in week vs. 6,460,000 year before. 

Steel Output — 96.5 percent of 
capacity estimated vs. 94.7 week 
before. 
Truck Loadings—174 percent of 








Business Barometer 








500,000th ‘55 Plymouth Makes Bow— 


Plymouth, which last week began its 


28th year of automobile manufacturing, 


already has built more 1955 model cars than during the entire 1954 model year, 
and more than in any comparable period in its history. John P. Mansfield, right, 
president, and William J. Bird, sales vice-president, watch completion of the half- 
millionth 1955 car. On its 27th birthday, June 14, Plymouth completed its 9,267,995th 


cor, 





Dealer Files Court Test 
Of Ark. Licensing Act 


By I. H. McDuff 
Staff Correspondent 
LITTLE ROCK, Ark. — A suit 
attacking the constitutionality of 
the 1955 legislative act regulating 
franchised auto dealers in Arkan- 
sas has been filed in Pulaski Chan- 
cery Court here by Rebsamen Mo- 
tors (Ford). 

The complaint charges that the 
new law is discriminatory and 
asks that the powers which it 
confers on the seven-man 
Arkansas motor vehicle commis- 
sion be voided. 

The act regulates manufacturer- 

dealer relations and dealer sales 
and requires dealers and salesmen 


Giant Show in Miniature— 


Harlow H. Curtice, General Motors 
president, left, and C. R. Osborn, Engine 
Group vice-president, inspect a scale 
model of GM's Powerama. The outdoor 
exposition, to be held in Chicago, will 
offer variety entertainment and exhibits 
of machines powered by GM's diesel, air- 
craft and heavy equipment divisions. 





1947-49 index for first quarter vs. 155 
year ago. 

Treasury Bills — 1.514 percent 
year discount vs. 1.390 week before. 

Used-Car Prices—$810 in June 
to date vs. $827 in May. 

Wholesale Prices — 110.3 of 
1947-49 index vs. f10.2 week earlier. 


Common Stocks 








June June 1955 

15 8 High Low 
Am. Motors 9% 10 13% 99% 
Chrysler 78 77%, 82% 66%, 
GM 102% 100% 107% 89% 
Kaiser 4% 4% 5 2% 
S-P 10% 10% 15% 10 
Average 40.95 40.55 





to obtain state licenses not later 
than July 1. 

The commission has the power 
to police the franchised auto busi- 
ness and it may withhold licenses 
from dealers or salesmen who vio- 
late the act. 

Sponsored by the Arkansas Auto- 
mobile Dealers Assn., the act was 
attacked by Raymond Rebsamen, 
president of the dealership, in 
newspaper ads while the proposal 
was pending in the Legislature. 

R. W. Morris jr., a Rebsamen 
salesman, also is a plaintiff in 
the suit which seeks to impound 
dealer and license fees which are 
payable July 1, until the outcome 
of the suit has been determined 
by the courts. 

Last month Gov. Orval E. Faubus 
named the following members of 
the commission: Chairman James 
T. Phillips (Chrysler - Plymouth), 
Fayetteville; Henry C. Thomas 
(Chrysler-Plymouth), Little Rock; 
Searcy Wilcoxon (Chevrolet), Ham- 
burg; Newt L. Hailey (Ford), Rog- 
ers; Charles Scarbrough (Buick), 
Pine Bluff; Frank W. Reeves 
(Ford), Helena, and Stanley Wood 
(Chevrolet), Batesville. 

All members of the commission 
have been named defendants in the 
suit. 


GM ‘Powerama’ 
Set for Chicago 
Aug. 31-Sept. 25 


DETROIT. — The “General Mo- 
tors Powerama,” an outdoor expo- 
sition portraying the contribution 
of diesel and aircraft power to 
America’s industrial economy, will 
be staged on Chicago’s lakefront 
Aug. 31 through Sept. 25. 

The show will be open without 
charge to the public in a one mil- 
lion-square-foot area adjacent to 
Soldier Field. 

Entertainment will range from 
stage shows to exhibits showing 
the operation of the modern loco- 
motive, saw mill, cotton gin, earth 
mover, fighter plane and other ma- 
chines. 

The show will introduce GM’s 
new lightweight passenger train 
designed to carry 400 passengers 
at more than 100 miles per hour. 

A specially-built pier will show a 
variety of marine equipment, in- 
clucing a Navy submarine. The 
“world’s largest” dump truck will 
be among the exhibits. 


Cross Heads Group 

CAMBRIDGE, O. Guernsey 
County Automobile Dealers Assn. 
has elected Henry L. Cross as pres- 
ident for the coming year. Other 
officers are Ollie Tickhill, vice- 
president and Frank Danello, sec- 
retary-treasurer. 
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Dealers tell me 


By John 0. Munn 





I HAVE never gone along with 

the calamity howlers who say 
that the salesmen in this trade 
have lost their efficiency or that a 
new distribution system for auto- 
mobiles is on its way. 


Our salesmen still deserve the 
reputation of past years when they 
were credited with being the super 
salesmen of all industry of all 
times. Dealers have gained impor- 
tance, too, in the nation’s economy. 

One cannot look at the record 

of more than 1% million new 
cars sold the last three months 
and come to any other conclusion. 
Each of these sales, except a few 
fleet accounts, was an individual 
sale. Both salesmen and dealers 
are a vital cog in the nation’s 
transportation system. Both have 
grown increasingly strong and 
will be indispensable in the fu- 
ture. 

It is their efforts and their in- 
vestment that has developed the 
largest market for any manufac- 
tured product in the history of this 
or any other country. They are 
now hanging up the greatest 
selling record, of all times. 

* 


100 Million Sales 


GO back a little, dealers—as 
we know them now—have sold 
more than 100 million automobiles. 
They are serving and making per- 
sonal transportation satisfactory to 
almost 60 million owners. These 
sales of more than 100 million 
automobiles involved the taking in, 
reconditioning and selling of nearly 
200 million used vehicles. 

This is a real service to car 
manufacturers as well as to the 
millions of people who needed 
personal transportation at low 
prices. The services of dealers 
and salesmen are _ widespread. 
They operate in every hamlet 
and town. So, the benefits of 
automobile transportation are 
made available to every com- 
munity. 

Through their contributions they 
have made the U.S. the most mo- 
bile nation in the world. Mobility 
always meang strength. Don’t you 
ever forget that it is the automo- 
bile dealers and their salesmen who 
have brought into being the huge 
automobile manufacturers. 

It is not the other way around. 
The power and the influence in the 
trade should rest with them rather 
than in the huge economic power 
that is wielded by the few giant 
manufacturers. 

Every day the efficiency of deal- 
ers and salesmen is called to my 
attention. Salesmen have not lost 
their masterful touch. 

7 - 7 

Of Mice and Men 
As AN example of this I give 
you an editorial that recently 
appeared in the Daytona Beach 
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(Fla.) News-Journal referring to 
one of Saxton Llyod’s salesmen, 
A. L. Phillips, of that city: 


Some Best-Laid Plans 


“You know how it often is about 
the best laid plans of mice and 
men. I can report to you this 
morning that sometimes in the 
unexpected ways the well-laid 
plans still go astray. 

“It was this way: It had been 
five years since I bought an au- 
tomobile. The Korean War scare 
had made them in short supply. 
The buyer is king today. But five 
years ago when I was in the 
market, you made an appoint- 
ment with the deaier, put on 
your Sunday suit, arrived half an 
hour early, smiled ingratiatingly, 
flashed two $1,000 bills and 
waited with bated breath to see 
if the big man behind the desk 
would ‘put you on the list.’ 

“Being about average in knowl- 
edge of current affairs, I realized 
from the advertisements that 
things are different today. 

“It is the car dealer who bates 
his breath these days. Smart deal- 
ers equip their salesmen with 
whisk brooms to flick lint off cus- 
tomer’s shoulders. The only list the 
dealers keep is an arm length tally 
of possible color combinations. And 
except for the fact that the dealers 
expect you to pay a large amount 
of money eventually for the auto- 
mobile, the situation is vastly dif- 
ferent from five years ago. 

” * * 


And They'd Drool 


~Saeroe, I planned to take 
full advantage of the situation. 
I was in no hurry. I'd take at least 
a@ month to make up my mind 
about which car I'd buy. 

“I'd try them all out. Some of 
them I'd try out several times. I 
determined to see if a car with a 
white top took the miserable 
bumps on Fifth St. near our house 
any easier than the same make of 
car with a black top. (White tops 
are lighter? ?). 

“I planned to have every auto- 
mobile salesman in town drooling 
when I put in my several appear- 
ances at each showroom. 

“I wasn’t going to go fishing on 
my day off. I was going to ride 
in style while I was making up 
my mind what to buy. In short, I 
was going to make something of 
a nuisance of myself and get a big 
kick out of it. 

“Alas! I had forgotten the com- 
mon denominator of mice and men. 
My month of car hunting was 
suddenly and very unexpectedly 
shortened to two short afternoons. 
The first of these was Sunday and 
that hardly counted, for there were 
no salesmen around. 

= * v 


Love at First Sight 


gute! started out auspici- 
ously. We drove three brands 
of cars and then went to eat a 
leisurely lunch while three eager 
salesmen sat on tenterhooks. 

“I enjoyed the situation. And 
there was to be more—much more 
—of the same to come. This was 
to be merely the first day of the 
first month. 

“Late in the afternoon my 
plans came to a cropper. We fell 
in love with a car! Such a beau- 
tiful body! There was an imme- 
diate rapport! We were intended 
for each other! I was possessed 
of an immediate fear that some 
other fellow would fall in love 
with her, too. I signed the papers 
right there, happy and serene, 
forgetting instantly all that fool- 
ishness about trying them all. 

“Now, tell me this: We've all 
seen this sort of thing happen so 
often with a fellow and a girl. But 
did you know it could happen with 
a car?” 


Vermont Legislative Aide 


MONTPELIER, Vt. — (UTPS) — 
John D. Carbine has registered as 
legislative counsel for the Vermont 
Automobile Dealers Assn. at the 
1955 session of the Legislature. 





e shat a : 
Elected at 19th Annual Idaho Parley— 


Officers and directors elected at the 19th annual convention of the Idaho Automobile Dealers Assn. are (from left, seated), 
R. D. Gallafent, Pocatello, director; Earle F. Cranston, Boise, vice-president; Dick Wallace, Potlatch, director; W. S. Freeland, 
Coeur d'Alene, president; L. F. Heagle, Hailey, immediate past president; A. M. Solomon, Burley, director, and James Murray, 
Emmett, director. Standing—Leon Weeks, Boise, secretary; Tom Tobin, Lewiston; O. B. Parker, Sandpoint; Evert Dobbs, Nampa; 
John Gortsema, Grangerville; Clare Walker, Kellogg; Maurice Eckert, Buhl; Del Scherer, Jerome; R. M. Reese, Twin Falls; F. A. 


Portfors, Orofino, and Roy J. Keller, Idaho Falls. 


New Yorkers Hear Ford Aide... 





Dealers Are Scolded 
For ‘Umbrella’ Run 


By Ed Brown 
Staff Correspondent 

NEW YORK.—A Ford factory 
representative has lashed out at 
those who “give lip service to the 
virtues of free enterprise and then 
appeal to legislatures for protec- 
tion which would limit free enter- 
prise and create an umbrella” over 
dealers. 

Speaking to 800 dealers and their 
representatives at the 47th anniver- 
sary banquet of the Automobile 
Merchants Assn. of New York, 
Charles Seyffer, Ford division as- 
sistant and general sales manager, 
dealer relations, said it was foolish 
to suggest “that the manufacturer 


Portland Plans 
November Show 
For 756 Models 


PORTLAND, Ore.—A pre- 
Thanksgiving auto show, earliest 
scheduled by a major U. S. city 
since before World War II, will be 
held here this year. 

Lyman Slack, president of the 
Automobile Dealers Assn. of Port- 
land, announced that the 1956 show 
will open Nov. 12 and conclude 
Nov. 20. It is planned to display 
all ’°56 models and present profes- 
sional entertainment acts, with the 
Pacific International Livestock Ex- 
position buildings as the probable 
site. 

The massive Chicago Auto show, 
traditionally the first major show 
in postwar years, will take place 
Jan. 7-15, 1956. These dates are ap- 
proximately the same as those dur- 
ing which the 1955 Chicago show 
was conducted. 

Slack said auto makers had 
promised him there would be suf- 
ficient 56 models available for 
showing here Nov. 12. 

Bud Fraser (Pontiac) will be 
general chairman of the Portland 
show committee. Dale Alexander, 
Warren Braley, C. Edwin Francis, 
Dave Logan and Doug Moore are 
other committee members. 

The 30-odd dealers in PADA will 
sponsor the show. 


Aiken (S. C.) Jaycees 


Sponsor Safety Checks 

AIKEN, S. C.—The Aiken Junior 
Chamber of Commerce has urged 
all motorists to- take their vehicles 
to one of 12 cooperating service de- 
partments for a 10-point safety 
check. 

The club hopes this will contrib- 
ute to lessening of highway acci- 


dents in the area. Those offering | 
the free safety check are Hollings- | 


worth Chevrolet Co., Parker Mo- 
tors, 


Bros., McElmurray Pontiac Co., 
Owens Motor Co., Waites Motor 
Co., Turner-Johnson Garage, L. T. 
Redd’s Garage and Burgess Motor 
Co. 


Holley Motor Co., Gingrey | 
Bros., Spears Motor Co., Whittle | 


is discriminating against his only 
avenue of approach (the dealer) to 
the ultimate consumer.” 


Seyffer’s theme was that the 
entire industry was bigger than 
any individual segment, although 
he admitted—in isolated cases— 
it may be that the dealer does 
not receive a “fair shake.” 

He added that “discrimination 
against dealers” would be tanta- 
mount to suicide for the factory. 

“At Ford,” he said, “we want our 
dealers to make a profit and a good 
profit.” 

He revealed that Ford judges 
and compensates its dealers on the 
— of dealer profits as well as 
sales. 


Seyffer told the dealers that the 
general public does not realize the 
value added to an automobile by 
the “orderly distribution which ex- 
ists through the franchised dealer 
establishments.” 


Along this line, he asserted that 
dealers must become full - fledged 
business managers and not just 
good salesmen in order to instill 
this important value into the minds 
of purchasers. 

“We must all jump into the 
field of better customer relations,” 
said Seyffer, who indicated that 
in his opinion these relations had 
been allowed to deteriorate seri- 
ously in the past few years. 

Then he turned to the future out- 
look of the auto market, as de- 
termined by research analysts. 
Seyffer compared all “pessimists” 
who believe that auto demand has 
reached the saturation point to the 
man “who told Davy Crockett there 
were no new frontiers to find.” 

The Ford man said research in- 
dicates the number of two-car fam- 









II formulas... 
meeting . 


Wemhoff 


chairman... 


of vehicle being financed ... 


on some of its retailing problems. 


On the House .. . 


If war comes, dealers’ normal markups would be 
frozen, Ed Phelps, stabilization head of the Office 
of Defense Mobilization, told NADA directors in 
Detroit the other day. He predicted that business 
controls would be clamped on regardless of what 
party is in power and disclosed that price freezing, 
as now contemplated, would follow the World War 





Flint (Mich.) association performed a smart 
public relations job the other day; hosted all 
new-car dealers of Genessee county at a special 
. . Charlie Dalgleish is retiring as 
NADA director from Detroit, leaving Al Long as 
the only other candidate . . 
stage annual golf party Aug. 2, with Frank McLaughlin jr., as 


Backed by Chicago and Illinois associations, a model finance bill 
has been introduced in Illinois legislature; provides full disclosure 
with interest rate caps of 7, 10, 12 and 16 percent, depending on age 
Jack Holderby is the new Illinois 
association director from Saline-Gallatin county . . . Detroit dealers 
are being taken in by an unscrupulous car salesman, about 60; he’s 
made off with a coupla cars and customer payments . 
the GAW crisis is over, maybe the industry can get down to work 


ilies in the U. S. will increase by 
70 percent in the next five years. 

He declared that car factories 
don’t just pull market forecasts 
“out of. some vice-presidents hip 
pocket.” The information, said Seyf- 
fer, is gained by every device hu- 
manly possible and “some machines 
that aren’t human.” He emphasized 
that so far, the researchers have 
been right. 

Furthermore, he said that Ford 
was “putting its pocketbook 
where its forecasting is.” He cited 
an expansion of $1,700,000,000 on 
plants and equipment since 
World War II and added: “Now, 
our people have decided the fu- 
ture market demands an expendi- 
ture of another $625 million for 

more of the same.” 

Adolph Schnurmacher, AMANY 
president, said that much of the 
responsibility for more profitable 
deals rested with individual dealers. 

“I wonder if the real trouble 
might not be that the factories in 
effect are better salesmen than the 
dealer?” he asked. 

He then referred to the union 
settlements and asserted that this 
should prove to dealers the value 
of acting in concert. 

“By standing together, dealers 
could improve their profits and 
other problems which require col- 
lective action,” he said. 


Kentucky Dealers 
To Hear Sutter 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn., Inc., has 
announced that Frederick J. Sut- 
ter, NADA Industry Relations 
Committee chairman, will discuss 
factory-dealer relations at its con- 
vention at Hardin, Ky., Aug. 28-30. 

Sutter, a Dodge-Plymouth dealer 
of Columbus, Ind., has served as 
NADA director since 1947 and was 
NADA secretary in 1951. He also 
has served his state association as 
director and has been president for 
three terms. 



















. Detroit dealers will 
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Automotive News 
















4 
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New-Car Stocks Soar 


To 840,000 


Units 


(Continued from Page 1) 


tors have made factory statistics 


That’s just 10 days from now. 


look good and have brought the | Others, spurred by the promise of 


franchised dealer a few dollars 
over invoice. 

More important, they have 
temporarily spared some fran- 
chised dealers from being 
shackled to burdensome inven- 
tories. But there is a feeling that 
judgment day may be at hand. 

Some franchised dealers are pre- 
paring to start their cleanup of 
1955 models as early as July 1. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Ceres Cars in Total 
in Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, '50.... 247,680 160,200 407,880 
Sept. 1, °50.... 239,642 160,400 400,042 
Jan, 1, ’61.... 306,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 645,041 
duly 1, ’51.... 357,606 90,700 . 
Sept, 1, °51.... 283,402 86,800 370,202 
Jan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, °52.... 198,762 69,000 267,762 
Mar, 1, '52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
June 1, ’52.... 232,036 70,000 036 
duly 1, '52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, '62.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,894 90,500 399.394 
Dec, 1, ’52.... 287,247 76,000 363,247 
Jan, 1, °53.... 291,671 83,300 374,971 
Feb, 1, '53.... 324 86,600 412,035 
Mar, 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445, 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
July 1, °53.... 479,698 82,800 562,498 
Aug. 1, '53.... 517,119 82,200 599,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 68,300 387 
Dec, 1, °53.... 430,876 29,000 459,876 
Jan. 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar, 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, ’54.... 503,219 62,500 665,719 
duly 1, ’54.... 445,665 62,500 508,165 
Aug. 1, '54.... 390,854 57,000 447,854 
Sept, 1, °54.... 355,654 50,400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Nov. 1, °54.... 120,107 37,500 157,607 
Dee. 1, ’54... 453 61,700 265.153 
Jan, 1, °55.... 293,881 68,500 362,381 
Feb, 1, °55.... 373.573 89,100 462.673 
Mar, 1, ’565.... 655 95.000 562.655 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 *763,041 
June 1, ’55.... 748,853 93,000 841,853 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 








NADA Directors Fete Chrysler Heads— 


sooner-than-usual new-model intro- 
duction dates, will be joining in by 
the middle of the month. 

Some say they already are con- 
ducting a cleanup in the sense that 
they are moving '55s with a profit 
margin so slim it can’t be cut any 
further. , 

= * * 

NE industry source, neither 

dealer nor car-factory man, 
poses these questions: 

“What will happen if the boys 
with nothing but blue sky for over- 
head resort to distress selling of 
’55s? Who is going to replace the 
new-car buyer whose wants, if not 
needs, have been satisfied by the 
nonfranchised dealer? 

“What's a factory sales con- 
tract worth when any operator 
can get a supply of new cars by 
paying a franchised dealer a few 
dollars over cost? 

“It seems to me that the inde- 
pendent operator is in a lot sound- 


448,306|er position than the franchised 


dealer who faces the possibility 
that the roof of his mausoleum can 
come crashing in on him. 


7 * * 

‘I BELIEVE we stand in great 

danger of cheapening and 
weakening the franchise setup that 
has meant so much to our indus- 
try.” 
Besides the urge to turn a quick 
buck that causes some dealers to 
divert their new cars to bootleg 
channels, responsibility for the 
growing legion of homeless cars is 
laid to these three factors: 


1. The factory—when it over- 
looks the market limitations in a 
given area or when it talks its 
dealers into taking more cars 
than he can properly handle. 

2. The dealer—when he is unable 
or unwilling to put forth the sales 
effort necessary to retail a car by 
normal means. 

3. The product — when even a 
“hot” car can have “cool” models 
because of bad guesses as to how 
it should be equipped. 

* * * 

LTHOUGH used-car lots loaded 

with new cars are providing an 

embarrassing spectacle for factory 
personnel who must ride past, there 
currently is no hint of any impend- 











Plymouth Plaza Goes Sportone— 

A new styling version of the Plymouth Plaza, with Sportone two-color combina- 
tions, is now in volume production, Plymouth has announced. The same trim also is 
available in Savoy models. 





June Sales Pace Bids 
To Set Alltime Record 


(Continued from Page 1) 


market so close to the limit that 
there is no room left for last- 
minute expansion. 

It should also be remembered 
that under the system for counting 
new-car registrations adopted 
earlier this year by R. L. Polk & 
Co., industry statistician, new cars 
registered at the conclusion of the 
first half won’t show up in the 
tabulations if they are titled in 
dealers’ names. 

This factor alone will take a lot 
of the edge off the June spurt. 

Last year, for example, registra- 
tions jumped from 520,958 in May 


This Buy-Back Plan 


Just for the Droll 


DETROIT.—A local Big Three 
dealer, with a failing for face- 
tious humbuggery, commented on 
the early-June upsurge in new- 
car sales: 

“If business gets any better, 
we'll have to start buying ’em 
back from the used-car dealers.” 








to 596,719 in June. Nearly every- 
body agreed—at least off the rec- 
ord—that the June tide of regis- 
trations was swollen by dealer 
titling in the Ford-Chevrolet race 
for first-half honors. 
o * 

A GOOD idea of the torrid pace 

set in new-car sales this year 


can be gained by examining broken 
records and taking a look at those 


* 


ing drastic action to remedy the/that are tottering: 
1. With the exception of Janu- 


situation. 


Chrysler officials turned out in force for a dinner meeting given by NADA directors in Detroit last week for auto industry 
executives. Above are, from left, front row—Charles Noonan, sales manager of Chrysler division; Malcolm L. Milks, NADA 
Young Executives vice-chairman; Samuel J. Wall, Mo-Par general sales manager; Walter Duncan, NADA; K. T. Keller, Chrysler 
Corp. chairman; Charles Freed, NADA past president; R. D. McKay, NADA past president; A. Leftwich Sinclair, NADA; Charles 
L. Jacobson, Chrysler Corp. sales vice-president, and Frank Dawson, NADA. Back row—T. E. Waterfall, Mo-Par president; Paul 
Herpolsheimer jr., DeSoto assistant general sales manager; W. L. Martin, Plymouth sales manager; L. F. Desmond, assistant 
to Dodge president; Paul M. Ruef, director of used-car merchandising for Plymouth; William S$. Woolsey, Dodge Truck general 
sales manager; A. 8. Nielsen, DeSoto sales manager; William J. Bird, Plymouth sales vice-president; Fred Sutter, NADA; L. Irving 
Woolson, DeSoto president; R. C. Somerville, Dodge sales vice-president; L. J. Ouellette, Dodge director of dealer conference; 
Dave Kelly, NADA; A. vanderZee, Chrysler Corp, vice-president; Frank Collard, NADA, and Nicholas Kelley jr., Chrysler Corp. 


ary, every monthly total so far 
in 1955 has represented an all- 
time high. The old records were 
not just cracked, they were 
smashed to smithereens. March 
and April, for example, were 
nearly 25 percent ahead of the 
previous highs for those months. 


2. The monthly record for June, 
596,719 tabulated last year, is sway- 
ing. 

3. A new first-quarter record of 
1,553,142 units was set this year. 
The old record was 1,416,162 units 
in 1950. 

4. The first-half record of 2,829,- 
937 units, set in 1950, was wiped 
out earlier this month. The three- 
million milestone was reached June 
10, according to estimates. 

* * * 
| ig! 1950, the year which currently 
holds the record for new-car 
registrations, it took until July 9 
to reach the three-million mark. 

Actually, 1955 — with an esti- 
mated 3,490,000 registrations for 
the first half—will be ahead of the 
FULL-YEAR average of 3,212,530 
units set over the last 29 years. 

That estimated first-half total 
will be bigger than any full year 
prior to World War II except 
1941 and 1929. It also will top 
full-year totals for the immediate 
postwar years of 1946 and 1947 
and will run about even with the 
full year of 1948. 

New-car dealers can be expected 
to go right on establishing new 
records for the same reason that 
@ man can run a mile in four min- 
utes flat with a bear behind. If they 
slow up, they'll be in serious 
trouble. 

cs * ~ 

T WHOLESALE used-car auc- 

tions last week, the average 
price of all units sold gained $2 
over the previous week to level off 
at $810, according to AvTomorTivE 
News’ index. 

The price of ’52s was unchang- 
ed at $690. 

Upward adjustments were: ’54s, 
$13 to $1,357; ’55s, $9 to $2,162; 
"53s, $5 to $1,001; ’48s, $4 to $178, 
and ’49s, $1 to $238. 


Early Saturday Close 
DEFIANCE, O.—Merchants have 
voted for Saturday night closing, 
and auto dealers have announced 
they will join the movement. 





Stimulator-Dealer Ban 


Up to Wis. Governor 


MADISON, Wis. — A bill de- 
signed to bar appointment of 
so-called stimulator dealers was 
sent to Gov. Walter Kohler late 
last week after final approval by 
the Wisconsin Legislature. 

The bill, 373-S, had been spon- 
sored by the Wisconsin Automo- 
tive Trades Assn. and opposed by 
American Motors Corp. 

Under its terms, the Motor 
Vehicle Department would be re- 
quired to deny the application of 
a manufacturer for appointment 
of additional dealers in territories 
where currently franchised deal- 
ers were providing “adequate 
representation.” 





Factory Sales 
Blasted by NADA 


*‘Ruinous Effects’ 


On Dealers Cited 


(Continued from Page 2) 


ruinous effects upon the franchised 
dealers of the country and will tend 
to completely upset the whole basis 
of automobile distribution to the 
ultimate damage of the public and 
the industry; and, 

“Whereas, automobiles so pur- 
chased by state governments, politi- 
cal subdivisions, fleet users and 
individuals are in many instances 
dependent on the service facilities 
that are provided only by fran- 
chised dealers using factory trained 
mechanics and factory authorized 
parts; and, 

“Whereas, if the dealers in any 
particular make of car were un- 
willing or unable to provide serv- 
ice for their make of car it is 
doubtful if any state government, 
etc., would desire bids on that 
make of car; and, 

“Whereas, the service so pro- 
vided by authorized dealers repre- 
sents a portion of the value added 
by distribution and is therefore a 
vital element of our merchandising 
system; 

“Now therefore be it resolved— 
that the board of directors of the 
National Automobile Dealers Assn. 
vigorously protests this method of 
direct or indirect selling by auto- 
mobile and truck manufacturers 
and earnestly requests that these 
manufacturers immediately refrain 
from bidding, either directly or 
through subsidization of its dealers, 
on the business of state govern- 
ments, political subdivisions, fleet 
purchasers and individuals, 

“Be it further resolved—that a 
copy of this resolution be sent to 
each automobile and truck manu- 
facturer and be circulated to the 
entire membership of NADA.” 


NADA Film Debut 
Tied to Warning 
On Civil Defense 


DETROIT.—Keeping the nation’s 
cars in tip-top condition is virtually 
a life-and-death matter, according 
to Federal Civil Defense Adminis- 
trator Val Peterson. 

Peterson told NADA and auto 
industry leaders here that the con- 
dition of motor vehicles will deter- 
mine the success of mass evacua- 
tion of U. S. cities in case of nuclear 
attacks. 


The audience viewed the pre- 
miere showing of “Escape Route,” 
a 15-minute color movie produced 
by NADA to depict how a typical 
city evacuation by automobile 
should work. 

“A car in good condition, and 
properly equipped, can be a valu- 
able means to evacuate a target 
area, and then to live in until suit- 
able quarters can be found,” Peter- 
son said. 





Just Call Her 'Ethyl'— 


W. R. Showalter, Dallas DeSoto dealer, 
admires the trophy won by Judy Moon in 
a local beauty contest. Miss Moon is 
helping promote Ethy! Corp.'s “Drive 
More—lit's Cheaper by the Mile” cam- 
paign to encourage motorists to buy more 
gasoline. 
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In one evening last month 
a Detroit car dealer put 65 new 
prospects on his books! 


A California car dealer drew 
over two hundred car owners to his 
showroom in ten days! 


“GAS, GASKETS, AND GLAMOUR’. 
A GREAT NEW IDEA PULLS HUNDREDS 
OF PROSPECTS FOR DEALERS | 


A New York City 


automobile dealer drew 448 car 
owners in two weeks! 


**GAS, GASKETS AND GLAMOUR’ CLASS, 
DAHL MOTOR CO., LA CROSSE, WIS 


Here’s the Plan That Did It for Them 


Hundreds of car dealers, across the nation, are enjoy- 
ing a deluge of flattering local publicity, increased 
traffic, and community prestige. All this stems from 
a simple idea for winning the ladies—Alemite’s “Gas, 
Gaskets and Glamour” schools. 

Some time ago Alemite research uncovered an as- 
tonishing series of facts. During recent years, women 
have been buying up to 60% of the service for auto- 


How “Gas, Gaskets 


Most women would like to learn something about 
the way their car works. But, they’ve never had any- 
one to teach them. “Gas, Gaskets and Glamour” gives 
car dealers a complete blueprint for a short auto- 
motive training course for the ladies . . . to be held 
in your own service departments. 


mobiles. And, their influence in the new car market 
has become enormous. So Alemite developed the 
“Gas, Gaskets and Glamour” schools to help dealers 
win these lady car owners as friends and customers. 

The idea was not only a smashing success with 
the ladies, but it won nationwide publicity on net- 
work TV shows, in the Saturday Evening Post, Busi- 
ness Week and other leading magazines. 


and Glamour” works 


Everything you need to teach ’em is included, 
right down to the last detail . . . speeches, booklets, 
charts, timetable, even movie availabilities. Every- 
thing to start a school right in your service depart- 
ment that will bring in women drivers by the score. 
(And, every one a prospect for you!) 


It costs you nothing to start a 
“Gas, Gaskets and Glamour” School of your own! 


Alemite will help you start your own school. We'll 
show you how to draw a-crowd! We'll provide all 
the materials you need to teach. We’ll even help you 


get free local publicity, too. Write us for complete 
information. Or ask your Alemite representative. 
Any car dealer is welcome to join. 


a ee a 





REG. U. S. PAT. OFF. 
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Advertising like this . . . has got the ladies in your town in- 
terested. Big, powerful, full page ads, running in the nation’s 
top magazine, Saturday Evening Post, prove that ‘Gas, Gas- 
kets and Glamour” is past the trial stage. It’s big business — 
and you should get your share of it. 


MAIL THIS COUPON TODAY! 


Gas, Gaskets and Glamour 
Alemite 
1826 Diversey Parkway, Chicago 14, Illinois 


Gentlemen: Please send me information on how | can start a “Gas, 
Gaskets and Glamour” School in my service department. 


Name acs<netncsienhannantniccniniapastnoneneuiuesoncosisanatinasnnaseninnssacnstnsstansinainaes 
CORI nner 


EE casciiiiiimnemnanigs dusv+wahinieasittiipecap ona ietiemtneaniinhanngse aie 


CDG anesins--—--—- 2 nn nnm nanan nanan nnn nnes Zone Die sistant 
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Cornerstone of Beaudry’s Success ... 
Income Guaranteed Via Service 


By E. OC. Bash 
Staff Correspondent 


TLANTA.—“If a new-car dealer 

has so geared his business that 
his service absorption fully takes 
care of his overhead, he can readily 
weather the storm of prolonged 
factory strikes, slow markets and 
competition,” says C. M. Daniel, 
president and general manager of 
Ernest G. Beaudry, Inc., Atlanta’s 
oldest Ford: dealership. 


“A new-car dealer who builds his 


Used-Car Sales, 


Inventories Rise 


During Month 


DETROIT.—Used-car sales con- 
tinued to go up during April, it 
was reported last week by the 
National] Inde- 
pendent Automo- 
bile Dealers Assn. 
on the basis of 
reports sent in by 
members. 

Ray Miles, 
NIADA president, 
noted that March 
sales were up 18.4 
percent and April 
showed another 

eae a gain of 4.7 per- 
—— cent. April inven- 
tories were slightly down in the 
midwest and east; however, the 
gain in other sections of the 
country brought about an overall 
increase of 0.9 percent over March 
inventories. 


Sales were up in all sections of 
the country except the south. The 
southern states showed a slight 
decrease of .4 percent. The increase 
in other sections brought the over- 
all average up to 4.7 percent over 
March sales. 


Area reports are as follows: 


East: 10 states—Sales for April 
up 10.9 percent compared to March; 
inventories on Apr. 30 were down 
5.7 percent. 

Midwest: 12 states—Sales up 3.1 
percent; inventories down .1 per- 
cent. 

Southern: District of Columbia 
and 13 states—Sales down .4 per- 
cent; inventories up 2.6 percent. 

Southwest: Four states—Sales up 
8.7 percent; inventories up 1.2 per- 
cent. 

West: Nine states—Sales up 10.4 








service department into a first-rate, 
highly productive, big-paying busi- 
ness will not have to worry about 
being undersold in his new-car de- 


partment by the competition, nor | 


will he have to worry about where 
his new-car customers are coming 
from,” Daniel adds. 

Daniel is not just expressing 
idle theories here. He has put 
these beliefs into practice over 
the years to build the Beaudry 
organization into one of the larg- 
est and finest dealerships in the 
Southeast. 

The service absorption at Beau- 


dry’s is now running 104 percent | 


for the year. The car service de- 
partment handles an average of 100 
service jobs daily, while the truck 
department, which is located in a 
separate building at another loca- 
tion, handles 35 jobs daily. 

Total parts and service sales at 





Mercury Readies Fete 


For Mr. 2 Million 


DETROIT. — Some day this 
week someone somewhere in the 
U. S. is going to be the two- 
millionth customer to take deliv- 
ery of a new Mercury built since 
World War II. 

Customer No. 2 million and his 
family will be invited to come to 
Detroit to take delivery of the 
new car at the Mercury assembly 
plant at Wayne, Mich., as guests 
of the division. This special cus- 
tomer has already ordered his 
car—but he doesn’t know yet that 
he is Mr. 2 million for Mercury 
—and he won’t be told until his 
car is just about ready for him 
to drive away. 









By William Ullman 

Washington Correspondent 
ASHINGTON—Edgar F. 
Kaiser, president of Kaiser 
Motors, testified before the Senate 
Judiciary subcommittee on monop- 
oly problems last week that the 
desire to carry forward past losses 
for tax purposes was not a “basic 
factor” in Kaiser-Frazer’s decision 
to acquire the assets of Willys- 


percent; inventories up 4.0 percent. ! Overland in 1953. 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


June 15 


(Clean cars up $25. Sold 80 per- 
cent of 185 cars entered.) 
BUICK—’54 RM 4-dr., $1,900* (ps). 

53 Super Riviera coupe, $1,345*; 
4-dr., $1,050; Special 2-dr., $1,050; 
$820. °51 RM 4-dr., $675°*, 
$525*; Super Riviera coupe, 
$635*°. '50 Super 4-dr., $400, $335°, 
Special 4-dr., $225°; 2-dr., 


CADILLAC—’51 (62) coupe, $1,360*; 
4-dr., $1,200°. "50 (62) 4-dr., $965*. 
ILET—’55 One-fifty (8) 2-dr., 
$1,575*. ‘54 Two-ten 2-dr., $1,050; 
%-ton pickup, $760. ‘53 Bel Air 
Sport coupe, $1,175*, $1,085*; 4-dr., 
$1,065*, $975; 2-dr., $975*; Two-ten 
4-dr., $875*, $830, $820; One-fifty 
2-dr., $700. ‘52 SL Deluxe 2-dr., 
$665, $650; %-ton pickup, $460. ’51 
SL Deluxe 4-dr., $510; 2-dr., $480°; 
%-ton pickup, $440. 

CHRYSLER—’53 Windsor club coupe, 
$1,190°; 4-dr., $1,060*, '52 Windsor 
4-dr., $610. '51 Windsor club coupe, 
$625*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
055°. ’°52 Fire Dome (8) 4-dr., $680* 
(ps). °51 Custom 4-dr., $430. 

DODGE — ’'54 Coronet (8) 4-dr., $1,- 
320°; Wayfarer 4-dr., $1,025, ’53 
Coronet (8) Sport coupe, $910°; 4- 
dr., $845*, $780; club coupe, $780*; 
Coronet (6) club coupe, $610. 

FORD — '55 Fairlane (8) Crown Vic- 
toria, $2,280°; Victoria, $2,075. '54 
Crest (8) Victoria, $1,500* (ps), $1,- 
475; conv., $1,560°; club coupe, $1,- 
230; Main (8) Ranch Wagon, $1,375; 
2-dr., $1,040. '53 Main (8) 2-dr., 
$870, $850; Main (6) 2-dr., $675, '52 
Crest (8) Victoria, $855; 2-dr., $740; 
Main (6) 2-dr., $540; %-ton stake, 
$575. '51 Custom (8) Victoria, $580; 
a (6) 4-dr., $375; 2-dr., $365, 

10, 





HUDSON—’54 Wasp conv., $1,400. °53 
Hornet 4-dr., $800*. 

KAISER—’51 club coupe, $400*; 2-dr., 
$275, $210*, $195; 4-dr., $210. 


LINCOLN—’52 Capri club coupe, $1,- 
230°; 4-dr., $910*. 

MERCURY—’54 Custom coupe, 2 at 
$1,780°. 
‘51 club coupe, $550 

00* 


°53 Monterey 4-dr., 
; 4-dr., 


$1,050. 
$510, 


NASH—’53 Rambler 4-dr., $855; 2-dr., 
$805, $780. '51 Rambler coupe, $400. 

OLDSMOBILE—'54 (98) 4-dr., $2,140*. 
’53 (88) Holiday, $1,600* (ps); conv., 
$1,565*; (98) 4-dr., $1,335*. '52 (98) 
4-dr., $1,500*, $920*°. °50 (98) Holi- 
day, $395*; (76) 4-dr., $225°. °49 
(88) 2-dr., $300*. 

PACKARD—’53 4-dr., $970*. '52 4-dr., 
$620, $550. ‘51 4-dr., $490°, $450, 
$445°, $310, $305*, $390; club coupe, 

05 


PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
610, $1,505; 2-dr., $1,550; club coupe, 
$1,500; club sedan, $1,570* (ps). '54 
Savoy club coupe, $1,020; 4-dr., $1,- 
020. ’°53 Cranbrook Belvedere, $900, 
$770; 4-dr., $750; club coupe, $655. 
'52 Cambridge station wagon, $705; 
4-dr., $400; 2-dr., $490; Cranbrook 
club coupe, $530. °51 Cambridge 
Business coupe, $315. ‘50 Deluxe 4- 
dr., $200. 

PONTIAC—'55 Chieftain (8) 4-dr., $2,- 
190° (ps). '54 Chieftain (8) conv., 
$1,800*; Catalina, $1,725*; 2-dr., $1,- 
350*. ’53 Chieftain (S) Catalina, $1,- 
340*, $1,330*; 2-dr., $900, $810. °52 
Chieftain (8) 4-dr., $740*%; 2-dr., 
$690*. '51 Silver Streak (8) 4-dr., 
$540*; 2-dr., $500, $480°. '50 Silver 
Streak (8) -dr., $530°; Catalina, 
$490°; 4-dr., $400°. 

STUDEBAKER—’53 Commander Sport 
= $740. '52 Commander 4-dr., 


MISCELLANEOUS—'53 Henry J (6) 2- 
dr., $330. 


*Indigates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 48, 49, 68 








Trust Group Hears Romney, Kaiser .. . 


As Independents See It 





the two locations now amount to 
$100,000 gross business each month. 
The truck department sells more 
new parts than the car department, 
Daniel says. a 


Trucks No Orphan 


na has the only complete 
Ford truck department in the 
city equipped to handle sales, parts 
and service. The truck division 
makes money and stands on its own 
feet, Daniel reports, and it is able 
to do so mainly through its efficient 
system of service. 

Beaudry’s achievement of this 
large volume of business each 
month is no accident. It is the re- 
sult of employing good business 
practices, hiring and keeping the 
right-type personnel and the main- 
taining of customer goodwill 
through the years. 

At Beaudry’s the customer is 
made to feel important. He is 
treated courteously at all times. A 
customer who wants nothing more 
than an oil change is treated with 
the same attention and respect as 
the customer who is spending $100 
on an overhaul job. The reason? 
A satisfied service customer today 
is a good new-car prospect tomor- 
row. 

Daniel believes this attitude on 
the part of his service personnel 
does more to build goodwill, keep 
regular Beaudry customers “in 
the family” and win new custom- 
ers for the organization than any 
other one policy of the firm. 

Last week, for instance, Beaudry 
won a new-car customer over the 
competition by reputation alone. 
The prospect had been looking at 
another make. After spending sev- 
eral hours in the competitor’s show- 

(Continued on Page 66, Col. 3) 








Rather, he said, the merger was 
made to diversify company busi- 
ness and make it more competi- 
tive. 

This statement was at variance 
with a recent Federal Trade Com- 
mission report on mergers, which 
said that tax incentive was an “im- 
portant factor” in the consolidation 
of the two auto companies. 

* a * 
i Aa did not deny that the 
tax situation was recognized by 
company officials during merger 
negotiations, but said that was not 
the principal motivation behind the 
step. 
Reviewing the history of his 


| company, the Kaiser president said 


it was badly handicapped when it 
commenced operations in the post- 
war period because of a steel pro- 
duction shortage that made it “vir- 
tually impossible” for Kaiser to 
buy in the open market and forced 
the firm to “scour the world” in 
search of supply sources. 

He said this inability to buy 
steel through normal channels 
cost the firm an extra $40 mil- 
lion and was in part responsible 
for the fact that the company 
operated at a loss during its first 
two years of life. 

But looking on the brighter side, 
Kaiser said the acquisition of 
Willys “has, in my judgment, made 
us more competitive than we would 
have been had both companies con- 
tinued to operate independently.” 

He said the merged firm showed 
a net profit of $1,207,000 during the 
first three months of the year and 
that prospects for the second quar- 
ter were just as good. 
. * * 

OLD about the statement of 

George Romney, American Mo- 
tors president, who was a previous 
witness, that the Big Three are in 
a better position to influence public 
acceptance of new styling innova- 
tions through sheer mass of output, 
Kaiser said he only partially agreed. 

He said the public will buy 
what it wants. and ignore what 
it doesn’t, and that all companies 
large or small must follow public 
demand. 

Kaiser answered a curt “no” to 
a question as to whether he has 
experienced price discrimination in 

(Continued on Page 62, Col. 4) 
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AUTOMOBILE 
DEALERS 


RESOCTATION 


Dealers’ Crushing Lesson In Safety— 


The demolished cars above were among the entries in the May Safety Month 
parade of the Greater New Bedford (Mass.) Automobile Dealers Assn. The parade, 
sponsored by a local driving organization, also included a number of new cars 


bearing signs stressing their safety features. 


GM Striving to Improve 
Economy, Body Resistance 


ATLANTIC CITY.—General Mo-|cycle in the development of auto- 
tors Research Laboratories held out | motive suspensions.” 


promise last week of further im- 
provements in engine economy and 
increased rust resistance by auto 
steel bodies. 


Members of the Society of Auto- 
motive Engineers learned of the 
GM work in separate reports given 
at SAE’s golden anniversary sum- 
mer meeting here. 

Engine engineers said the like- 
liest field for improving engine 
economy surrounds the combus- 
tion chamber design. Still higher 
compression ratios, now up to 9-1 
on some GM models, were fore- 
cast. 

Despite boosts in horsepower and 
performance, the report stated, a 
300-mile cross-country test showed 
average gas usage of 15.7 miles per 
gallon in 1948 and 18.6 in 1955—a 
rise of 20 percent. 


GM body engineers said they had 
developed an indoor test speeding 
corrosion. Only “sheltered” rust is 
destructive of metal, and GM has 
been able to duplicate this corro- 
sion process and examine the reac- 
tions on various types of steels. 

GM ascertained that protective 
rust, formed where paint is chipped 
or scratched, can be controlled by 
waxing or touch-up painting. Even 
without such treatment, however, 
this type of rust forms a protective 
coating and retards further corro- 
sion. 

A Studebaker-Packard engineer 
told SAE that the auto industry 
has been “overdue” in making 
basic changes in suspension sys- 
tems. 

“We reached the year 1955 with 
no change in basic principle in 20 
years,” said Forest R. McFarland, 
chief engineer—advanced engineer- 
ing of S-P, in reporting on the 
principles of Packard’s torsion bar 
suspension. 

“New developments in automo- 
biles seem to appear in cycles,” he 
said, “and the time is ripe for a 





Speedup on Rust— 


Twenty days of rust accumulated on 
these auto body sheet steel samples is 
being examined by J. C. Holzwarth, left, 
GM metallurgy supervisor. The metallurgy 
department of GM's Research Laboratories 
has a corrosion test which creates as much 
rust in 20 days as would require three 
years of outdoor exposure. 





Answers to charges that present- 
day cars are not safe enough came 
from A. L. Haynes, assistant re- 

(Continued or Page 63, Col. 3) 





Trial and Error— 


In an effort to get more miles per gal- 
lon from auto engines, General Motors 
Research Laboratories is testing hundreds 
of engine combustion chamber shapes and 
designs on single-cylinder test engines. 
Above are a few of the chamber and 
piston combinations that have been tried. 
The more promising ones are incorpo- 
rated later in V-8 experimental engines 
for road tests. 


Standards OK’d 
For Tubeless 


Truck Tires 


ATLANTIC CITY, N. J. — An 
industrywide program of standards 
for tubeless truck tires was an- 
nounced here Thursday, resolving 
the lengthy Firestone - Goodyear 
debate. 

The new standards were dis- 
closed at the SAE convention by 
W. A. Denton, of B. F. Goodrich, 
representing the Tire and Rim 
Assn. The main points follow: 

1. The drop-center type of tube- 
less truck tire, advocated by Fire- 
stone, will be used henceforth for 
all replacement sizes up to 1100. 

2. Sizes of 1200 and over will use 
the gasketed seal rim tire, advo- 
cated by Goodyear. 

3. Special sizes, such ag those 
used for low-platform trailers and 
farm tractors, will continue to use 
tubes pending further investigation 
and development. 

Denton said the standards were 
agreed upon to bring the trucking 
industry the advantages of tubeless 
tires without further delay. 

Representatives of major rubber 
producers said they were prepared 
to expedite production of tubeless 
tires in accord with the new stand- 
ards. 

The announcement was made at 
a session in which Firestone and 
Goodyear research men discussed 
the merits of their preferred types 
of tubeless tire construction. 
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AUTOMOTIVE WASHINGTON 
Veteran Hands Return 


For Kilgore Hearings 


AUTOMOTIVE NEWS, JUNE 20, 





By William Ullman 


Washington Correspondent 


antitrust and monopoly questions 


_ the Senate Judiciary subcommittee opened its 
hearings on merger, 


June 7, with the Big Three and the Little Three car manu- 
facturers scheduled to testify, the setting on Capitol Hill, 


to this correspondent, seemed like something akin to an 


old home week. 


servers for the individual 
auto companies were there, of 
course, 
Washington manager of the AMA 
and most of his staff, a delegation 
from NADA headed by General 
Counsel Jim Moore and Dr. Row- 
land Kirks, legislative counsel, and 
many other familiar figures spe- 
cially concerned with the proceed- 
ings. 


NADA Executive Vice-President | 


Advertising Gains Spell Growth T t t 


© = 
Fred Bell was not present at the 


All of the Washington ob- 


along with Van Hadley, | 











start because of 
the NADA direc- 
tors’ meeting 
scheduled for De- 
troit at the same 
time. Moore cov- 
ered the Judge 
Barnes testi- 
mony, which 
opened the hear- 
ings, and then 
went on to De- 
troit. Kirks re-| 
mained for the! 





William Ullman 


appearance of President Colbert of 
Chrysler before taking off. 

Noticeably missing from the 
scene was George Malcomson, long 
the sharp eyes and ears of Chrys- 
ler here in Washington, who had 
succumbed to a heart attack a few 
days earlier. No one missed him 
more than I, who had talked over 
the whole matter with him in ad- 
vance and expected to consult with 
him after the Colbert Testimony. 
Others missed him too, needless to 
say, of course. 

George Romney’s appearance for 
American Motors brought many 
familiar faces to the hearing room, 
including Bill McGaughey and Har- 
land Walters. 

* 


* 


Ford Testimony Delayed 


, Detroit newspapers were 
represented each day by Bobby 
Ball of the News, Jim Haswell of 
the Free Press and Don O’Connor 
of the Times. The Wall Street 
Journal and Journal of Commerce 
men switched from day to day, as 
did the AP, UP and INS reporters. 


Romney was accorded plenty of 
time—and made the most of it— 
because of the postponement of the 
Ford witnesses, booked for the} 
same day. 

Jim Cope, Chrysler vice-presi- 


1955 


dent of public relations, who 
once upon a time sat at the press 
table in that same hearing room 
instead of on the witness stand, 
accompanied President Colbert. 

It was good to renew old ac- 
quaintances and shake hands all 
around—and that included every- 
body, from Senator Harley Kilgore, 
committee chairman, all the way to 
the efficient young lady who wel- 
comed you at the outer door. 

A quiet, thoughtful listener to the 
testimony was David Busby, spe- 
cial counsel for the Monroney sub- 
committee studying automotive 
merchandising practices. 

+. + * 


Unanswered Question 
—— during the 

Romney testimony Busby was 
called from the room. When he re- 
turned, he sat down beside me and 
whispered in my ear: 

“Did he say anything about deal- 
er relations while I was out?” 

“If I tell you what he said, will 
you tell me something?” I re- 
plied. 

“What can I tell you?” he asked. 

“When is Senator Monroney go- 
ing to call his subcommittee hear- 
ings?” 

‘I really don’t know,” 





he an- 
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swered, quite truthfully, I think. 

So I warned him about the Wash- 
ington weather and how restless 
the national legislators becom« 
when the summer sun hits the Cap- 
itol. That is when they begin 
scheming to get away, I told him, 
and rush like heck to get the 
“must” matters out of the way and 
then beat it. 

When—and if—auto hearings 
are to be held, the weather, the 
slipping time and the tide of af- 
fairs “back home” will have a 
lot to do with what is decided 
upon. 

And, more importantly than all, 
the results of the Busby staff stud- 
ies may not inspire, or seem to in- 
dicate, any need for staging the 
proposed inquiry. 

* * 


Law Strong Enough? 


ge THE period between the ap- 

pearances of Assistant Attorney 
General Stanley Barnes, Chrysler 
President L. L. Colbert and Amer- 
ican Motors President George Rom- 
ney before the Senate Judiciary 
subcommittee holding hearings on 
mergers and other anti-trust prob- 
lems, several university professors 
testified. 

Among them was Dr. Jesse Mark- 
ham, of Princeton, who said he sees 
no need for making the present 
anti-merger law any stronger. Dr. 
Markham headed the Federal 
Trade Commission’s Bureau of Eco- 
nomics during its recent study of 
business mergers. Its report last 
month still is meeting with both 
praise and criticism. 

Dr. Markham told the Senate 
committee he considers the pres- 
ent law— Section 7 of the Clayton 
Act—“a sufficiently effective instru- 
ment to proceed against those 
mergers that really count.” 

He emphasized that the com- 
petitive effect of any given merg- 
er shouldn’t be determined solely 
on the basis of the size of the 
firms involved. “The only way it 
can be done,” he said, “is to as- 
semble all the facts we can get in 
each case and decide on the basis 
of the resulting evidence whether 
to the reasonable mind it consti- 
tutes a probable competitive in- 
jury.” 

Dr. Markham said he would be 
opposed to setting a legal limit on 
the size of individual firms, but 
that he is not opposed to “dissolu- 
tion suits against large corpora- 
tions whose size far exceeds that 
consistent with the economics of 
modern research, production and 
distribution techniques.” 

* oa * 


Also Limits Growth 


Also testifying before the Sen- 

ate group were Prof. Clare E. 
Griffin, of the University of Mich- 
igan, and Prof. J. F. Weston, of 
the University of California. 

Prof. Griffin warned that “there 
is no conceivable way of limiting’ 
the size of business firms without 
also limiting growth; if you place 
a hard and fast limit upon size, 
then any concern which would be 
affected by that limit will be 
strongly encouraged to adopt non- 
competitive policies.” 

Prof. Weston declared “that no 
appreciable effects on overall 
concentration have resulted from 

the merger movements since 1940. 
He proposed as an “effective de- 
vice” for testing whether an in- 

dustry is competitive and efficient 

a lowering of tariffs on its prod- 
ucts and withdrawal of patent 

rights of firms in the industry. 

Prof. Griffin’s testimony also in- 
cluded this interesting observation: 

“There are two problems which 
are currently receiving much at- 
tention on which I would like to 
comment specifically . . . The first 
is the question of bigness. On this 
subject the American people have 
a certain ‘split-mindness.’ This, I 
think, is evident from general ob- 
servation and even from examina- 
tion of our own ideas. 

“It was also substantiated by a 
study made by the Survey Research 
Center of my University. This sur- 
vey indicated that a_ substantial 
majority (around three-quarters of 
the people) believed that big busi- 
ness in general was good for the 
country. People generally believe 
this because of working con-litions 
and terms of employment provided 
by big business and because it pro- 
duced good products and was pro- 
gressive in bringing forth new 
products and reducing cost. 

“On the other hand, some of them 
(and many who held these favor- 


(Continued on Page 9, Col. 1) 
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Building Through Human Relations . . . 





Teamwork in the Dealer Shop 


By John O. Munn | 


| 


Dear Fellow Worker: | 
THE WORLD is becom- 
ing more competitive every 
day. This is a buyer’s mar- 
ket. And it will 


- z remain so, short 
SERIES of war, continu- 


ously in the fore- 
seeable future. That’s the 
way it should be. 


But it means we not only 
have to fill the order, but 
we must do it cheerfully 
and pleasantly. Courtesy 
today is just as important 
as merchandise, especially 
in a service institution. 


Automobile businessisa | 
service operation. Its success 
depends on doing what a car 
owner requires efficiently, 
promptly and pleasantly. The 
work must be well done. The 
cost must be reasonable. The 
use of his automobile is im- 
portant to the owner. It’s only 
another car to us, but it’s the 
only car in the world to him. 


We can stay in business 





Washington 


(Continued from Page 8) 


able views) had misgivings about | 
the economic power which they | 
felt accompanied big business. Since 
the people apparently like the fruits | 
of big business, but are doubtful | 
about the bigness itself, it is not| 
surprising that a very difficult, if 
not insoluble problem is aoe | 


sented.” 
. * * 


Along the Potomac 


_— S. Chesterfield Oppenheim, 
co-chairman of the Attorney 
General’s antitrust committee, pre- 
sented arguments to the House! 
Judiciary subcommittee on why 
separate d’-sents to the antitrust | 
report were not printed individu- | 
ally. He said ground rules set up| 
early in the game made it best to! 
have dissents correlated with parts 
of the report. 
* * = 

James G. Patton, president of 
the National Farmers Union, told 
a House Agriculture subcommit- 
tee his organization fears that 
Eisenhower Administration farm | 
policies, like those of Soviet Rus- 
sia, will result in supplanting 
family farms with big industrial 
collectives. 

a * +. 
Ateesre of U. S. membership | 
in the proposed International | 
Finance Corp. has been recom- | 
mended to the Senate Banking) 
committee by Treasury Secretary | 
George Humphrey. 
* x ” 

Just by the way of getting a 
little variety into this column, a 
recent House report provides for 
sending live scorpions through 
the mails in light metal con- 
tainers. 


* ” x 
PPEARING before the House 
Judiciary subcommittee, An- | 


drew Biemiller, speaking for the 
American Federation of Labor, | 
urged the group not to be stam-| 
peded into recommending any ex- 
tension of the antitrust laws to 
unions. He said that the opponents 
of labor had been unable to produce 
anything new to bring this about, 
but relied on their old arguments. 

Robert Nathan, speaking for | 
Americans for Democratic Action, | 
told the same committee that the | 
Eisenhower Administration has a 
golden opportunity to seize the ini- | 
tiative in curbing the trend toward 
bigness. He recommended that the 
various Government agencies which 
are now apathetic toward concen- | 
tration and competition be prodded | 
into action. He also urged heavier 
fines for antitrust violations. 





and prosper here only by 
working together in a 
friendly cooperative spirit. 
Remember that there are 





‘New Concept’ Train 
Being Built by CM 

DETROIT. — General Motors 
has designed and is building a 
lightweight, low-cost passenger 
train which, according to Harlow 
H. Curtice, GM president, repre- 
sents a “new concept” in railroad 
transportation. 

Curtice said the diesel powered 
train is being built at the request 
of a committee of railroad presi- 
dents seeking to reduce a rail 


‘passenger deficit estimated at 


$700 million per year. It is sched- 
uled for demonstration later in 
the year. 





plenty of other places 
where the car owner can 
get service. We must give 
him a real reason to prefer 
this place. 


By giving good, respon- 
sible service to our custom- 
ers, by a pleasant, cheerful, 
willing attitude towards 
them, and by a friendly 
helpfulness to each other, 
we can make this establish- 
ment and our jobs secure 
regardless of what others 
may do. 

Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 








Inspecting 'Circarama’— 


George Romney, American Motors pres- 
ident, inspects a scale model of the cor- 
poration’s Circarama which will be in- 
troduced at Disneyland Park, Anaheim, 
| Calif. Circarama consists of a battery of 


color movies on 11 individual screens 
arranged in a full circle. The innovation 
|will form part of American Motor's ex- 
|hibit in the Tomorrowland area of the 
amusement park. 








ONE OF A SERIES: HOW DU PONT BUILDS SALES FOR YOU 


“It doesn’t cost one 
any more fo use the 
best, so my choice 
is Du Pont ‘Zerex.'" 


ANDY 
LINDEN 


STARTING DRIVERS 


*‘For my money 


‘Zerex' gives the best 
protection.” 


JACK 
McGRATH 


DUANE 
CARTER 


FTCOT Ce) aL 


1954 


“lt always use 
‘Zerex' in my car. 
It has proven very 
successful.” 


PAT 
O'CONNOR 





| film projectors which simultaneously focus | 


Hupp to Merge 
With Perfection 


CLEVELAND.—The first steps in 
|a plan to merge Hupp Corp., 
former auto maker, and Perfection 
Industries has been announced by 
John O. Ekblom, chairman of 
Hupp’s executive committee. 


Hupp has purchased 65,000 shares 
of the common stock of Perfection 
and an additional 45,000 has been 
purchased by John O. Ekblom & 
Co. and David J. Greene & Co., 
both of New York. These pur- 
chases represent 40 percent of Per- 
| fection stock. 


| Perfection has two plants in 
| Cleveland. It manufactures parts 
for the automotive and aviation 
|industries and a complete line of 
|space heaters. Sales for the first 
|four months of 1955 were $8 mil- 
| lion. 

In recent years Hupp has pro- 
| duced stampings and assemblies for 
|the automotive, heating, electrical 
appliance, refrigeration and farm 
| equipment industries. Administra- 
'tive headquarters are in Cleveland. 








th ils 
PARSONS 


“l equip my 
personal car with 
‘Zerex.' That elimi- 
nates all my 
winter worries.” 


JIMMY 
REECE 


BOB 
SWEIKERT 


Motor experts help you 
sell Du Pont anti-freeze 


Last year 82°% of the famous Indianapolis Speedway 
drivers said, “‘I use Du Pont ‘Zerex’ anti-freeze in my 
personal car.”’ They told millions of motorists all across 
the country why they chose “‘Zerex”’ anti-freeze in pref- 
erence to all other brands to protect their own automo- 
biles. People were impressed. 

This year again the strong testimonials of these fa- 
mous motor experts will back up your Du Pont anti- 
freeze sales. These same ads will tell motorists why you‘re 
the man best qualified to service their cars . . . to sell 
them winter-car-care items as well as anti-freeze. Just 





WE'RE ON TOP 


Sell The 
that helps 






*t¢ us eat OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


anti-?t 


you 


Du Pont makes only 
ZERONE® and ZEREX® 
brands of anti-freeze 


one of the ways Du Pont helps you get an early profit- 
ablestart on fall and winter business. Here are some more: 


> Nation-wide Du Pont “‘Anti-Freeze Week’’ promotion 


+ 
> 


Newspaper, magazine ads, billboards, in your own town 
Weekly ‘‘Frank Leahy and His Football Forecasts,’ the big- 


gest anti-freeze TV show on the air 


Product advantage (chemical inhibitor) you can see for 


> Operator 25 directs customers to you 
a 
yourself 
> Enforcement of Fair Trade prices—no employee sales 


sell! 
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We think you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sundoy—NBC TV Network 





THE W/ORLOS FINEST, 


Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Onto 





Seriously, some automotive seating is not very 
far from the overstuffed furniture of old-time 
parlors. 


Too bad — for bulky seating is definitely out 
of place in today’s lower and lower models. 
What’s worse, it takes valuable room needed 
for PEOPLE! 


Airfoam Development Engineers have been 
doing something about that. Working with 
leading automobile manufacturers, they have 
already brought new glamour, new comfort 
and new ROOMINESS to some of today’s 





most modern styled, fastest-selling lines. 


And that isn’t all — the newest AIRFOAM seat- 
units are molded as one-piece finished cushions! 
This confounds old-time upholsterers—but it 
smartly eliminates useless bulk, giving your 
prospects more room—and more reason—to 
reach quickly for their checkbooks. 


Maybe these AIRFOAM sales-aids are already 
doing a job in your new line. If not, your manu- 
facturer may be working on them right now. 
Goodyear, Automotive Products Dept., 
Akron 16, Ohio 


ee GOODFYEAR 


MOST MODERN CUSHIOMNG 
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AIRFOAM makes interiors roomier, 
more luxurious 


Premolded AIRFOAM replaces expen- 
sive handwork—looks even richer 


AIRFOAM gives custom looks 
and custom rides 


Exciting new seating ideas 
become practical with AIRFOAM 
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AIRFOAM can be your greatest 
sales-aid in years 


a 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


fe ¥ !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


J 2. Every dollar of gasoline and oil taxes, collected stat id federal 
governments, applied to the building and ae of higher: id 


¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


A Big Threat Is Lifted 
—Now, Which Way? 


é ge Ford and GM labor settlements may be debated for 
years. Some may criticize acceptance of the guaranteed- 
annual-wage principle. Others will call it by a different name 
—supplementary unemployment compensation—and see it 
as a good thing for the economy in the long run. 


One leader in dealer affairs told us: 


“Look. The working man won’t be so worried about 
future layoffs..He’ll have more confidence. And one thing 
we need in this auto business is a confident public. People 
buy a big package like a car only when they have confi- 
dence in the future.” 


A strong economy is important to all of us. And while 
some dealers were counting on a long strike at Ford or 
General Motors, or both, to help them clear out stocks of 
cars, such an eventuality would have dealt a serious blow 
to the economy as a whole. 


It might have helped some for a little while, but it would 
ae been only a temporary lift—with a big headache to 
ollow. 


We do not live alone or suffer alone in this complicated 
American economy. 


Now that the threat of a long production upset appears 
to have lifted from the auto industry, it would be well for 
factories and dealers to take a long look down the road to 
see how they can distribute more effectively and profitably 
the products of the auto assembly line. 


What can each do to bring order out of distribution 
chaos? Is it necessary that the auto business be known to 
the man in the street as a gyp, horse-trading business? 


Would honest prices and fair dealing be possible in an 
atmosphere dominated by ballyhoo of phony big discounts 
supported by packed prices? 


Who is going to bring order out of chaos? The factories 
and reputable dealers working together? 

Or the big stick of public opinion working through gov- 
ernmental agencies? 
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Events 


Dealer Conventions 


June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn. Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 


Sept. 9-11 — Maine Automobile Dealers 


Association, Samoset Hotel, Rocklane, 
Maine, 
Sept. 14— Vermont Automobile Dealers 


Assn., Equinox House, Manchester, Ver- 
mont. 

Sept. 16 — 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 
a Assn., Nickson Hotel, Roswell, 


Sept. 18-19 — South Dakota Automobile 
ealers Assn., Sioux Falls, S. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y 

Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis, 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, III. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 


burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel ee Hall, Atlantic 


City, N, J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn.. Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a, 

Oct. 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct. 15-17—Arkansas Automobile ‘Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct. 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 


vention, Hotel William Penn, Pitts- 
2. a. 

Oct. 23-25 — Florida Automobile Dealers 
i Sans Souci Hotel, Miami Beach, 
a. 

Nov, | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 


Hotel Statler, Hartford, Conn. 
Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 
Nov. 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 


nati, O. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb, 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels) Washington, D. C 

* ss % 


Dealer Auto Shows 
Nov. 12-20—Portland (Ore.) Show. 
Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 
Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis, 
Jan. 21-29—Cleveland Auto Show, Cleve- 


land, 
— a 


General 

July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago, 

Sept. 21-22 — Federation of Automobile 
ealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

(See CALENDAR, Page 60, Col. 4) 


20 Years Ago... 


The Big Stories 


General approval of the plan for used-car control through manu- 
facturer co-operation and revised dealer contracts is indicated in a 
poll conducted by Automotive News’ inquiring reporter in scattered 
cities throughout the country . . . Nearly 10,000 visitors inspected the 


plant of the Pontiac Motor Co. during open house held in connection 
with a civic celebration staged by the city in tribute to the building 
of Pontiac car No. 1,000,000 . . . The 2,000,000th V-8 Ford—the one- 
millionth Ford built in less than 12 months and approximately the 
23,000,000th Ford ever built—was produced at the Rouge Plant... 
Hupmobile has put its house in order. Apparently all legal barriers 
have been safely cleared and the new organization headed by Vern 
R. Drum as president and William B. Hurlbut as vice-president and 
director of sales, has the situation well in hand . .. American Truck- 
ing group to fight for Eastman bill to regulate the industry. 
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THE LION and 
THE LAMB 
SHALL LIE DOWN 
TOGETHER... 





‘NOTE —HOLD YOUR THUMB OVER THE NAMES YoU DON'T LIKE. 
We JUST AIM TO PLEASE, ATS ALL) 


- long as / have 
@ want, / have 2 
reason ter hving. 

Qtisfaction is death" 

- Googe Pernard Shaw 


IF | HAP SAID 
IT MYSELF 1T COULDNT 
HAVE FITTED Us BETTER) ¢ 


fd 
Aurerey ' 7 


( 
(ro (\ 


ee te 
PURE RUBBER BYGAD— 

NWOT A SMIDGIN OF x 
\SWNTHETICS! :? 

















@ THE MOTOR VEHICLES BUREAV 
IN CALIFORNIA HAS BEEN 
GIVEN A QUARTER MILLION BUCKS 
IN BAD CHECKS FOR REG/STRATIOV 

AND LICENSE FEES FOR /055. 





Letterbox. 
‘Parts Protest .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 





used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


and face the facts. This is no time 
to talk about breakups of GM or 
| any of the other “biggies.” The time 
|to have done that was long ago 
and even then how can one stop 
expansion. If it’s honest expansion, 
then let’s give them credit. There 
is no reason to try and penalize 
anyone for success. Let’s give credit 
where it is due. The real trouble 
is that these “biggies” are using 
their power to carry out as foul a 
merchandising program as anyone 
has ever seen. That’s the basis of 
complaint and our laws do cover 
such tactics; but stalling and not 
enforcing such laws is the basis of 
all the trouble. 


These “biggies” have intimi- 
dated, threatened, coerced and 
used every method possible to 
cram their so-called “original” 
parts down dealers’ throats. Court 
“orders” in cases dealing with 
so-called “exclusive” dealing have 
meant nothing to them whatso- 
| ever. They do just as they please, 
and don’t let anyone kid you that 
they don’t. 

One of my associates had the 
pleasure, if you could call it that, 
of reading a letter from one of the 
“biggies” to a dealer in a foreign 
country. It related that the “in- 
spector” had found violations in 
the form of “outside” purchases 
and that such would have to be 
discontinued or they might lead to 
contract cancellation. The irony of 
it was that two of the charged vio- 
lations related to items that this 
“biggie” never made. One was an 
accessory that they only bought 
and was in their box, the other a 
floor mat that was also made out- 
side of their plant. Both items were 
available from replacement sources 
at a saving; but they had the guts 
to cram their higher price down 

(Continued on Page 46, Col. 1) 


Gestapo Tactics? 

The March 28 issue of AUTOMO- 
tive News carries articles on Page 
Two that really show how far apart 
thoughts may get when talking on 
the subject of monopoly. One story 
features Harlow H. Curtice, presi- 
dent of General Motors Corp., and 
his testimony before a congres- 
sional committee to whom he stated: 
“Don’t worry about monopoly as 
far as We are concerned.” The other 
quotes Edward Howrey, chairman 
of the Federal Trade Commission, 
and he seems to think that GM has 
grown too big, but states existing 
laws do not provide for any action. 
Let’s go back a few weeks to an- 
other story in Automotive News 
telling that one of the trade associ- 
ations was trying to form a group 
to get some action on violations of 
trade laws by the “biggies” and to 
stop some of the coercion of buyers. 

Let’s all quit kidding ourselves 





—From the files of Automotive News. 
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12 More Reasons Why Plymouth Dealers Are Skyrocketing to New Sales Highs Every Month 





PLYMOUTH DESIGNS 





WITH SALES IN MIND ! 


... puts extra value in the low-price Plymouth 


Plymouth's fresh-air intake is mounted cowl-high 
to miss exhaust fumes and road dust. And, unlike 
other designs, this one can be closed to protect 
the ventilator from rain and dirt. 


- The gas tank filler pipe is out of the way behind 
the spare tire on the right side of the car. This 
gives far more usable space in the trunk (which is 
the largest in Plymouth's field!) . 


Plymouth places two hydraulic brake cylinders in 
each front wheel (other low-price cars use only 
one). Gives smoother stops, and more even brak- 
ing action. 


Plymouth has Safety-Rim wheels which offer extra 
safety should a blowout occur. Special retaining 
ridges help hold the deflated tire on the rim while 
car slows to a safe stop. 


Cornerposts of Plymouth's glamorous new Full- 
View windshield are swept back, top and bottom 
(not bottom only), to give the greatest visibility 
of any low-price car. 


The PowerFlite Range Selector is mounted on the 
dash, near the ignition key—the logical place for 
easiest use. In other cars the drive selector is 
still on the steering column. 


Plymouth uses the widest rear springs of any low- 
price car, and mounts them at an angle to the 
car's frame for added resistance to twist and tilt 
on curves and rough roads. 


PLYMOUTH OTHER CARS 


Plymouth's brilliant Forward Look styling gives 
better forward visibility. Lets the driver see more 
of the road directly ahead at all times; a great 
help at intersections. 





NOT HERE 


Plymouth's Oilite fuel filter is located back in the 
fuel tank (not up on the engine) to protect the 
entire fuel system and engine from dirt and water. 
No clogged gas lines here! 


For more direct pillowing action, Plymouth 
mounts the longer-stroke front Oriflow shock ab- 
sorbers inside the big front coil springs. Oriflows 
are twice as good as ordinary types. 


Five times longer spark plug life is normal for 
Plymouth, since Plymouth uses resistor-type plugs. 
Also, the engine runs smoother at idling speeds; 
gives greater fuel economy. 


LONG 


The BIGGEST, LONGEST, ROOMIEST car of the 
low-price 3, Plymouth gives the steady, smooth 
ride only a truly big car can give. In fact, buyers 
can pay as much as $500 more for a medium-price 
car that's smaller than Plymouth! 


WHEN YOU SELL ON FACTS, NOT CLAIMS, THE NO. 1 CHOICE IS PLYMOUTH! 









By Martin L. Whitmyer 
Staff Writer 


S. R. Robinson, advertising man- | 


ager of the Grey-Rock division of 


Raybestos - Manhattan, Inc., Man- | 


heim, Pa., has been elected presi- 
dent of the Automotive Advertisers 
Council. 

He succeeds C. H. LeFevre, 
sales manager of the replacement 
division of Sealed Power Corp., 
Muskegon, Mich. 


Other officers elected were: 


Herman Teetor, director of ad- 
vertising of Perfect Circle Corp., 
Hagerstown, Md., vice-president; R. 
K. McConnell, advertising manager 
of Federal-Mogul service division 
of Federal - Mogul Corp., Detroit, 
treasurer; M. Robert Wolfson, 
advertising manager of Maremont 
Automotive Products, Inc., Chicago, 
recording secretary; Frank F. 
Schuhle, of the advertising depart- 
ment of the lamp division of Gen- 
eral Electric Co., Cleveland, cor- 
responding secretary, and George 
Ww. Stout, president of George Ww. 


Affecting Factories and Dealers .. . 


Auto Advertising 


| Stout, Inc., New Castle, Ind., 
| cutive secretary. 
* * * 


\Grant Appoints Two 


sion of the Dodge account. 


for two years. 
* 





Chevrolet Adds Show 


A new hour-long television 


show built around top Broadway | 


and Hollywood talent will be 
sponsored by Chevrolet and its 
dealers next Fall, according to 
W. E. Fish, general sales man- 
ager of the company. 

The series is scheduled to start 
Oct. 4 over the NBC-TV network 





exe- | 


J. L. Kaufman, of Los Angeles, | 
has been named vice-president of 
Grant Advertising, Inc., according | are running three 400-line ads each 
to Will C. Grant, president, and 
will aid Lawrence R. McIntosh, ex- 
ecutive vice-president, in supervi- 


McIntosh announced that James 
A. Brown jr. had been appointed 
media director of the Dodge ac- 
count. He has been with the agency | 
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| 
and will continue every third first time an event of this type has 
'ever been attempted by an adver- 
L. A. Clark, presi- 
“We feel all will benefit 
from being better informed as to 
the problems involved in producing 
a successful advertising campaign.” 


During “Adverama,” guests will 
be taken on tours of the agency by 





Tuesday from 8 to 9 p.m. EST. 


Fish made clear that the new 

| series is in addition to the twice- 

weekly Dinah Shore show and a 

second Chevrolet network offer- 

| ing that is now covered by “T- 

| Men in Action.” Miss Shore is 

just winding up her fourth sea- 

son under the company’s spon- 
sorship. 





# * + 


Dodge ‘Success Story’ 
Dodge dealers of the Detroit area 


week of June in each of Detroit’s 
three metropolitan newspapers in 
addition to five 10-second television 
spots per week on two stations. 

Copy for the newspaper cam- 
paign features a “Success Story” 
theme showing Detroit sales in- 
crease for the first four months of 
1955 over 1954. The ads carry no 
dealer signatures. 

* * * 


‘Adverama’ Shows How 


“Adverama,” an exhibition de- 
signed to show clients and others 
interested in advertising how ad- 
|vertising is developed and pro- 
| duced, is now on display for an in- 
definite period at Clark & Bobertz, 
| Inc., Detroit. 
| “To my knowledge, this is the 


|tising agency,” 
|dent, said. 


account executives. 
* * + 
GM Lists 61 Films 


Paul Garrett, public relations 
vice-president, has announced dis- 


tribution of the General Motors 


motion-picture catalog for 1955-56. 
It lists 61 films, including nine not 
listed previously. 

Included among the new films 
are “Body Bountiful,” showing 
the development of an automo- 
bile body; “A Thing of Beauty,” 
the story of how products of in- 
dustry benefit by the stylist’s 
touch; “Tomorrow and Today in 
Kitchens,” a preview of the 
kitchen of the future, and “New 
Power for Flight,” demonstrating 
the turbo-prop engine, latest 
power for aircraft. These are 
color films. 

GM films last year were shown 
to 259,000 audiences totaling more 
than 13,380,000 persons, Garrett 
said. In addition, 740 television 














RIGHT CARS, 





RIGHT TERMS 





help keep sales moving 


Sats Ee 


pf 


Ul 





isn’t it folly to compete with yourself? 


That’s what happens, if you sell new cars on 
long, costly terms to your better-used-car prospects! 
You slow the steady sale of late-model trade-ins. 


Repeat business is slowed up too, when you 
arrange “‘easy terms” on new cars for people with 
used car incomes. 


Selling the right cars to the right prospects on the 
right terms helps to keep turnover fast. 





With the GMAC Thrift-Guard Plan you can fit 
comfortable terms to the needs of all your prospects 
while offering extra values and protections. You gain 
(1) Control of the whole transaction. 

(2) Gross from time contracts. 

(3) Extra business from satisfied customers. 

(4) Repeat sales from GMAC service. 


ui ENS 


en acs ro 
TIME aaa 


PLAN 


The GMAC 
Thrift-Guard Plan 
available to Dealers in 
CHEVROLET © PONTIAC 
OLDSMOBILE @ BUICK 
CADILLAC 
new cars,-and used cars 
of all makes 





GENERAL MOTORS ACCEPTANCE CORPORATION 





|showings were seen by an esti 


mated audience of another 13 mil 
lion. 

Any film can be obtained free b: 
any organized group with its ow: 
projection facilities. The only obli 
gation is return postage. 

+ * * 


Dodge Renews 2 Shows 


Dodge has renewed its sponsor 
ship of two ABC-TV Network pro 
grams, “Break the Bank,” ever) 
week, and the Danny Thomas Show 
“Make Room for Daddy” on alter- 
nate weeks, Slocum Chapin, vice- 
president in charge of ABC-TV 
Network sales, has announced. 

In addition, Dodge is sponsoring 
“The Lawrence Welk Show,” a new 
weekly full-hour musical revue, 
which premieres over the ABC-TV 
Network on Saturday, July 2, from 
9 to 10 p.m., EDT. 

Dodge’s 52-week renewals are 
effective July 3 for “Break the 
Bank” and July 12 for “Make Room 
for Daddy.” Grant Advertising, Inc., 
igs the agency for Dodge. 

* * * 


Studebaker, Agency Quit 

Studebaker and its advertising 
agency, Roche, Williams & 
Cleary, Inc., have decided to 
terminate their 26-year associa- 
tion at the end of the ’55 model 
year, the Chicago agency an- 
nounced last week. 

Although the company has not 
confirmed it, trade circles say 
Benton & Bowles ad agency in 
New York will succeed the Chi- 
cago agency. 

oo + * 


Buick Campaign in Detroit 


Designed around the theme of 
“What a Lucky Break,” 22 metro- 
politan Detroit Buick dealers have 
launched a month-long advertising 
campaign to be featured in all De- 
troit papers, television outlets, most 
local radio stations and at the 
salesroom of each dealer. 

Tracing a pattern through news- 
paper “teaser” ads and a total of 
897 10-second radio and television 
spot announcements, the campaign 
will tie in directly with dealer 
sales personnel sporting large lapel 
buttons with the message, “See Me 
For Your Lucky Break.” 

Full-color window designs will 
be used as sidewalk attractions and 
feature-car models will be displayed 
inside with special glamour treat- 
ment. 

The program was planned and 
executed by Patten-Gille-Beltaire, 


Inc., Detroit advertising firm. 
* * * 


Alemite Campaign Pushed 


The first of a series of full-page 
ads featuring Alemite’s “Gas, 
Gaskets and Glamour,” a car-care 
training school for women, will 
run in the June 25 issue of the 
Saturday Evening Post as Ale- 
mite’s 1955 ad campaign enters 
its second phase. 

The company’s dealer cam- 
paign starts today with a full- 
page ad in Automotive News. 

The new “Gas, Gaskets and 
Glamour” series will replace the 
“Other Man” series feature pre- 
viously by Alemite, according to 
Fred R. Cross, ad manager. 

The course consists of a two- 
hour class, one evening a week, 
for a period of six weeks. It is 
held in the dealers’ own service 
departments. 

* * 
Conway Die Agency 

Formation of James P. Conway 
& Associates, Chicago, to specialize 
in financial and corporate public 
relations has been announced by 
James P. Conway, formerly a part- 
ner of Newey & Conway. 

Stephen P. Coha, formerly of 
Newey & Conway and before that 
with the Wall Street Journal, will 
be associated with Conway in the 
new firm. 


Cooke Airs 500 Race 


Cooke Chevrolet Co., Louisville, 
in cooperation with Chevrolet di- 
vision, sponsored the entire 
broadcast of the Indianapolis 500 
mile race in the Louisville area. 

In connection with its cutins 
for company advertising, the deal- 
ership featured various car acces- 
sories for 99 cents. 

& * * 


Ollendorf Changes Name 


The name of C. J. Ollendorf ad- 
vertising agency will be changed to 
Root Advertising Agency on July 1. 

Ollendorf is no longer connected 
with the agency. Perrin B. Root is 
the new owner-manager. 














HE men who man the commer- | 

cial airplanes are certainly not | 
the only ones who pilot machines 
through the air. In 1954 corpora- 
tion planes, farmer’s planes and 
those of other private flyers logged 
8,772,000 hours. | 

In comparison all the big air- | 
lines logged but 3,200,000, accord- | 
ing to the Aircraft Industry 

Assn.’s reports. 

One company which builds many | 
of the corporation and private} 
planes has reported that its orders 
for the first four months of 1955 
amounted to $10,100,000—$6,100,000 
greater than in a like 1954 period. 
This company claims a record of 
$20,100,000 in 1954 constituted an 
industry record. 

+ 





x t 


oa activity generally is 
forging ahead, according to the 
government. April increases in re- 
tail trade—non-agricultural employ- 
ment, construction and industrial | 
production led in the Department 
of Commerce review of business | 
: they announced that major | 
trends “indicate the continuation 
of the expansionary movement” | 
that “this rising volume of output | 
is generally new personal income | 
which is being fully spent.” | 

This optimism stems from the | 
fact that the gross national prod- 


C of C Attacks 
Renegotiation 


As ‘Cost-Plus’ 


WASHINGTON. The U. §&.| 
Chamber of Commerce has advised 
the Senate Finance Committee that 
it doubts that renegotiation of 
Government contracts has brought | 
any net savings to taxpayers. 

“Rather,” said Theron J. Rice, 
chamber spokesman and chairman 
of its national defense department, 
“there is considerable evidence that 
procurement costs to the Govern- 
ment are much higher as a result | 
of renegotiation.” 

He told the Senators that effi- 
cient, low-cost companies that are 
able to compete in the commercial 
market “have little interest in sell- 
ing to the Government” because of 
renegotiation. 

Rice asserted that the net result | 
is to force the Government—which | 
forbids the practice—into cost-plus | 
arrangements. He challenged claims | 
that renegotiation saves the Gov-| 
ernment money by holding down | 
prices and profits. 













Minn. Pair $17,000 


DULUTH. — Two brothers, part- 
ners in Keyes Motor Co. (Chevro- 
let-Oldsmobile), International! Falls, 
Minn., have been placed under five 
years’ probation after being fined 
$17,000 for evasion of U. S. income 
taxes. 

Monte F., 48, was fined $10,000 | 
and Lewis C. Keyes, 46, $7,000. They 
were charged with falsifying the} 
firm’s records to conceal income of | 
$20,000 during 1948 and 1949. 


Harrison, UMS 
Hold Sales Meets — 


DETROIT.—Using a newly-made | 
color slide film, United Motors 
Service division of General Motors | 
and Harrison Radiator division are | 
holding a series of 25 Harrison 
sales meetings across the country. 

The film tells the story of Harri- | 
son radiators, cores and thermo- | 
stats in lay-language. The meetings 
are being held in each of the 25 
United Motors sales zones. The 
first meeting was held in the Buf- 
falo zone, with meetings scheduled 
for each weekend until the last 
of June. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


|} uct... 


| the nation... 





that means the sum of 
goods and services produced by 
ran at a record 
annual rate of $370,000,000,000 in 
the first three months of this 
year and was still climbing in 

April. 

Strong consumer demand, the re- 
port said, is now being supple- 
mented by a rise in investment 
demand .. . expressed in increased 


|orders for durable goods in a high 


level of construction activity ... 
non-residential as well as residen- 
tial... and in a moderate tendency 
toward inventory expansion. 
* * * 

ee in April was con- 

sidered good in the commodity 
producing industries with most 
groups rising somewhat more than 
the usual for the season. 

Gains were most pronounced 
in the durable goods manufactur- 
ing industries, particularly metal 
producing and fabricating. 

New orders were up and the 
expansion was widespread. Per- 
sonal income in March showed 
nearly $2,000,000 above that of Feb- 
ruary. Higher wages and salaries, 
especially in manufacturing, and in 
construction accounted for most of 
the increase. 

P.S. In other words business 
seems to be good. 












| 
| may 


} 


| Planning Midwest Trade Show— 


Officers and directors of Midwest Automotive Trade Show, Inc., attend a kickoff | 


meeting at which plans for the 1957 St. Louis show were discussed. From extreme 
left, clockwise around the table, they are William Hudgins jr., treasurer; C. W. Cor- 
coran, president; John R. D'Agostino, secretary; Joseph L. Haenny, general manager; 
E. F. Brase, director; G. R. Porter, director; F. A. McHugh, director; Tom Mills, finance 
committee chairman; Earl McAtee, director; P. L. Robertson, director; L. C. Dobrunz, 
vice-president; Al Kreutzer, director, and Harry Osiek, director. Kreutzer was named 
Sponsoring Wholesalers Committee chairman and Dobrunz, publicity and promotion 
chairman. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
' TIVE NEWS gives you the entire story every week throughout the year. 
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Driver Training 


Must Be ‘Sold, 
Educators Told 


EAST LANSING, Mich. — Public 
relations techniques must be used 
to convince the public of the value 
of high school driver training pro- 
grams, Edward R. Klamm, accident 
prevention director of Allstate In- 
surance Co., told a meeting of 
driver training instructors at Mich- 
igan State College. 

Student enthusiasm for driver 
training can be a potent factor in 
building up public acceptance, 
Klamm said. 

He suggested that students be en- 
couraged to talk over special as- 
signments with their parents and 
that teachers make available to 
their students the safe driving 
pamphlets published by many or- 
ganizations. 

“Your students can be your best 
salesmen,” Klamm said, “but first 
they must be adequately prepared. 
By properly training them, you can 
sell their parents, the students, and 
the entire community.” 





"No more complaints from him_ 
since we switched him to Super Blend!" 


Pre-ignition ping 


wear, sticking hydraulic valve lifters, 
sludge and varnish deposits—all yield to 
this wonderful new multiple-viscosity, 
high detergency oil developed by Quaker 
State for today’s high-powered cars. 
Quaker State Super Blend is far more 
than just a detergent or corrective oil. 
It’s made first, last and always for lubri- 


and knock, camshaft 


endurance! Finest by every test! 


cation! Super-refined by special Quaker 
State methods from choicest 100% Pure 
Pennsylvania Grade Crude Oil, it coats 
moving parts with a Miracle Film of pro- 
tection. It lubricates better, prevents 
wear, keeps engines clean—keeps them 
cool, quiet and powerful! It’s the one 
year-round oil with famous Quaker State 


f 
| QUAKER 
| STATE 


MOTOR oi. |i 





QUAKER STATE OIL REFINING CORPORATION, Oil CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 





YOUR GOOD NEIGHBOR 
.. Invites you to the 


fabulous SJisney 


The Incomparable Showman—Walt Disney—Points to Artist’s Sketch of his newest achievement—Fabulous Disneyland Park 
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Another Reason Why It 





. LHE NASH DEALEI 
ash Exhibit at 


land Park | 


The world’s most fabulous amusement area opens 
on July 19th. It’s Disneyland Park at Anaheim, 
California—22 miles from Los Angeles. 


The mammoth 160-acre park is described by its 
creator, Walt Disney, as “something of a fair, a 
city from the Arabian Nights, a metropolis of the 
future and a showplace of magic and living facts.” 


You Are Invited To Circarama 


The Nash dealers of America—sponsors of tele- 
vision’s highest-rated family television show— 
DISNEYLAND—invite you to drop in at the 
Nash exhibit when you visit Disneyland Park. 
Here you will be entertained by CIRCARAMA 
—the most unique combination of photographic 
skills and projection technique ever devised. Rep- 
resenting a new step forward in the motion pic- 
ture art, Circarama brings a continuous film on a 
360 degree circular screen. In this unique setting 
you will see a complete display of Nash cars 
plus other American Motors products and services. 


An estimated 5,000,000 people will visit Disney- 


land Park annually. They will come from every 
state in the Union—more than 60 per cent of 





them from East of the Mississippi River. Here 
these visitors from all over the country will be 
pre-sold on Nash style, comfort and value. They 
will carry these impressions back with them to 
their homes . . . prove top prospects for their 
hometown Nash dealers. 


The Nash display at Disneyland Park is another 
example of the support given Nash dealers. . . 
another reason why it pays to be a Nash dealer. 


DISNEYLAND PARK 


TV SPECTACULAR 
SUNDAY, JULY 17th 


An estimated 52 million TV viewers will see a 
spectacular hour-and-a-half show commemo- 
rating the opening of DISNEYLAND PARK. 
Co-sponsored by the Nash Dealers of America 
on the entire ABC network, this TV extravaganza 
will capture all the glamour and fantasy of this 
fabulous amusement area. Watch it for a new 
experience in sheer enjoyment. 





OFFICIAL CARS for Disneyland Park are 1955 Rambler Cross Countrys— America’s smartest cars for town 
and travel. The millions of visitors to the park will see the Ramblers busily engaged in their many duties . . . 
will receive an impression that, in many cases, will be translated into sales at the hometown level. 








Dealer! 


Pays Ifo Be A 
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Sales Conditions in Various Areas... 





Auto Market Reports 


the same week a year ago, while 
Cleveland used-car sales, Qeupihe the one-day 
June automotive sales in the| Memorial Day closing, were almost 
Cleveland area indicate another | 1,800, or about 400 over the same 
banner month following May’s rec- | period a year ago. 
ord new-car figure of 8,824, highest Commercial sales in new vehi- 
postwar figure and surpassing May,| cles soared to 126, and used to 59, 
1941, when 7,586 new-car titles were| both figures well above corre- 
issued, according to Clerk of sponding levels a year ago. 
Courts Leonard Fuerst. Here is a breakdown of new-car | 


|sales for May: Austin, 2; Buick, | 
Used-car sales for May totaled 615." cadillac, 179; Chevrolet, 1,879: | 


9,637. This was topped only by |Chrysler, 233; Consul, 2; DeSoto 
May, 1941, when 10,634 used-car | 138; Dodge, 441; Ford, 1,749; Hud- 
titles were issued. Fuerst added | son, 41; Imperial, 24; Jaguar, 4; 
that a total of 41,415 auto certifi- | Kaiser, 1; Lincoln, 46; Mercedes- | 
cates of title smashed all records, | Benz, 1; Mercury, 594; MG, 1; 
bettering the previous high by | Nash, 99; Oldsmobile, 799; Packard, | 
more than 3,000. |84; Plymouth, 823; Pontiac, 670; | 
In commercial sales, new units; Porsche, 1; Prefect, 1; Studebaker, 
for May were 575, highest for the | 64; Volkswagen, 15; Willys, 17, and 
year, while used trucks were 322,| Zephyr, 1. 
slightly under the previous month.| Here are commercial sales for 
As for the opening abbreviated | May: Chevrolet, 202; Diamond T, 2; 
week in June, new-car sales were! Divco, 7; Dodge, 42; Ford, 181; 





reported at 2,081, about 900 over! GMC, 25; International, 71; Mack,!2; Ford, 1; GMC, 1. Sales of used' May were 3,300, a new record for 


2; Reo, 7; Studebaker, 3; White, 
26, and Willys, 7.—(Sanford 
Markey.) 
* * 
Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., held about 


| 
| 





steady in May, totaling 128 units 
registered against 126 in April. 
Sales by makes were: Ford, 31; 

Chevrolet, 25; Plymouth, 15; Pon- 

tiac, 14; Buick, 11; Dodge, 6; 

Studebaker, 6; Oldsmobile, 5; 
Chrysler, 4; Cadillac, 3; Mercury, 
2; Nash, 2; Packard, 2; DeSoto, 

1, and Willys, 1. 

Sales in the used-car department 
slumped from 466 in April to 342 
in May. 

New-truck sales also slumped, 


with seven sold in May compared months of 1955 showed Chevrolet 
to 16 the previous month. Sales by | leading Ford 4,079 to 3,955. 


makes were: Chevrolet, 3; Dodge, 
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trucks held about steady, with 28 
units registered in May against 25 
in April. 


* + * 
Birmingham 

Sales of new cars in Birmingham, 
Ala., showed a substantial gain in 
May compared to April. 

Totals for the month by makes: 
Buick, 231; Cadillac, 30; Chevrolet, 
571; Chrysler, 34; DeSoto, 33; 
Dodge, 43; Ford, 829; Hudson 4; 
Lincoln, 10; Mercury, 125; Nash, 
17; Oldsmobile, 127; Packard, 18; 
Plymouth, 212; Pontiac, 155; Stude- 
baker, 19; Volkswagen, 3; miscel- 
laneous, 8. 

Total for May was 2,469, against | 
2,155 for April.—(Stuart Riddle.) | 


* * * 


Minneapolis 
The Ford-Chevrolet sales race in 
Hennepin County (Minneapolis) 
grew tighter in May, Finance and 
Commerce, Minneapolis business 
newspaper, reports. 
New-car deliveries by Ford to- 
taled 736 compared with 675 by 
Chevrolet. Totals for the first five 


Total deliveries of all cars in 


that month. Plymouth, which last 
year was in fourth place in five- 

month totals, edged past Buick 

this year for third place. Plym- 
outh delivered 1,698 cars to June 

1, compared with 1,126 for the 

same period last year. 

A complete breakdown of new- 
car deliveries in May is as follows: 
Buick, 324, Cadillac, 64; Chevrolet, 
675; Chrysler, 78; DeSoto, 93; 
Dodge, 139; Ford, 736; Hudson, 89; 
Kaiser, 1; Lincoln, 8; Mercury, 189; 
Nash, 37; Oldsmobile, 253; Packard, 
35; Plymouth, 293; Pontiac, 240; 
Studebaker, 28; Willys, 6, and mis- 
cellaneous, 12.—(Donald M. Lyons.) 

a2 * * 


Tacoma, Wash. 


May new-car sales in Pierce 
County (Tacoma), Wash., showed 
an increase of nearly 15 percent 
over April, with the sales lead re- 
verting to Chevrolet in a “now-it’s- 
my-turn” battle with Ford. 

Ford placed second with 152 reg- 
istrations for May against Chevro- 
let’s 187. 

Into third place for the first 
time moved Oldsmobile, with 77 
units. Plymouth, usually in third, 
dropped to fifth with 67. Fourth 
place was held by Buick, with 71 
registrations. 

Other car totals were: Pontiac, 
59; Dodge, 57; Nash, 22; Studebak- 


DeVilbiss paint shop helps solve sales 
problems created by multi-colored cars 





the 


Working conditions are improved at Fred Jones Ford with DeVilbiss 


spray-paint setup so that operator no longer has to wear uncomfortable 
respirator. Operators find DeVilbiss equipment easy to use. They report 
film coverage is better — smoother, more uniform —and no overspray. Be- 
cause of simplicity of the DeVilbiss system, maintenance costs are low. 





Factory-quality multi-color finishes are easily applied without continuous, 
costly reworking at Fred Jones Ford. DeVilbiss equipment includes: Traveling 
infra-red oven, and combination truck and auto spray booth; three produc- 
tion spray guns; two 5-h.p. air compressors; air hose, and hose connections; 
and two heavy-duty air transformers. ; 


«+. report from Fred Jones Ford, Tulsa, Okla. 


Less capital tie-up. As you know, multi-color 
styling has created sales problems: for ex- 
ample, you know how difficult it is to give 
prospective buyers the color combination 
they want without some delay; you know 
the large inventory necessary to stock cars 
in the various color combinations available; 
you know this ties up your capital. 


One-day delivery. Fred Jones Ford, Tulsa, 
Oklahoma, has solved these problems with 
the help of a modern DeVilbiss spray-paint 
and bake shop. Now they can provide fac- 
tory-quality two-toning easily and efficiently. 
Says Service Manager Romie Clyburn: “Our 
DeVilbiss paint shop has substantially helped 
our new car sales by enabling us to deliver 
any color combination our customers want 
. .. often on the same day they buy.” 





Triples paint-shop volume. “As well as help- 
ing new car sales,” adds Howard Roberds, 
shop foreman, “our DeVilbiss setup has 
tripled our paint-shop volume in recondition- 
ing used cars. One operator does as many as 
eight complete paint jobs daily. What's more, 
our DeVilbiss installation more than paid for 
itself during the first year of operation.” 


Improve your business. Why not let a skilled 
DeVilbiss representative look over your fin- 
ishing methods? His know-how and experi- 
ence qualify him to make recommendations 
that might well improve your business, too. 


THE DEVILBISS COMPANY 
Toledo, Ohio 


Santa Clara, Calif. ¢ Barrie, Ontario * London, England 
Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


DeVILBISS 





SPRAY GUNS e¢ AIR COMPRESSORS ¢ HOSE AND CONNECTIONS ¢« TRANSFORMERS e¢ SPRAY BOOTHS e¢ ACCESSORIES 


er, 20; Hudson, 19; Mercury, 19; 
Chrysler, 16; DeSoto, 13; Cadillac, 
}12; Packard, 11; Willys, 9; Impe- 
| rial, 4; Lincoln, 2; Austin, 1; and 
| MG, 1. 

Truck registrations were: Chev- 
rolet, 23; International, 9; GMC, 8; 
Ford, 7; Diamond T, 1; Divco, 1; 
| Willys, 1; Mack, 1; Kenworth, 1, 
;}and miscellaneous, 3.—(R. E. 
| Sconce.) 





* * * 


Louisville 


Louisville new-car dealers regis- 
| tered 2,129 new cars during May, 
|compared with 2,201 for April. The 
| five-month total for 1955 was 10,083, 
compared with 7,952 for the same 
period of last year. 
Louisville dealers say 1955 was 
the best spring on record for sales. 
May new-car registrations by 
make were: Ford, 621; Chevrolet, 
550; Buick, 203; Plymouth, 157; 
Oldsmobile, 151; Pontiac, 117; 
Mercury, 73; Studebaker, 62; 
Dodge, 54; Chrysler, 35; Cadillac, 
32; DeSoto, 27; Hudson, 18; Nash, 
18; Packard, 8. and Lincoln, 2. 
May truck sales also were good 
| with registrations totaling 253 to 
| bring the five-month total to 1.095. 
{In April, 232 new trucks were reg- 


| istered.—(A. W. Williams.) 
| * * * 


Salt Lake Citv 


In the seven-day period ended 
May 25, a total of 334 new cars 
| were registered in Salt Lake County 
(Salt Lake City). 
| Ford edged Chevrolet, 69 to 64, 
| with Buick running a close third 
| with 58 registrations. 
Other registrations were: Pon- 
| tiac, 33; Oldsmobile, 25; Plymouth, 
24; Dodge, 16; Mercury, 11; De- 
Soto, 9; Cadillac, 7; Chrysler, 4; 
| Hudson, 4; Volkswagen, 3; Nash, 
2; Packard, 2; Imperial, 1; Lin- 
| coln, 1, and Studebaker, 1. 
| Truck registrations, which totaled 
|48, were divided as follows: Chev- 
rolet, 19; Ford, 11; GMC, 6; Inter- 
‘national, 5; Dodge, 4; White, 2, 


| and Willys, 1. 
| oe = 


» 
Van Wert County, O. 

Eighty-four new cars were reg- 
istered in May in Van Wert 
| County, O. 

They ranked as follows: Buick, 
14; Plymouth, 14; Mercury, 13; 
| Chevrolet, 11; Oldsmobile, 7; Dodge, 
|6; Chrysler, 5; Pontiac, 4; DeSoto, 
|3; Studebaker, 2; Lincoln, 1; Im- 
perial, 1; Cadillac, 1; Packard, 1, 
and Hudson, 1.—(Simon M. 
Schwartz.) 


x cd = 


Cincinnati 
A downtrend in new-car regis- 
|trations, established in Hamilton 
County (Cincinnati), O., in April, 
|eontinued in May although at a 
decelerated pace. 
| May new-car registrations to- 
taled 4,151, compared with 4,290 in 
| April and 5,072 in March. 
| New-truck registrations rose to 
| 312 from a total of 274 in April. 
| May car registrations by make 
| were: Chevrolet, 1,068; Ford, 878; 
Buick, 469; Oldsmobile, 434; 
| Plymouth, 375; Pontiac, 257; Mer- 
cury. 186; Dodge, 136; Cadillac, 
73; Chrysler, 67; Nash, 51; De- 
| (Continued on Page 19, Col. 1) 














Auto Markets 


(Continued from Page 18) 


Soto, 43; Studebaker, 38; Pack- 
ard, 24; Hudson, 17; Lincoln, 14; 
Willys, 6; Imperial, 5; Volkswag- 
en, 3; Jaguar, 3; MG, 2; Hillman, | 
1, and Porsche, 1 
Truck registrations by make} 
were: Chevrolet, 95; Ford, 85; In- 
ternational, 62; Mack, 24; a 
18; Dodge, 17; GMC, 17; Willys, 4; 
Studebaker, 3; Diamond T, 2; Div-| 
co, 1; Reo, 1, and miscellaneous, 5. 


(Auggie Langefeld.) 
* * * 


Boise, Id. 


New-car registrations in Ada | 
County (Boise), Id., in May totaled 
277, compared with 304 in the pre- | 
vious month. 

Truck registrations, numbering, 
72, duplicated the April total. 

Chevrolet retained first place in | 

new -car registrations, although | 
its lead was trimmed consider- | 
ably. Car totals by-make were: 

Chevrolet, 67; Ford, 59; Buick, 27; | 
Dodge, 18; Nash, 17; Oldsmobile, 13; | 
Plymouth, 13; Pontiac, 13; Hudson, 
11; Mercury, 9; Studebaker, 9; 
Chrysler, 6; Cadillac, 4; DeSoto, 4; 
Willys, 3; Lincoln, 2, and Packard, 
2. 

Truck registrations were: Chev- 
rolet, 29; Ford, 26; International, 
9; GMC, 4; Dodge, 1; Mack, 1; Stu- | 
debaker, 1, - Willys, 1. 


a * 


Bu ffalo 


New-car sales in Erie County | 
(Buffalo), N. Y., during the first | 
four months of 1955 soared to 18,- | 
450 from 11,755 in the correspond- | 
ing period a year ago, an increase 
of more than 50 percent, the Buf- 
falo Automobile Dealers Assn. re- 
ported. 


_The sales volume is calculated 


Glets Shortage 
Curtails Supply 
Of Windshields 


DETROIT. — A shortage of raw 
glass has forced major manufac- 
turers of curved windshields to 
severely curtail supplies to the 
jobber and replacement trade for 
several months, it was reported by 
W. B. Chase, president of Shatter- 
proof Glass Corp. 

“With our distributor organiza- 
tion being called upon to supply 
the major part of the glass indus- 
try’s demand for 1955 panoramics, 
we have had no alternative but to 








allocate these windshields,” Chase 
said. \ 
“Our production facilities are 


simply not adequate to meet this 
tremendous, unexpected demand, 
and allocation is the only way to 
assure an equitable supply where 
it is needed.” 

Chase said the unprecedented 
high level of automobile produc- 
tion, which even in normal] times 
consumes more than 75 percent of | 
the nation’s plate glass, is a major 
factor in the present glass short- 
age. 


Three Appointed 
By Dodge Truck 


DETROIT.—Three new appoint- | 
ments by Dodge Truck have been 
announced by Edward H. Rice, 
truck sales man- 
ager, and William 
S. Woolsey, gen- 
eral truck sales 
manager. 

Rice said that | 
George A. Bilque| 
has been named | 
regional truck) 
manager at Cin- | 
cinnati to replace | 
Albert L. Tou-| 
chette, who now| 
is truck sales 
promotion manager of the midwest 
zone. He also said that William P. 
Wood has been appointed truck 
sales promotion manager of the 
southeast zone. 

Woolsey said that Matthew) 
Naughton will be truck business | 
management manager and will ad- | 
vise dealers on maintaining profit- | 


able and economical operations. | 


George A. Bilque 
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Ford, 829 Chevrolet, 669; Oldsmo- 
bile, 183; Buick, 176; Pontiac, 170; 
Plymouth, 164; Mercury, 135; Stu- 
debaker, 62; Dodge, 62; Chrysler, 
41; DeSoto, 35; Cadillac, 35; Pack- 
ard, 12; Hudson, 6; Lincoln, 5; 
Volkswagen, 5; Hillman Minx, 2; 
Willys, 2; Austin, 2; Renault,'2, and 
MG, 1.—(Gordon Hebert.) 


* * * 


Washington, D. C. 


New-car registrations dropped 
sharply in the national capital area 
during May, totaling 2,897, com- 
pared with 3,525 in the previous 
month and 3,065 in March. 


Truck registrations, however, 
rose from 168 in April to 287 in 
May. 

Car turnover by makes was: 
Chevrolet, 593; Ford, 484; Plym- 
outh, 394; Pontiac, 289; Buick, 
267; Oldsmobile, 265; Mercury, 
151; Dodge, 119; Cadillac, 76; De- 
Soto, 71; Chrysler, 65; Nash, 25; 
Studebaker, 25; Packard, 22; Hud- 
son, 12; Lincoln, 12; Willys, 5, 
and miscellaneous, 22. 

Truck chee were: GMC, 
| 134; Ford, 


on the basis of new-car registra- 
tions in the county. April auto 
sales set an alltime record for the 
month and totaled 5,726, com- 
pared with 4,159 in April, 1954. 

The report showed that Chevro- 
let and Ford are running a close 
race in the Buffalo area. Ford 
chalked up 3,226 registrations in the 
first four months while Chevrolet 
had 3,203.—(George E. Toles.) 


* * * 


New Orleans 

A total of 2,595 new cars were 

| registered in New Orleans in May, 
making it as the second-best month 
thus far this year. 

The highest month was March, 
which had a total registration 
figure of 2,678. The May total 
was 269 more than April and 880 


more than the corresponding 
month of last year. White, 3; Willys, 3, and Reo, 1. 
(William Ullman.) 


_Registrations by makes were: 


Good aes 
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High HP 
Purelube 


the high-horsepower motor oil that mini- 
mizes harmful combustion chamber deposits 


Every time one of your customers hears pre-ignition 
‘“*knock”’, it’s a cause for dissatisfaction and a knock 
against your reputation. 

Now you can help eliminate power-robbing, cus- 
tomer-robbing pre-ignition by specifying High HP 
Purelube, the multigrade motor oil. 

High HP, you see, is made from special base stocks 
and an outstanding additive combination that re- 
duces combustion chamber and spark plug deposits. 
Fights combustion chamber ‘thot spots’’! Gives 
longer life to plugs and valves! Reduces octane 
requirement increase! 

For more satisfied customers, put High HP Pure- 
lube in every car you sell and service. 


Free! 


Factual booklet on 
High HP Purelube. 
Shows how this 
great oil helps you 
and your serviceman. 





Chevrolet, 48; Inter- | 
| national, - ‘Diveo, 11; Dodge, 10; | 
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Olds Sweetens Syrup Festival— 


Carol Gehman, left, queen of the Vermontville (Mich.), syrup festival, and Connie 
| Thrun, runnerup for the crown, ride on the rear seat of an Oldsmobile Starfire 
provided for the festival by Fowler, Inc., Charlotte, Mich. At the sa is Otis Mills, 
salesman for Fowler. 


Wondering how new-car and ‘tru production and sales | are making ¢ out? AUTOMO- 


| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
| automotive industry, every week throughout the year. 


for pre-ignition 


ailment of the High-Horsepower Age) 


Here’s how High HP helps cure and prevent 
other ailments of the High-Horsepower Age: 


@ stretches gas and oil mileage 
@ reduces excessive engine wear 


@ reduces knock—cuts octane 
requirement increase 


@ keeps valve lifters clean, quiet, efficient 
@ gives all-weather protection—it’s a 
multigrade oil 


®@ eliminates rust and corrosion 


The Pure Oil Company, Dept. NA-58 
35 East Wacker Dr., Chicago 1, Ill. 


Without incurring any-obligation, I’d like your free 
booklet on the inside story of High HP Purelube. 
since cialeesincenssed eeetigideanioeselipaieigacalaniarntinbiieicains 
a ls 
Company 

Address. 
I. niaesisenirtinsaninteecasee ee aean 
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High ways & Safety... 
Electronic Steering 


Seen on ’75 Cars 


“AUTOMOBILES of tomorrow] new North Central Home Office of 
may require manual guidance| Prudential at the dedication of the 
only to place them in the proper | building here June 21. 
lane of a super- “Automobiles will continue to be 
highway network, our basic means of personal trans- 
where electronic portation for many years to 
controls could come,” stated Colbert, adding 
take over” is the “judging by the advances made 
prediction of Les- in automotive design during the 
ter L. Colbert, past 20 years, it is reasonable to 
president of the assume that the cars of 1975 will 
Chrysler Corp., in bear little resemblance to those 
a prophecy of today.” 
what the world Colbert points out that “certainly 
will be like 20 there will be dramatic changes in 
years hence. design and power. Automotive en- 
Colbert was L. L, Colbert gineers of today agree that we are 
among 15 top leaders in all fields} by no means permanently com- 
who were asked by the Prudential | mitted to the body designs, mate- 
Insurance Co. to give a forecast in| rials or the types of engines and 
the Prudential’s Centennial year.| fuels now in use.” 
These predictiéns were placed in a a pee 
“time capsule’ which then was Bape passenger safety and 
sealed in a replica of the Rock of comfort will remain first con- 
Gibraltar fixed in the lobby of the! siderations in car design, the over- 
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Outdoors and Indoors Merge— 


Windows that double as sliding doors are among the features of the new show- 
room and used car lot opened recently by Mayes Chevrolet, Inc. at Pompano Beach, 
Fla. The used car lot has a new type of lighting and the Chevrolet emblem on the 
large sign is of the blinker type. More than 3,000 people attended the opening of 
the new building. 


all shape of future automobiles and| today, but there will be no great 
their motive power and perform-| degree of inflation in the next 20 
ance will also depend, in large| years,” is the opinion of Harry 
measure, upon the kind of high-| A. Bullis, board chairman of Gen- 
ways we have 20 years hence,” Col-| eral Mills, Inc. 
bert concluded. | A. F. Jacobson, president of the 
“Average family income will ex- | Northwestern Bell Telephone Co., 
ceed $10,000, compared with $5,600 | prophesied that in 1975 “a telephone 





FOR A BETTER PARTS DEPARTMENT | 


See Your Lyon Automotive Distributor 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

690 Monroe Avenue 
Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 





FOR AUTOMOBILE DEALERS 


Experience pays off in planning and install- 
ing parts departments. That’s why you’ll 
save time, space and money by letting your 
Lyon Automotive Distributor do the job for 
you. He will make a complete floor plan, 
utilizing your space to the best advantage— 
dismantle and refinish present units—erect 
and install present and new equipment—label 
all bins — place identifiable parts in proper 


sequence throughout the entire system. Your 
Lyon Automotive Distributor is familiar with 
every car manufacturer’s requirements. 

NEW LYON BIN has a lot of features that 
add up to better installations. Sliding shelves 
instantly adjustable on 1-1/2” centers. Di- 
viders quickly adjustable on 1” centers with- 
out tools. New design provides extra strength 
and rigidity. 


Write for catalog and name of your nearest Lyon Distributor 


A PARTIAL LIST OF LYON STANDARD PRODUCTS 





in nearly every room of the avera; e 
home will be considered essenti: |. 
People will be dialing across tle 
country as easily as they call acro: s 
the street. A small telephone wi] 
be available to carry on your pe - 
son.” 
* * + 
ELAND I. DOAN, president -f 
Dow Chemical Co., stated: ‘[ 
think we shall see a marked ir- 
crease in the decentralization of 
industry. This has definite social 
implications. All sorts of problems 
are inherent in the congestion that 
has resulted from industry's geo- 
graphic concentration. 

Modern transportation, and the 
possibility of nuclear power gen- 
|}erated on a very localized basis, 
|make it economic for industry to 
disperse.” 

Joseph M. Dodge, special assist- 
ant to President Eisenhower, 
voiced this opinion: “If there 
| should be no conflict dominated 
by atomic weapons, the most sig- 
nificant change in the next 26 
years undoubtedly will be in the 
extension of the uses of atomic 
energy. It is in these 20 years 
that past and current research 
can reach its fruition in prac- 
tical applications to peacetime 
uses.” 

Carrol M. Shanks, president of 
the Prudential Insurance Co. of 
America, stated: “By 1975, people 
will be working shorter hours to 
earn greatly increased family in- 
|comes; routine jobs will be eased 
| by so-called automation.” 

Dr. Charles W. Mayo of the Mayo 

Foundation at Rochester, Minn., be- 
lieves that “sometime in the next 
20 years a way of avoiding many 
forms of the common cold may be 
found. Think of the effect that this 
would have on increased comfort, 
as well as on national economy in 
| terms of man-hours on the job.” 


Maywood Using 
Automatic Traffic 
Control System 


The new radio emergency traffic 
}control signal system which auto- 
matically clears the route for fire 
and police cars, and other emer- 
gency vehicles. is in full operation 
|}in Maywood, IIl., the first city to 
install this system. 

V. Lee Cook, president of Elec- 
tronic Protection, Inc., Chicago, 
manufacturer of the equipment, 
said the system was perfected as a 
|result of the fatal auto accidents 
involving emergency vehicles. Ac- 
cording to the National Safety 
Council, one out of every 100 fatal 
| accidents involve an emergency ve- 
| hicle. 

“Not only will this save lives,” 
|Cook said, “but it will also save 
| thousands of dollars in damages to 
| safety equipment. It will mean bet- 
|ter and cheaper fire and police pro- 
tection to the community, and it 
eliminates costly minor accidents 
where equipment is sidelined and 
highly-trained fire and policemen 
are hospitalized.” 

Vehicles using the new equip- 

|/ment will be able to clear a path 
|through traffic by automatically 
| turning traffic lights red in all four 
|directions as they approach each 
| intersection. 
Mobile radio transmitters on the 
|}emergency vehicles will transmit 
| directional radio signals approxi- 
mately a half-mile ahead of them. 
The radio signals will be picked up 
by special receivers connected with 
traffic lights. which will turn red 
following a three-second period cf 
rapid flashing amber. 

A feature of the system is that it 
warns other emergency vehicles 
approaching the same intersections 
While the traffic lights for four 
|blocks in advance of each emer- 
| gency vehicle remain red in all four 
|directions, the signals along one 
route also flash yellow at the same 
time, giving the driver on that 
route unrestricted right-of-way. 

The system was successfully 
demonstrated to fire and police of- 
ficials in several cities, including 
Moline and Waukegan, IIl. 


Piedmont for Nash 


Piedmont Tire & Motor Co., Inc., 
is the new Nash dealership in Rock 
Hill, S. C. B. H. Good is president 
and treasurer; Joseph L. Quiminer 
jr. is vice-president and manager, 
jand William F. Saunders is secre- 


tary. 
' 
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Dealer Business Counsel 





Improved Lube, Service Agreements Are Needed 
To Keep Car Purchasers Returning 


By J. B. Van Tassel 
Dealer Business Counsel 
| SO many cases the average 
purchaser of a new car will 
leave the new-car dealer’s service 
department for one reason or an- 
other at the time of the expiration 
of the new-car warranty or when 
the lubrication contract expires. 

Of course, many of them even 
leave before this time. It is impor- 
tant from both a repeat sales and 
profit standpoint over the long pull 
to do everything possible to keep 
these new-car owners coming back 
into your service department. 

The sale of a lubrication con- 
tract only at the time of the sale 
of the new car to the purchaser 
is not enough inducement to keep 
owners coming back, largely be- 
cause there is not enough invest- 
ment involved to penalize the 
owner if he fails to return or 
goes to some other place that is 
more convenient or where he 
gets better service. 

The service maintenance and lu- 
brication contract is the one way, 
to my way of thinking, that will 
help more to keep the owners com- 
ing back, provided you give them 
good service at the right price and 
help to make it convenient. for 
them to bring their car back to 
your place for service. 

x * od 


Lube Price Easily Fixed 


_ price of the lubrication part 
of this service maintenance and 
lubrication contract is more or 
less fixed and should be easy to 
predetermine. 

However, the price of the serv- 
ice maintenance part of this con- 
tract is one which will require 
considerable thought and study 
on the part of management before 
a retail price can be set. 

The best way to set this price 
would be on the basis of your own 
past experience in service and 
parts costs from your own service 
operation. In connection with this 
service maintenance part of the 
contract, it should be specified that 
the contract does not include any 
provisions for work at no addi- 
tional charge on wreck jobs and re- 
pair work required because of ab- 
normal abuse of the car. 

This service maintenance part of 
the contract should be fairly spe- 
cific as to just what service work 


‘Train’ Process 
Boosts Goodrich 
Plant’s Output 


AKRON.—A new “calendar train” 
at the Oaks, Pa., plant of B. F. 
Goodrich reportedly has enabled 
the plant to boost its tire produc- 
tion by 20 percent. 

Heart of the calendar train is a 
30-foot-long control panel. An op- 
erator from this master control 
panel oversees the continuous proc- 
essing of nylon tire cord from the 
forming of the sheet, through dip- 
ping and drying, coating both sides 
of the sheet with rubber, and fi- 
nally, winding of the finished stock. 

The unit was designed by B. F. 
Goodrich engineers to incorporate 
the BFG nylon weftless creel proc- 
ess. Nylon tire cords are coated 
with adhesive and rubber while a 
prescribed uniform tension is main- 
tained on each cord. 

Longer than a football field and 
taller than a three-story house, the 
train starts its run with 2,500 
strands of nylon cord. The cord is 
passed through an adhesive dip and 
an air dryer section where the 
cord is treated at high tempera- 
tures under controlled tension. 

It is next passed through a four- 
roll calendar where both sides are 
laminated with rubber while still 
in a weftless form. The material 
completes its run by being treated 
with adhesive cement and wound 
in rolls for the fabric-preparation 
section. 


Georgia Parley Set 
ATLANTA.—The 1955 convention 
of the Georgia Automobile Dealers 
Assn. has been set for Oct. 9-10 
at the Bon Air Hotel in Augusta, 
Ga., according to L. L. Austin, as- 
sociation executive vice-president. 











on the car is covered by the con- 
tract. 
* + * 


12 to 18 Month Contract 


C WOULD be my suggestion that 
this service maintenance and 
lubrication contract be for a period 
of at least 12 to 18 months from 
the time of the delivery of the new 
car. 

The majority of folks like to op- 
erate on a budget basis. Hence, here 
is another good selling point in con- 
nection with the sale of your new 
car. This combination service main- 
tenance and lubrication contract 
insures the customer of a maxi- 
mum of efficiency and economy in 
the operation of his car and it also 
insures you, as a dealer, of a steady 
flow of service and parts profits 
and a repeat buyer for all of your 
products. 


Also it pays in advance for | 


parts and service and eliminates 
expensive collection procedures. 
It has many benefits for both the 


customer and dealer, and this is 
just as a matter of suggestion on 
the part of the writer, for what- 
ever the dealer might see fit to 
do with it. 

One other thought for considera- 
tion in the development of this 
service maintenance and lubrica- 
tion contract is the importance of 
| specifying in the contract that all 
work on the car must be done in 
the new-car dealer’s place of busi- 
ness. This should really help to hold 
them. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, in care of 
| AUTOMOTIVE NEws.) 





Truckers Ignore Law 


On Mudguards in Utah 

SALT LAKE CITY.—Since May 
10 it has been the law in Utah 
for all trucks to have mudguards. 
However, violations of the order 
have been flagrant. 

Utah State Highway Patrols 
have been ordered to clamp down 
on all violators, including munic- 
ipal and state trucks. The law 
requires all trucks to have mud- 
guards on the rear wheels if the 
fenders are inadequate. 


















VYlew PLATFORM TYPE 
SERVICE BODY 


The new Service body shown with 
Holmes 525 Wrecker was designed to 


improve service 


a wide variety of jobs. This model has 


low side panels, 


wide enough for front end of a car to 
be pulled up into the body for tow- 


ing. Built with 


compartments and flush openings 


"it's NO PROBLEM to 
INCREASE Your PROFITS 
with a HOLMES WRECKER” 


for those who handle 


heavy flooring and is 


heavy side rails, tool 
for 


wrecker controls. Ideal for medium 
and Heavy Duty Wreckers. 


HOLMES 650 


The 650 Model makes it 
easy to sell service, for with 
this Heavy Duty unit a shop 
can handle most pick-up and 


recovery jobs. 


and capacity for large trucks 
and busses yet is fast and flex- 
ible enough for light cars. 
Boom capacity is 10 tons, pull- 
ing capacity 20 tons. Send for 
detailed information. 


Manu 


ERNEST 


It has power 


factured by 


HOLMES COMPANY 





Trucks Join Two-Tone Parade— 


With auto producers dressing up 80 percent of all passenger cars in two colors, 
Studebaker has decided to add the same appeal to trucks. The company is producing 
its half-ton pickup models in a new series of two-tones. As the first shipment is 
leaving the South Bend plant, Loren F. Van Nortwick, truck general manager, looks 
over the red-and-white models. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 










It’s no problem to maintain a profitable service volume 
with Holmes Wrecker units at work bringing profitable 
jobs into your shop. Any good operator with one or more 
of these road units can easily pick-up a substantial amount 
of shop work that is literally waiting to be towed-in. The 
use of Holmes Equipment provides about the only means 
of reaching these important service customers. It enables 
the operator to go long distances and bring in jobs the 
shop could NOT otherwise obtain. Today no shop can 
provide 100% service without a Holmes Wrecker. If your 
shop is not rendering such complete service, then, now is 
the time to step out ahead of your competition with new 
Holmes Wrecker Equipment. See your jobber or write 
today for details on the new Holmes Wrecker models. 


















Chattanooga, Tenn. 
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These are the advantages 
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franchise! 


Mark them well. For, as virtually every dealer in the 





business knows, it is impossible to duplicate them in any other 


franchise in the automobile industry. Here they are... 


SV The outstanding customer appeal of the Motoramic Chevrolet, 
which is stealing the thunder from the high-priced cars. 


aay The equally important buyer appeal of new Chevrolet 
Task-Force Trucks—most modern trucks for any job. 


an sy The important additional advantage of offering 
the lowest priced line of large-selling motor cars. 


oy The strong and steady profit-making opportunities in 
genuine Chevrolet parts and accessories. 


oy The record customer service business inherent in the fact 
that more people drive Chevrolets than any other make. 


eay Largest market for automotive products, parts and service 
of any individual dealer organization in the industry. 


aay The broad network of Chevrolet-General Motors Service Training 
Centers, which put factory training facilities virtually at the 
doorstep of every Chevrolet dealership in the nation. 


AG The solid foundation of public preference that underlies 


19 consecutive years of leadership in passenger car sales 
and 17 years of leadership in truck sales. 


ay Friendly association with a motor car manufacturer long dedicated 
to the progressive improvement of dealer-factory relations. 


Sy Direct participation in the discussion of mutual problems through 
the medium of Chevrolet’s National Dealer Planning Committee. 


aoe The personal satisfaction of being recognized as a leading member 
of your community ... and many other benefits which are the 
“business birthright” of Chevrolet dealers. 


Youll profit most 





America’s Foremost 
Automotive Franchise! 
Chevrolet Division of General Motors, Detroit 2, Michigan 
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Auto parts companies are view- | 
ing with grave alarm the implica- 
tions of the Ford and GM guaran- 
teed - wage obligations with the} 
UAW-CIO. 

That’s the belief of The Value | 
Line, periodical investment survey 
published by Arnold Bernhard &| 
Co., Inc., New York. 


“The existence of a prior claim 
on assets, due at an unspecified 
time, might jeopardize the credit 
rating of any company subject 
to such a liability,” The Value 
Line states. “At the same time, 
the companies that would be 
called upon first to meet this 
claim would in all likelihood be 
those least able to do so.” 

The survey warns that the 
existence of auto independents 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD |WOuld be put in jeopardy by the 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? adoption of what it calls “any 
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Offers Long-Range View— 

Carl Haas Buick’s new building in Daly City, Calif., features an open-vision front 
and neon signs that can be seen at long range. The plant is on one of the heaviest 
traveled roads into San Francisco. 





On the Financial Front... 


1955 


Vendors Point to Risks | 
In Guaranteed Wage 


so-called guaranteed annual wage 
plan with teeth.” 

Even acceptance of a watered- 
down scheme by the union, it adds, 
“would tend to enhance the rela- 





Fick, Berry Purchase 


Chicago Ford Deal 


CHICAGO.—North-Grand Ford, 
Inc., has been sold to Rudy Fick 
and Berl Berry of Kansas City, 
owners of 40 dealerships through- 
out the nation and Honolulu, it 
was announced by Milton Ratner, 
owner of the firm for 20 years. 
Ratner is retiring. 

G. R. Kaskins, manager of 
Fick’s Ford dealership in Kansas 
City, has been named vice-presi- 
dent and general manager of the 
new outlet, to be known as 
North-Grand Motors, Inc. 











NATION-WIDE SURVEY OF GM CAR DEALERS SHOWS: 


Sales are often “automatic” 









STEERING 


‘And of course you want Safety Power 

Steering .. .” Those eight little words, said 

offhand to your prospects when you’re in the 

closing room totalling up the cost of their new 

car, can help you double your profits on S.P.S.! 

Just add in the new low 1955 price and point out 

that they'll hardly notice the difference in the 

monthly payments. In most cases you'll make the extra 
sale without trouble—particularly if you’ve already 
given your prospects (especially the ladies) a convincing 
road demonstration of Safety Power Steering’s effortless 
driving and parking ease. Remember, just a little 
extra effort daily can add up to a big difference in your 
monthly “take”! Saginaw Steering Gear Division, 
General Motors Corporation, Saginaw, Michigan. 


IT PAYS TO PUSH 





INOW PRICED TOO LOW 
3 TO PASS UP! 





when you simply figure in 





afety 


cuquunlouww 





tive competitive positions of the 
| auto industry giants at the expense 
of their smaller and weaker rivals.” 

The Value Line forecast a 
sharply reduced auto parts level of 
| earnings after the first of July as 
|auto production and original- 
| equipment demand falls off. 
Although parts vendors have 

relaxed their dependence on auto 
manufacturers through diversifi- 
cation, “production schedules of 
the auto companies are still the 
most important single determi- 
nant of the auto parts industry’s 
operations,” the survey says. 

The next few years, however, 
may see a reduction in consumer 
|auto demand and increasing pres- 
sure on parts companies to seek 
sustained sales and earnings 
through diversification. 

The survey devotes a page to 
each of 33 major auto parts pro- 
ducers, discussing their financial 
records and outlooks. 


Exchange Head , 
Warns Would-Be 





Stock Investors 


Keith Funston, president of the 
New York Stock Exchange, has 
laid down some basic rules to guide 
the new investor—but also stressed 
that not everybody can or should 
own common stocks. 

Writing in The Exchange Maga- 
zine, official publication of the Stock 
Exchange, Funston pointed out 
that there are about 7,500,000 own- 
ers of common stock of publicly- 
owned companies in this country 
today—including savings banks, la- 
bor unions, college endowment 
funds and other institutional in- 
vestors. 

“Does that mean,” he asked, 
“you personally should become a 
stock owner? Not necessarily!” 

Suggesting that the new investor 
pay for his first purchase in full, 
the Exchange president said: 

“There’s nothing wrong with us- 
ing credit to buy securities—that is, 
buying on margin—but wait until 
you gain experience as an in- 


vestor.” 
a 


GAC’s Volume 


Continues to Rise 


General Acceptance Corp. showed 
a 21 percent increase in net income 
for the first quarter of 1955, with 
April and May business following 
the same trend, President F. R. 
Wills told a stockholders meeting 
at Allentown, Pa. 

Installment loan volume contin- 
ues to show an upswing, with delin- 
quencies remaining at relatively 
low levels, he added. Since the first 
of the year, the firm has added 
nine new offices including its first 
in New York State, in Jamaica, 
Queens. 

At the meeting, stockholders 
approved an increase of common 
shares from two million to three 
million and of preferred shares 
from 200,000 to 400,000. The com- 
pany indebtedness limit was raised 
to double the present $15 million. 

* a & 


Century Discount Markets 


Preferred Stock Issue 

Century Discount Corp. New 
York, is offering 30,000 shares of 
cumulative preferred stock to the 
public at $10 per share. 

The stock pays 6 percent per 
year dividends, the corporation 
Says, with an extra dividend of 3 
percent if earned. The firm can 
redeem the stock at a future date 
at $10.50 per share plus accumu- 
lated dividends accrued. 

x * ? 


Lee Rubber Net, Sales 


Increase in 6 Months 


Lee Rubber & Tire Corp., Con- 
shocken, Pa., has reported net 
earnings after taxes of $657,100 for 
the six months ending Apr. 31. This 
compared with earnings of $633,710 
for the same period in fiscal 1954. 

Net sales for the period increased 
14 percent from $17,428,467 in fiscal 
1954’s first half to $19,819,617 in 
1955. 


* * * 


Shuler Axle 


Shuler Axle Co., Louisville, first- 
quarter report, 1955 vs. 1954: Net 
profits, $318,726 and $215,177; sales, 
$5,518,035 and $4,131,584. 
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Compulsory Insurance Losing Out... 





States Up Auto Liability Ceilings 


WASHINGTON. — State legisla- 
tures throughout the country are 
continuing a trend aimed at pro- 
viding more protection against fi- 
nancially irresponsible motorists. 

While compulsory insurance pro- 
posals are having rough sledding 
in most states, bills to increase 
amounts of insurance carried un- 
der state financial responsibility 
laws are generally finding favor 
with lawmakers. Recent develop- 
ments include: 

CauirorniA—A bill passed by the 
California Assembly and sent to 
the Senate would double the 
amount of insurance a motorist 
must carry on his automobile to 
comply with state financial respon- 
sibility laws. 

Sponsored by Assemblyman Ed- 
ward Gaffney, San Francisco Dem- 
ocrat, the bill would boost financial 
responsibility minimums from 
$5,000-$10,000-$1,000 to $10,000 - $20,- 
000-$5,000. 

There is no compulsion now to 
carry this amount of insurance 
but a person involved in an acci- 
dent must show his ability to re- 
spond in at least the minimum 
amount. 


Gaffney reported that 80 percent 
of the motorists already carry at 
least the amount provided in his 
bill. He said most premiums would 
be increased oniy $3.80 a year to 
take care of the increase and 
would “provide a more realistic 
coverage.” 

Meanwhile, the California Senate 
passed and sent to the House a 
bill which would deprive a car 
owner of his vehicle’s registration 
card and license plates if he failed 
to pay for damages in an accident 
caused by his negligence. 


Rejected by the California Sen- 
ate was a bill which would have 
required defendants in bodily in- 
jury, death or property damage 
suits to produce their liability in- 
surance policies. 


Signed into California law by 
Gov. Goodwin J. Knight was a 
bill designed to eliminate racial 
discrimination in the issuance of 
automobile liability insurance. 


The legislation prohibits the re- 
fusal of an application for motor 
vehicle liability insurance because 
of race or color. It also prohibits 
the use of race or color as a condi- 
tion or risk for which higher pre- 
miums are charged. 

ConNECTIcUT — Strongly opposed 
at a legislative committee hearing 
was a bill which would require 
finance companies to include lia- 
bility insurance coverage, as well 
as fire, theft and collision insur- 
ance, in installment contracts on 
the sales of automobiles. 

De.awareE—Defeated by the House 
of Representatives was a Senate- 
approved bill which would have in- 
creased insurance requirements un- 
der the state’s motorists’ responsi- 
bility law. 

Fiorwa — A bill tightening the 
state’s motorists’ financial respon- 
sibility law has been given final 
passage by the Legislature and 
sent to the governor for signature. 

Under the measure, uninsured 
drivers responsible for an acci- 
dent who do not pay the dam- 
ages would be liable to a three- 
year suspension of both their 
driving license and the automo- 
bile’s license tag. 

Also, the driver would be re- 
quired to show financial responsi- 
bility to pay up to $10,000 for bod- 
ily injury or death of one person, 
$20,000 for two or more and up to 
$5,000 for property damage. The 
requirements have been $5,000, $10,- 
000 and $1,000. 

The state insurance commissioner 
will be appropriated $275,000 to en- 
force the law’s provisions. He will 
be empowered to reduce rates 
where justified; protect the sheriff 
for his fee expense; and protect 
the automobile dealer and finance 
company in the event of repos- 
sessed automobiles being involved. 

Any motorist who operated his 
car after having his driver’s and 
car license plates suspended for in- 
ability to show financial responsi- 
bility could be arrested and fined 
up to $500 or jailed up to 90 days. 

Inurnois—A bill signed into Illi- 
nois law by Gov. William G. Strat- 
ton increases financial responsi- 








bility requirements for automobile 
drivers. 

Under the bill, amounts for 
bodily injury or death liability 
are doubled to $10,000 for any 
One person and $20,000 for any 
one accident. Motorists must be 
prepared to meet liability in these 
amounts either through insur- 
ance or by posting security in 
case of accident. 


MassacuHvusetTts—A bill to abolish | 


an extra insurance cost on cars 
driven by those under 25 was 
passed by the Massachusetts Sen- 
ate after having been previously 
approved by the House. 

New Hampsuire—A bill proposing 
compulsory motor vehicle liability 
insurance was killed by the House 
of Representatives. 


Meanwhile, a measure increasing | 


insurance requirements under the 
New Hampshire motorists’ finan- 
cial responsibility law was passed 
by the lower branch and sent to 
the State Senate. 


The bill would increase insur- 


ance requirements of accident-in- 
volved motorists from $5,000-$10,000 
coverage to $10,000 - $20,000. The 
measure would also give the state 
motor vehicle commissioner the 
authority to waive the require- 
ment of financial responsibility 
after a seven-year period, if the 
| motorist involved had had no addi- 
| tional accidents in that period. 
New York — Compulsory motor 
|vehicle liability insurance is in- 
cluded among highway safety 
phases being studied by New York 
State Motor Vehicle Commissioner 
|J. P. Kelly, who said he expected 
|to have concrete recommendations 
for Gov. Harrison before the next 
| legislative session. 
Bills rejected earlier this year 
| by the New York Legislature in- 
cluded a proposal to impound 
automobiles involved in accidents 
| when the owners had no liability 
insurance. The cars would have 
been kept until damage claims 











Michigan Bill Requires 
Windshield Washers 

LANSING, — All new motor 
vehicles must be equipped with 
windshield washers under a bill 
passed by both houses of the 
Michigan Legislature. 

If signed by Gov. G. Mennen 
Williams, the law would be effec- 
tive Jan. 1, 1956. 





against the owners had been sat- 
isfied. 

North Carotina — Not reported 
enacted by the Legislature was a 
bill which would have increased 
insurance requirements under the 
state’s motorists’ financial respon- 
sibility law. 

PENNSYLVANIA—A bill patterned 
after New Jersey’s automobile un- 
satisfied judgment fund law was 
introduced in the Legislature by 
several Philadelphia representa- 
tives. 

The measure would provide for 
the establishment of an unsatisfied 
claim and judgment fund to be fi- 
nanced by car owners and by in- 
surance companies for the pay- 
ment of damages not otherwise 





25 


satisfied to persons involved in au- 
tomobile accidents. 

Under the plan, uninsured car 
owners would pay $3; insured car 
owners $1 and automobile casualty 
insurance companies one-half of 1 
percent of their premiums for 1955. 
Thereafter, the fund would be 
maintained by assessments against 
companies. 

Rhode Island—Bills enacted by 
the Legislature included a meas- 
ure providing for the creation of 
a commission to study the state 
motor vehicle code and feasibility 
of compulsory insurance and an 
unsatisfied judgment fund. 

SoutH CAROLINA Chief State 
Highway Commissioner Claude R. 
McMillan hailed as a needed im- 
provemenc to the original law, a 
recently enacted amendment to the 
South Carolina Safety Responsi- 
bility Act which exempts the owner 
of any legally parked vehicle struck 
by another vehicle from the re- 
quirement to post security. 

Before passage of the amend- 
ment, even if an automobile or 
truck was parked in the owner’s 
driveway and another car hit it, 
the owner of the parked vehicle 
would have to show financial re- 
sponsibility. 








DUCO Primer-Surfacer 
really dries fast. 
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..- And High-Speed DUCO’ Primer-Surfacer 
guards against pinholing! 


—— TEAR OUT OFFER BELOW. — — — — — 





‘*‘Duco” Primer-Surfacer gives greater protection 
from pinholing. When thinned, it stays uniform in 
the cup . . . makes it almost impossible for solids 


to settle out and 


cause pinholing. 


And “Duco” Primer-Surfacer is made foreconom- 
ical thinning — thins up to 2 to 1. That means 1 
gallon gives you 3 “‘at the gun.” 


You'll find it 


fills fast, dries fast, and sands 


smooth and easy without tearing or pulling. And 
its excellent hold-out means less compounding of 


color coats! 





FREE OFFER . . . To prove to you how much easier- 
working “‘Duco”’ Primer-Surfacer really is, Du Pont 
will give you a quart free! Just tear out this offer 
from Automotive News, sign it, and hand it to 
your ‘““Duco’’-“‘Dulux” supplier. He’ll give you a 
quart of Du Pont “‘Duco” Primer-Surfacer without 
cost or obligation. But hurry — offer expires July 20. 


DU PONT 
REFINISHING MATERIALS 


#06. us. rat ort 


BETTER THINGS FOR BETTER LIVING . 


. » THROUGH CHEMISTRY 
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New Gulfpride 
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super-refined 


HD Select 


motor oil: 





Here is the biggest motor oil news since the introduction of 
' Gulfpride Oil 27 years ago! A completely new motor oil with 





down in service. 


| natural viscosity — contains no artificial thickeners that break 


_ An oil that controls carbon—maintains full working octane 
| performance in engines. New Gulfpride H.D. Select — made 
_ possible by Gulf’s exclusive Alchlor Process—is available in 
three grades...to give high-compression engines the finest pro- 
tection, lowest oil consumption in every season. 


VERY automotive engineer, car dealer and service 
manager should know these facts about today’s 
motor oils—and about new Gulfpride H.D. Select. 


Big problem in today’s high-compression engines, 
as you know, is the build-up of deposits in the com- 
bustion chambers, which causes octane requirement 
increase and pre-ignition. And to many, the only solu- 
tion to this problem has seemed to be the use of 
multi-viscosity oils. But Gulf’s own research clearly 
indicates that this is not a solution, but the beginning 
of a new set of problems. 


Exhaustive tests of most of the best known multi- 
vis oils on the market have shown that the thickener, 


used to bolster the viscosity of these oils, starts to 
break down within as few as 25 miles after the oil is 
put in service. This is especially true when cars are 
driven hard. 


As a result, an SAE 10W-30 oil rapidly breaks 
down, thins out and loses body and efficiency—while 
oil consumption increases. Furthermore, all of the 
multi-vis oils tested showed a heavy build-up of coke- 
like deposits on the underside of intake valves. 


Gulf scientists made test after test, even developed 
an improved type of multi-viscosity oil. But, like the 
others, it did not solve the problems of viscosity 
loss and objectionable valve deposits. 


GULFPRIDE H.D. SELECTvs.SO-CALLED“YEAR AROUND” MOTOR OIL: 


Here’s proof: ““Coked” valve ‘‘A”’ is from engine using 
a so-called “all-season” oil. Valve *‘B”’ is from engine 
using Gulfpride H.D. Select. Both engines ran the same 
number of hours under the same conditions. Note how 
clean Gulf’s super-refined oil left Valve “‘B.” 


Let Gulfs Super-Refined gas-oil team 
take care of the cars you sell and service ¢ New Gulfpride HD. Select Motor Oil 


See how Gulfpride H.D. Select holds its viscosity 
under engine heat and pressure as compared with a typical 
“all-season” multi-viscosity oil. None of the three grades 
of Gulfpride H.D. Select contains artificial thickeners 
which break down in service. 


New Super-Refined Gulf No-Nox Gasoline 


The only oil super-refined 
by the Alchlor Process for 
high-compression engines. 


So what is the solution? 


Gulf chose to go the “‘single-range”’ oil route with 
a new super-refined motor oil—an oil for today’s high- 
compression engines that will outperform any multi- 
vis oil on the market. 


The secret is in super-refining by Gulf’s exclusive 
Alchlor Process. Gulf goes one big step further in the 
refining of new Gulfpride H.D. Select. The Alchlor 
Process refines out unstable hydrocarbons commonly 
present in motor oil—approximately 15% of its vol- 
ume—the part that causes sludge, carbon and other 
objectionable deposits. 


Here, specifically, is what new Gulfpride H.D. 
Select motor oil does for high-compression engines, 
and we invite you to prove it to yourself: 


e Controls carbon—cause of knock, pre- 
ignition, valve failure and loss of power in high- 
compression engines. 


e Combats corrosive acids, rust and de- 
posits that build up on engine parts. Keeps hy- 
draulic valve lifters quiet and free-acting. 


e Assures lower oil consumption than 
the multi-viscosity “‘all-season” motor oils because 
it has natural viscosity and contains no artificial 
thickeners that break down in the engine. 


e Provides toughest protective film 
ever developed in a motor oil... assures better 
engine protection for all cars, new and old, under 
all driving conditions. 












Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


ee a safety is attracting increased attention in 


state capitals, with trends including the point system 


of regulating drivers. 


Latest to adopt the point system is Minnesota. Gov. Or- 
ville L. Freeman ordered the program following conferences 


with state officials and the? 


Minnesota Safety Council. 


Similar to programs of other 
states, the Minnesota system pro- 
vides that convicted drivers be as- 
sessed graduated demerit points de- 
pending on the seriousness of the 
offense during a 12-month period. 
When 12 such demerits have accu- 
mulated against a driver, his license 
can be revoked or suspended. 

The Minnesota governor empha- 
sized the new system does not re- 
place, but is merely a supplement 
to existing procedures under which 


drivers’ licenses 
can be suspended 
or revoked fol- 
lowing convic- 
tions for drunk- 
en driving and 
other major traf- 
fic law violations. 
South Caroli- 
na’s Legislature 
enacted a bill pro- 
viding for rees- 
tablishment of a Bethune Jones 
point system. Assigning specific 
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points for traffic violations, with 
license suspension after accumula- 
tion of 12 points, the program will 
replace one operated until early 
this year by the State Highway De- 
partment. The courts had declared 
the department’s original system 
unconstitutional because it had not 
been authorized by the Legislature. 

A bill proposing adoption of a 


*|similar plan was introduced in 
|| Pennsylvania. It would grade each 


violation on points, with 10 points 
bringing a 30-day suspension; 20 
points, 30 to 60 days, and 30 points, 
60 to 90 days. A third suspension 
within three years would result in 
revocation. The measure would 
score driving 70 miles an hour or 
more in a 50-mile speed zone 10 
points; driving between 50 and 70 
miles per hour, five points; and 





fewer points for less serious viola- 
tions. 
+ * * 


Point System Considered 
SCONSIN lawmakers are con- 
sidering a point system bill, 

but such a proposal was rejected in 

North Carolina. 

Speed limit laws have been is- 
sues in many states this year, in- 
cluding enactment in Minnesota of 
an “absolute” limit. It empowers 
the state to zone for higher or low- 
er speeds than the general 60-mile 
an hour limit and to make such 
speeds “absolute.” 

Such zones must be clearly 
marked, both at start and end. This 
means that any speed higher than 





for trucks. It also’set up a ve- 
hicle traffic code. 

A South Dakota bill removed a 
60-mile speed limit for cars; in- 
creased the maximum speed for 
trucks from 45 to 60 miles an hour; 
established that prudent and rea- 
sonable speeds must be maintained; 
and permitted the highway depart- 
ment to post minimum speeds to 
spur slow drivers in some zones. 

Tennessee has a new law fixing 
daytime speed limits at 65 miles an 
hour and night speeds of 55 miles 
for automobiles, buses and half- 
ton trucks, and 50 miles an hour 
for larger trucks. 

Legislation vetoed in Texas 
would have increased speed limits 
for cars from 60 to 65 miles an 


the one specified is a violation of | hour on two-lane highways and 70 


the law, which also permits use of 
radar to apprehend speeders. Con- 
tinuing to prevail will be Minne- 
sota’s 60-mile “prima facie” law, 
under which officers must show not 
only that a driver exceeded that 
limit but that the speed was dan- 
gerous in the light of road or traf- 
fic conditions. 

North Dakota enacted a meas- 
ure fixing an absolute highway 
speed limit. It makes 65 miles an 
hour the limit for cars during the 
day, 55 miles at night and 50 miles 





...WITH THESE 4& BIG ADVANTAGES 


1. Uniform, constant cleaning 
action regardless of engine operation. 
Wiper stalling eliminated at times of engine 
acceleration. Minimizes jumping or chatter- 
ing across tacky windshield. Choice of two 


speeds. 


Power-SweEep motor has ample power insur- 
ing dependable cleaning action for removal 
of snow and sleet under extreme conditions. 





GENERAL 
MOTORS 


3. Parks automatically 


Power-SwEEP 


is the electric windshield 


wiper that automatically returns the blades to 
the horizontal position when it is turned off. 


&@.. Provides overioad protection 
A built-in, automatic reset, overload protec- 
tion against the condition of blades frozen 
to the windshield, prevents damage to motor 


in stalled condition. 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, seat actuators and window lifts. 





highways. 


miles on divided 
* x * 


Washington Speed Limit 
| Washington State Legisla- 

ture boosted the automobile 
speed limit from 50 to 60 miles per 
hour. Passed by the Illinois Senate 
and sent to the House was a bill to 
fix speed limits of 60 miles an hour 
in the daytime and 55 miles at 
night. Illinois now has no fixed 
highway speed for cars. 

Oklahoma enacted a bill increas- 
ing driver’s license fees to raise ad- 
ditional funds for the State De- 
partment of Public Safety. It 
boosted the annual driver’s license 
fee from $1.50 to $2 a year, making 
it $4 instead of $3 every two years. 
The chauffeur’s fee was increased 
from $1 to $5 a year, and the non- 
commercial chauffeur’s license from 
$1 to $4. 

North Dakota enacted legisla- 
tion appropriating funds for addi- 
tional state highway patrolmen 
and authorizing the patrol super- 
intendent to discipline his men. 
Heretofore the only disciplinary 
authority was vested in a trial 
board. 

The North Dakota measure also 
gave the highway patrol superin- 
tendent power to divide the state 
into districts and to establish rank 
for field men and enlarge promo- 
tion authority. Another bill enacted 
made evidence of speeding obtained 
by the use of radar permissible in 
court. 

Gov. Walter. J. Kohler reiterated 
his recommendation to the Wiscon- 
sin Legislature to increase the state 
gasoline tax by 2 cents a gallon, 
create a driver licensing system 
and add 90 men a year to the state 
traffic patrol for the next three 
years. 

Drunken drivers will find the go- 
ing rougher in several states. Ida- 
ho, for example enacted a bill al- 
lowing chemical tests of drunken 


drivers. 
* = = 


Jail Is Mandatory 


NEW Oklahoma law calls for 

a mandatory jail sentence of 
at least 10 days for a person con- 
victed of driving while under the 
influence of liquor or drugs. The 
measure amended an existing law 
to fix the minimum of 10 days in 
the county jail and not more than 
one year, and a fine of not more 
than $550. A provision for revoca- 
tion of a driver’s license for 12 
months was retained by the bill, 

which provides for imprisonment on 
subsequent conviction. 

Stiffer penalties for drunken 
drivers were provided by the Wash- 
ington State Legislature, with the 
heaviest penalty for repeaters. Un- 
der the new law, motorists con- 
victed three times will receive 
mandatory $100 to $1,000 fines, jail 
sentences of 30 days to one year 
and revocation of driver’s licenses. 
The first-offense penalty was set 
at a fine of $50 to $500, five days 
to one year in jail and a 30-day 
license suspension. Second offend- 
ers will be subject to fines of $100 
to $1,000, 30 days to a year in jail 
and a 60-day license suspension. 
Courts are permitted to suspend 
sentences given first offenders, but 
jail was made mandatory for sec- 
ond offenders. 

Delaware enacted a measure to 
permit evidence provided by in- 
toximeters to be admitted in 
drunken driving cases, while a 
new Montana law makes chem- 
ical tests for intoxication only 
voluntary. A new Colorado law 
tightening up on many types of 
driver regulation includes a pro- 
vision calling for mandatory li- 
cense revocation upon two con- 
victions within five years for 
driving under influence of liquor. 

In other fields of legislative ac- 
(Continued on Page 64, Col. 3) 


















RETRACTING 


THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 
Reels... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 
with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence — 
an ordinary lubritorium is transformed into a sparkling 
“‘showcase’’; third, installation is simplicity itself and 
maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,” contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


*Trade Name Registered 


LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue + St. Louis 20, Missouri 


The Most Trustworthy Name in Lubricating Equipment 
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Strike It Rich? 


Cash Car Buyers Get 
Uranium Stock 


ALBUQUERQUE, N. M.— “Old 
Mac, the Crazy Scotsman,” of Mc- 
Callister Auto Co., here, is not so 
crazy when it comes to sales pro- 
motion. 

He is beating the easy credit 
problem and taking advantages of 
the publicity given a local com- 
modity at the same time by offer- 
ing 10,000 shares of uranium stock 
with any Studebaker or any used 
car selling for $300 or more—cash. 

Albuquerque is less than 100 
miles from Haystack Mountain, an 
area said to contain one-half of the 
world’s uranium deposits. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for rtatis- 
tics, buyer information and personne! data. 


Eprror’s Norg: Due to the sum- 
mer vacation period, much of the 
mechanic training activity has 
been discontinued during July 
and August. Exceptions are those 
jobber -operated schools which 
run on practically a continuing 


One such wholesale outlet, Auto 
Equipment and Service Co., Phil- 
adelphia, recently graduated 11 
men from its Auto-Lite school. 
The school is conducted by Al 
Costello, vice-president of the 
company. 

The National Committee for 


Service Schools in Field 


Refresher Shop Classes Dominate 
Offerings for June, July, Aug. 





Motor Fleet Supervisor Training 
recently sent in its schedule of 
schools for the balance of the 
year. This series of courses is 
given in this listing. 


* * * 
FOR ALL SERVICEMEN 


AMMCO TOOLS, INC., North 
Chicago, Ill.—Instruction on engine 
repair, cylinder honing and brake 
service. No set school schedule but 
three to five-day classes started 
whenever needed. No instruction 
charge. Contact Richard D. Stev- 


'enson &t Ammco Tools, Inc., 2128 








Commonwealth Ave., 
cago, Ill. 

BEAR MFG. CO., Rock Island, 
Ill. — Schools on automotive wheel 
alignment, wheel balancing and 
frame straightening at plant school, 
Rock Island, Ill. Contact Mildred 
T. Clark, registrar, at plant. Classes 
start July 11 and July 25. Tuition 
charged on basis of length of class 
and subjects taken. Minimum 
charge, $27.50. 


BINKS MFG. CO. Chicago — 
Spray painting school at plant, 3114 
W. Carroll Ave., Chicago. Contact 
W. Beacham at Binks. No charge 
for instruction. No classes during 
July and August. 

CARTER CARBURETOR 
CORP., St. Louvis—New class in 
carburetion starts each Monday. 
No classes June 6-July 25. Con- 
tact nearest Carter distributor. 

SUN ELECTRIC CORP., Chi- 


North Chi- 


a oir ae TV 


THAN OTHER CHROME RINGS! 
IESE LS 


2-C OIL RING 


Note beveled shape 





See how Hastings beveled rail of- 
fers extra chrome on oil-wiping 
surfaces. Even as ring wears, solid 
chrome meets the cylinder wall. 


of steel sections 


MIT CMT mel ag 














Another Hastings first. 





BEVELED CHROME RAIL— Makes 
fineline contact with cylinder wall... less 
area to wear-in—less time to break-in! 


CONVENTIONAL CHROME RAIL— 
Originally developed by Hastings ... 
now replaced by fast-seating Beveled 
Chrome, which only Hastings has. 


CT: 


See the Difference! 










*PATENT NOS. 2511874, 2565042. Other Patents Applied For. 


HASTINGS 


Tough on oll-pumping . . . Gentle on cylinder walls 


nn ee 


Only Hastings gives you a chrome oil ring with patented,* beveled 
rails—a chrome ring set that seats 3 to 4 times faster than conven- 
tional chrome! 

This exclusive beveled design provides positive, fineline contact 
with any cylinder wall—tapered, out-of-round or rebored. Oil control 
starts right now. And because Hastings is a soft pressure oil ring, you 
know it is gentle. 

Beveled chrome oil rings are included in the Hastings 2-C Chrome 
Sets your jobber has now. With Hastings torsional designed, high- 
graphitic iron compression ring in the same set, you get the fastest 
seating, best performing chrome combination there is! 

Next job you get that calls for chrome, give your customer the 
only chrome rings that are beveled to seat fast, and stop oil-pumping 
from the start. Install the Hastings 2-C Chrome Set that is “Motor 
Engineered” by replacement specialists! 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - HASTINGS LTD., TORONTO 


Piston Rings, Casite, Oil Filters, Spark Plugs 


STEEL-VENT 


PISTON RINGS 


Regular ov Chaome-Faced 


cago 31—Four day “O” Operator's 
Course starting July 5, and Au- 
gust 1. 

UNITED MOTORS SERVICE 
Detroit, Delco Radio—Guide, June 
27-July 1; Dedham, Mass., Hydra- 
matic, June 20-June 24; Union, 
New Jersey, Hydramatic, June 20- 
June 24; Portland-Rochester Car- 
buretor, June 27-July 1; Memphis- 
Hydramatic, June 20-July 1; At- 
lanta-Rochester Carburetor, June 
20-July 1; Denver - Hydramatic, 
June 20-July 1; St. Louis, Hydra- 
matic, June 20-June 24; Tarrytown, 
New York -Hydramatic, June 20- 
July 1. 

FOR ‘MAKE’ SERVICEMEN 


CADILLAC — Air Conditioning— 
Salt Lake City, June 27-June 29; 
Brakes, Standard and Power—Cin- 
cinnati, June 27-June 29; Dallas, 
June 20-June 29; Carburetion— 
Memphis, June 20-June 22; Engine 
Test and Tune-up—Cincinnati, June 
20-June 23; Houston, June 20-June 
30; San Francisco, June 20-June 31; 
Hydramatic—Kansas City, June 20- 
July 1; Memphis, June 27-July 1; 
New York (Tarrytown), June 20- 
July 1; Salt Lake City, June 20- 
June 24; Power Steering—Buffalo, 
June 27-June 29; Chicago, June 27- 
June 29; Minneapolis, June 20-June 
29; Washington, June 20-June 29. 


FORD MOTOR CO.—Schools in 
field on courses selected by dis- 
tricts, mainly Fordomatic. Contact 
district service manager. 


GMC TRUCK & COACH DIVI- 
SION—Diesel—Atlanta, Ga., June 
20-July 1; Denver, June 20-July 1; 
Vetroit, Mich., June 20-July 1; 
Shawnee, Kans., June 20-July 1. 
Standard Transmission—Dedham, 
Mass., June 20-July 1; Memphis, 
dune 20-July 1. Hydramatic — 
charlotte, N. C., June 20-duly 1; 
Evendale, O., June 20-July 1; 
Tigard, Ore., June 20-July 1. New 
Products — Garland, Tex., June 
20-July 1; Kirkwood, Mo., June 
20-July 1; Golden Valley, Minn., 
June 27-July 1. Twin Hydramatic 
—Golden Valley, Minn., June 20- 
dune 24. Service Manager Class— 
san Leandro, Calif., June 20- 
duly 1. All training centers closed 
during month of July. 
PLYMOUTH DIVISION—Classes 

held at various times throughout 
the month. Subject — Carburetion 
Diagnosis. 

STUDEBAKER - PACKARD — 
Twin - Ultramatic Transmission — 
Altoona, Pa., June 20; New York, 
New York, June 21; Washington, 
D. C., June 21-24; Cincinnati, O., 
June 23; Pittsburgh, Pa., June 27; 
Steubenville, O., July 5; New Cas- 
tle, Pa., July 12. V-8 Engine—Cin- 
cinnati, O., June 21; Columbus, O., 
June 30. Torsion-Level Suspension 
—Washington, D. C., June 21-24; 
Altoona, Pa., June 21; New York, 
N. Y., June 23; Columbus, O., June 
28; Pittsburgh, Pa., June 28; Steu- 
benville, O., July 6; New Castle, 
Pa., July 12; Indianapolis, July 14; 
Newark, O., July 18. 

WHITE MOTOR CO.—Five-day 
coures beginning on Mondays and 
available without cost. Courses are 
held every week with a break every 
fourth week, with an average group 
of five men. Classes in engines and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety, along with a plant tour. 
Contact T. W. Lauer, general serv- 
ice manager, White Motor Co., 
Cleveland, O. 


SUPERVISOR TRAINING 
COURSES 


(Under direction of the Institute 
of Public Safety, Pennsylvania 
State University.) 

June 20-24, University of Vir- 
ginia; June 20-24, *Northwestern 
University; Aug. 22-26, University 
of Louisville (Kentucky); Sept. 12- 
16, Pennsylvania State University; 
Sept. 19-23, *Purdue University; 
Oct. 17-21, Nat'l. Safety Congress, 
Chicago; Oct. 31-Nov. 4, University 
of Minnesota; Nov. 14-18, Univer- 
sity of Michigan; Nov.. 28-Dec. 2, 
University of Akron. 

*Manuals and materials furnished 
only. 


Langley Heads Dealers 


In Jacksonville, Fla. 


JACKSONVILLE, Fla.—E. Rob- 
ert Langley, president of Langley 
Oldsmobile, Inc., has been elected 
president of the Jacksonville Au- 
tomobile Dealers Assn. 

He also is area chairman for 
NADA and a member of the Flor- 
ida Automobile Dealers Assn.’s 
public relations committee. 
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Service Management 


Backshop 





MA* Safety Month for 1956 is 
already in more than the plan- 
ning stage. It seems to be actively 
in the promotion stage, if Bud 
Darlington’s activity in Detroit a 
couple of weeks ago is any crite- 
rion. Bud was out here to talk to 
the factory boys, the directors of 
NADA and the meeting of NSPA 
which preceded the opening of the 
big Great Lakes Regional Show. 

Because the time limit on this 
past May’s safety drive was ex- 
tended a full month to accom- 
modate a number of cities, Bud 
is getting a little worried about 
getting the reports in from deal- 
ers. 


He asks that these reports be 
sent in as soon as possible so that 
a summation report of this year’s 
drive can be publicized before the 
subject grows cold. 

. * cg 


Ford on March 


— is on the march again-— 
or still. About 10 years ago 
Jack Davis electrified a discour- 
aged and despondent Ford dealer 
body with a challenge that Ford 
was out to take first place in the 
low-priced car field. This state- 
ment brought new hope and vigor 
to an organization that was in the 
doldrums. 

About five years ago another 
Ford man, J. D. Ball threw out 
a challenge to the complete line 
builders, and to the light weight 
truck makers as well, that Ford 
also was gunning for first place 
in trucks. 

At the dinner held at the Bloom- 
field Hills Country Club celebrating 
the completion of a radically new 
engineering center for farm trac- 
tors, “Red” Duffy again threw 

{Continued on Page 56, Col. 3) 
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{mericas Motor Vehicles 


Too Many Vehicles—Too Few Stalls... 





Service Space Need at 


the automotive vehicle 
population increasing approxi- 
mately 65 percent across the na- 
tion—and little or no increase in 
the number of dealers—there is 
every indication that dealers are 
lagging badly in their increase of 
service space that will allow them 
to sell a maximum of 80 percent of 
their mechanics’ time without over- 
loading the customer. 


Car population has increased 
about 60 percent while trucks 
went up approximately 80 per- 
cent. 

While few car factories have 
complete records of dealer space 
increases during the past ten years, 
or even the past five years, the fig- 
ures that are available seem to in- 
dicate that inside working space 
in the average service department 
has not increased over 14 percent 
and outside parking space for serv- 
ice customers’ cars has only in- 
creased about 17 percent. 

Service experts claim that the 
average dealer should have in- 
creased his usable service space by 
at least 250 percent during the past 
ten years if he has put his shop in 
shape to take care of the service 
work that the increased number of 
cars on the road has made avail- 
able to him and, at the same time, 
to take care of his new car cus- 
tomers properly. 

« * * 
yas experts claim that, with 
the 65 percent increase in car 
population, the dealer who sin- 
cerely wishes to increase his ab- 
sorption percentage as well as keep 
his customers’ good will should 
have increased his usable space by 

125 percent minimum. 

Then, as today’s service work 
includes approximately 40 percent 
of the usable space being devoted 
to internal work, new-car_ get- 
ready, used-car reconditioning and 
warranty work, this increase 


should have been boosted to 250 Ur 


percent as compared with ten years 
ago when very little internal work 
messed up the space needed for 
customer labor flow. 

Today, claim the experts, out- 





MoPar Executives Inspect Warehouse— 
Top Chrysler MoPar executives inspect the new warehouse of the firm's Indianapo- 


lis distributor, Factory Motor Parts. The new facility is said to have the latest in 
material handling equipment, including self-leveling docks. From left, front row, are 
H. L. McCrory, MoPar Indianapolis regional manager, and J. W. Julian, Factory 
Motor Parts secretary-treasurer. Back row—Thornton E. Waterfall, MoPar president; 
S. J. Wall, general sales manager; J. M. Block, Factory Motor Parts president, and 
it, F. Horan, MoPar southern zone manager. 


* * * 


* * * 


SERVICE DEPARTMENTAL AVERAGES 


1945 1950 
Lubrications .............. 19.3 32.5 
Qil Changes ................ 14.5 23.4 
Wash-Polish .............. 5.4 9.8 
Minor Motor Work.. 47.5 45.2 
Major Motor Work.. 16.6 1.2 
IEE Sess xsxsiicooivessbucteser 14, 12.2 
Chassis . 18.4 17.4 
SE sccckdosinasge sien . 23 12.3 
Miscellaneous ............ 
Items per repair 
EE piiibcaeieiceecuonesresta 1.48 1.60 


1955 


Jan. Feb. March April May 
$1.05 30.75 32.50 32.83 32.72 
24.15 24.20 25.20 25.61 26.33 
8.15 8.35 9.15 8.61 71.67 
4790 48.70 44.85 43.22 41.94 
8.80 8.50 8.50 7.88 7.94 
12.40 12.45 13.15 14.00 14.00 
18.65 18.25 20.45 22.16 22.67 
1L75 1180 12.80 12.94 12.89 
990 10.40 10.45 9.94 9.83 
L73 L738 L77 1.76 1.74 


—Courtesy John E. Wolf Co. 


The above table shows the increase in the number of times lubrica- 
tion, oil changes and chassis work is showing up in the average repair 
order. It also shows the decline in major metor work. 


* x * 


side parking space is practically 
as essential as inside working 
space if a mechanic is to be able 
to make his working time at 
least 80 percent productive. This 
productive time is the time that 
the dealer is able to sell and on 
which both he and the mechanic 
make their profit. 

These experts claim that for a 
dealer to be able to sell 80 percent 
or more of the mechanics’ time 
that is available, each mechanic 
must have two stalls and should 
have parking space outside of the 
shop for three cars for every two 
stalls under cover. 

* * - 

vas permits the mechanic to 

spend his working time actually 
working on customer cars without 
waiting for cars to be moved 
around so that he can work on 
them. While the mechanic is work- 
ing on one car, the car just re- 
paired can be exchanged for one 
that needs work. Also, in case the 


New Sales Slant 
ged on Jobbers 
By Ad Executive 


EW YORK.— Martin E. Gold- 

man, of Aitkin-Kynett Co., a 
Philadelphia advertising firm, has 
depicted a “great new world” of 
business in which sales opportuni- 
ties will increase in a speech before 
the eastern business conference of 
the Motor and Equipment Whole- 
salers Assn. here. 

“The terrific expansion and 
improvements in products and 
production must of necessity be 
followed by a parallel expansion 
and improvement in selling pro- 
cedures,” said Goldman. 

He cited surveys conducted by 
his agency which uncovered th 
fact that no automotive jobber was 
found that had as much ag 10 per- 
cent distribution on his major lines. 
This, he said, was an example of 
the great opportunity for salesmen. 


* * * 


aun, he pointed out, in the 
evolution of the selling process, 
that it seems reasonable to predict 
that competition as known today 
will become child’s pay compared 
to what is coming. 

“As purchasing power soars to 
new heights, the scramble for busi- 
ness will become something the 
like of which we've never seen 
before. Eyes will be focused more 
and more upon volume, more vol- 
ume, still more volume. Profit per 
unit will tend to go lower,” he said. 

Goldman told his listeners that 
much has happened in this sales 
transition and basic changes are 

(Continued on Page 32, Col. 1) 





x * * 


mechanic’s work is held up the car 
will not have to be moved in an 
“unbuttoned” condition. 

Not only to take care of the 
morning rush period but to facili- 
tate easy movement of cars in and 
out of the stalls, the dealer should 
also provide parking space on the 
outside for at least three cars for 
every mechanic. 

Thus, each mechanic should 

have at least five spaces for cars 
scheduled for him to repair. 


With the entire complexion of 








C J ; 

service having changed with the 
advent of the eight-cylinder, high 
compression engine, More space is 


needed to “work” the customers’ 
vehicles efficiently. 

Today, engine over-haul is going 
by the boards as a major dealer 
profit source. Automatic transmis- 
sions have, to a considerable extent, 
relegated transmission and rear 
axle work to factory warranty 
service. This used to be a high 
profit service for the dealer. 

* * + 

N THE place of engine over- 
haul, transmission and rear axle 
work, minor motor service and 
front end alignment, including 
wheel balancing, have turned out 
to be the services most frequently 

found on repair orders. 

John E. Wolf Co. figures (see ac- 
companying table), based on over 
a million repair orders per month, 
not only show the extent that lu- 
brications, oil changes and chassis 
repairs have increased but also 
depict the decrease in major motor 
work during the past ten years. 

The table does not show the 
actual increase in front end align- 
ment and wheel balancing be- 
cause it also reflects the decrease 
in the amount of traffic in rear 

(Continued on Page 52, Col. 1) 





Service Absorption Down, 


NADA Survey Reveals 


CCORDING to NADA dealer 

operating figures for the first 
quarter of this year service absorp- 
tion is still considerably below a 
percentage that assures the average 
dealer of being able to trade profit- 
ably and safely under the highly 
competitive conditions that still 
prevail in the industry. 


The figures showed that the 
average dealer got only 54.5 per- 
cent service absorption in the 
period and that the larger dealer 
was not only above the average 
in absorption but also in percent- 
age of total service gross profit 
to sales. 

Smaller dealers with their lower 
overhead did not measure up to 
the same degree in service mer- 
chandising and management. 

Group I dealers (1-149 units), 
showed 54.1 percent absorption; 

Group II (150-399 units), 53 per- 
cent; Group III (400-749 units), 
56.3 percent, and Group IV (750 
units and up), 58.6. 
* * * 


i PARTS sales per new unit sold 
group I dealers retailed an aver- 
age of $307 worth of parts for 
every car sold, Group II dealers 
retailed $245 per unit, Group III 
sold $213 and Group IV dealers 
sold only $192 in parts per new 
unit. The average for all dealers 
was $242. 

Percentage of parts gross profit 
to sales also indieated that the 
Group I dealers did the best job. 
The NADA figures show that they 
had 30.7 percent profit to sales, 
Group II dealers had 30.2 percent, 
Group III dealers 30.1 percent, and 
the large dealers made only 28 per- 
cent. The average was 30.3 percent. 

Even though the larger deal- 
ers made the lowest sale per new 
car sold on parts and also showed 
the lowest percent of gross profit, 
their turnover of parts stock was 


NEW PRODUCTS 


Page 42 





the highest. Group I dealers 
turned their parts stock 1.8 times 
while Group II dealers turned 
their stocks 2.4 times, Group II 
dealers, 2.7 times, and Group IV 
dealers turned theirs 3.1 times. 


The number of months supply in 
inventory seems to indicate that 
the smaller dealers carried a much 
heavier stock of parts *which may 
indicate lack of good stock record 
keeping. 

Group I dealers had a 6.5 months 
supply of parts in stock, Group I 
had 4.9 months, Group III had 4.4 
months, and Group IV dealers had 
3.8 months supply. 

+ ” a 

- CUSTOMER labor sales per 

new unit sold Group I deal- 
ers showed a sale of $229 per new 
car sold,*Group II dealers showed 
$183, Group III dealers showed $155, 
and Group IV dealers showed $126 
for an average of $193 worth of 
customer labor per new vehicle 
sold. 

Percentage of gross profit to 
customer labor sales seems to in- 
dicate that the higher labor rate 
of the larger dealers worked to 
their advantage. Group I dealers 
showed 40.1 percent percentage 
of gross profit to-sales, Group I 
showed 42.0 percent, Group III, 
show ed 49.9 percent, and the 
Group IV dealers came up with 
49.5 percent for an average of 
42.5 percent. 

Total service sales including la- 
bor, parts and all other service and 
stockroom sales except accessories 
sold on new cars demonstrated the 
better selling ability of the Group 
I dealers who had $749 worth of 
total service sales to each new unit 
sold. Group II dealers sold $580, 
Group III dealers sold $493, and 
Group IV dealers sold $432 per new 
unit. Average for all dealers was 
$627 per new unit sold. 

On the percentage of gross profit 
to total service sales the Group I 
dealers showed 32.8 percent; Group 
II, 35.0 percent; Group ITI, 37.3 per- 

(Continued on Page 53, Col. 1) 
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Jobbers Need New Sales Ideas 


(Continued from Page 31) 


‘at work in every industry. As an 
example, he said that paper job- 
bers are handling lines formerly 
handled by industrial jobbers 
and, in turn, industrial jobbers 
are moving into areas to which 
the paper jobber felt he had 
exclusive rights. 

He added that at the retail level 
diversification has been almost 
limitless and that as the public 
becomes more educated to self- 
service, completely new problems 
will develop for wholesalers and 
retailers in every line. 

“However, sales opportunities 
will increase,” declared Goldman. 
“Salesmen are More important 
today than ever before. Salesmen 
can and will make more money 
than they have made in the past, 
but selling costs must be lowered.” 

+ 


Sales Productivity 


ve of this, he said, selling 
must and will develop its own 


im npr rove d technology and must! 








“SPECIALS” 


-save priceless hours 
in your service shop 





become more efficient and resultful 


come more productive. 

Then Goldman asked: “Can this 
all be accomplished?” and added, 
“without the slightest equivocation 


|can be done, but is being done.” 


He warned, however, that this 
accomplishment demands a new 
state of mind, a new state of 
thought among people who have 
to do with marketing. 

“We have to learn to mechanize 
| our selling just as we have learned 
|to mechanize other phases of busi- 
ness,” said Goldman. 

He assailed the use of gimmicks, 
premiums, exhortation for hard- 
sell, subsidizing salesmen, the re- 
turn to trading stamps and discount 
houses as attempts to find an easy 
way out. 

“They are being used as pana- 
ceas,” he declared. “Each in turn | 
is proving a costly expedient, fre- 





built-for-the-job 


and individual salesmen must be- | 


I confidently affirm that it not only | 


attempts to find an easy way out— 
attempts to avoid needed changes 
in our selling procedures. They are, 
in fact, resistances to the adoption 
of sound, 


niques.” 
* * * 


| OTHER words, Goldman 
aimed at the fact that mass 
production must be matched with 


|mass selling. “And mass selling is 
impossible without advertising,” he | 
| said. 


He asked his listeners to think of | 


ithe times that they had had the 


experience of reading an advertise- 
ment and deciding that the product 
or service merited investigation or 
even purchase. 

“But at the time we read it, we 
are not where we can buy and we 
become a latent customer until 


such time as the merchandise 
becomes visible and available at a 





quently worsening rather than bet- | 
tering the situation. They are 









point of purchase convenient to us,’ 
> | he said. 


“Customers are made in 


long-range sales tech- | 
| turers and wholesalers who evalu- 


1955 


living rooms, 
‘stores.’” 

The salesman’s job today, he 
added, is to make goods available 
at the wholesale and retail levels. 

“The automotive industry,” he 
declared, “has been particularly 
backward in gaining an under- 
standing of advertising and of 
appreciating its true functions and 
power. 


“There are too many manufac- 


sales are made in 





Sales Rise 50 Percent, 


So Buick Deal Expands 


PHOENIX, Ariz.—Because of in- 
creased volume business, Gerald R. 


|Cleveland has been promoted to 


new-car sales manager and L. R. 
Weinreich to used-car manager in 
an overall expansion program at 
Burns-Money Buick Co., Inc., it 


was announced by C. W. Burns, | 


president, and William C. Money, 
vice-president. 

The firm revealed that new-car 
sales for the first quarter doubled 
sales for the same period last year, 
and retail sale of used cars was up 
one-third. The sales staff has been 





increased one-third in this one- 
year period. 





PILOT BEARING PULLER 


“Specials” 


“SHORT CUTTERS” — speeder- 
uppers—profit makers! In a peak- 
loaded service department the right 
assortment of Snap-on 





“Specials” 


can easily mean the equivalent of 
an additional mechanic—extra floor 
space—a priceless plus in turnover 
and volume! Each Snap-on “Special” 
reflects 35 years of know-how in 
perfecting tools that save time and 
help turn out better work. Each is 
widely shop-tested and solidly 
O.K.’d before it gets a place in the 
Snap-on line.There are many Snap-on 
for later model cars— 
let your Snap-on Man help you 
choose the ones most needed in 
your shop. For the new 104-page 
catalog, write— 


SNAP-ON TOOLS 
CORPORATION 


8082-F 28th Avenue, Kenosha, Wisconsin 





THE CHOICE OF BETTER ee 


; Spo 


*Snap-on is the Trademark of Snap-on Tools Corporation. 


ate advertising purely from its 
effects upon salesmen and retailers 
Too few automotive products are 
given adequate advertising sup- 
port,” he said. 

As an example he cited the 
instance of the time spent to edu- 
cate manufacturer salesmen to 
educate jobber salesmen to educate 
retailers to educate car owners. 
| “All in the hope that we can push 
|merchandise through instead of 
|applying our efforts to pulling 


through with ——— he said. 
* 


| Available M sseibhislslie 


Sp to justify and capitalize on 
advertising, merchandise must 
| be available, Goldman pointed out. 
|“In the automotive industry, most 
|lines are available at far too few 
| retailing establishments,” he added. 
The ad man told the jobbers that 
|his agency had completed surveys 
of automotive parts distribution 
that uncovered facts which he 
termed startling. 

“In no place did we find a 
jobber that had as much as 10 
| percent distribution on his major 
unes. With less than 10 percent 
distribution, no wholesaler can 
give a manufacturer the retail 
distribution that he must have to 

do the kind of advertising and 
| selling that it takes to really 

build a line,” he said. 

Goldman said that the major 
lines must get More availability 
and aaded that this doesn’t neces- 
sarily mean more jobbers—“but it 
means either more jobbers or more 
thorough coverage by present job- 
| bers.” 

Then he pointed out that dis- 
tributors have placed great empha- 
sis on buying, and he did not try 
to minimize the importance of 
buying, but stressed that the prob- 
|4em today is a selling problem. 

“And our selling must be im- 
proved,” he declared. “You are not 
going to buy your way to increased 
volumes and profits—you’ll have to 
sell your way to them. And you 
must raise your sights as to vol- 
ume.” 





* ® * 


E LAMENTED the lack of the 
use in the automotive industry 
lor the terms “traffic building” or 
“store traftic.” These terms mean, 
he said, frequency of customer 
contact. In most businesses, he 
said, these terms rate high—most 
or the time as the No. 1 marketing 
| problem. 
| “There are a few natural ‘traffic 
builaing’ lines in your business,” 
Goidman told the jobbers. “For 
| years it was a recognized fact that 
where the piston ring business 
went, the parts business went. I 
suggest you consider picking a few 
| lines against which to concentrate 
| your selling effort, with the knowl- 
| edge that when you sell the dealers 
on the product advantages of those 
‘traffic building’ lines, he becomes 
your customer.” 

He added that when jobbers 
lessened their line selling effort 
and substituted delivery, credit, 
completeness of lines, etc., they 
offered nothing that their com- 
petitors couldn’t promise. 

“If you give 10-minute service, 
|someone else will give five. If you 
| give credit, so will competition,” he 
| said, “if you operate on personality, 
you can be assured that sooner or 
|later your customer will find a 
| competitor whose personality is 
|even more appealing. But sell the 
retailer your ‘traffic building’ lines 
and you make a valuable dealer 
| affiliation.” 
| Goldman reminded the jobbers 
|that car owners visit filling sta- 
tions an average of 92 times per 
year. This, he said, is more often 
than the public visits any other 
| retail outlet except food stores. 
| * * ® 


| 
| 
| 
| 
| 


| Stresses Incentives 


“es not beginning to get 
what we should and could 
|from this customer-retailer con- 
tact,” he said. “If retailers would 
| start thinking of people who drive 
iin as customers instead of car 
|}owners, I think it would make a 
lot of difference. If retailers 
thought of their outlets as stores 
instead of service stations, I think 
they’d sell more.” 

He advocated retailers giving 
more incentives to salesmen. Gold- 
|man said that experience indicates 
| that one out of every four batteries 
|tested will need a recharge and 
that one out of every ten tested 
| justifies replacement. 

“What’s wrong with offering 
1) 





(Continued on Page 33, Col. 
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Advertising Executive Says... 


New Selling Ideas 
Needed by Jobbers | 


| 





(Continued from Page 32) 


the boys on the (station) island | to buy land,” he said, “cut the boys 
10 cents for every battery tested; in on some profit and watch the 
25 cents for every recharge they results,” he said. 
sell; $1 for every new battery | Goldman said the automotive in- 
they sell?” he asked. dustry furnishes more and better 
What's wrong with the retailer | sales materials for display than any 
giving part of his profit to his | other industry, and pointed out the 
clerks by offering them a nickel | waste of it was pitiful. “We should 
or dime for every oil filter element |get better visibility for our prod- 





would then pick 10 dealers that 
I believed to be the best pros- 
pects for each of those lines and 
they wouldn’t be the same 10 
dealers for all lines, either.” 


Then Goldman said he would |} 


concentrate on those dealers and 
when one was sold, then he’d add 


another to the list to keep it steady | 


at 10. 

“And while I was doing this,” he 
said, “I'd make my regular calls 
and pick up what business I could; 
but my real selling job the one I 
would count on to give me a sub- 
stantial increase in volume next 
year and the year after would be 
the type I have just described. 

Goldman advised the jobbers to 
keep sales talks simple. “Stop 


sold? 

“We keep telling the boys on the | 
island that they should check the | 
oil, the battery, the oil filter, fan | 
belt, spark plugs, battery cable, | 
etc., we talk, talk, talk on the 
profit to be made by checking. 
Well, talk is cheap—it takes money 


DuPont Experts | 
Urge Draining 


Of Antifreeze 


NEW YORK. — DuPont’s anti- 
freeze experts say that no anti- 
freeze is really permanent and that | 
the so-called permanent antifreezes 
contain rust inhibitors which can | 
become depleted during one winter | 
and cause the formation of corro- | 
sive acids. 

The U. S. Bureau of Standards 
and the Society of Automotive En- 
gineers also recommend draining 
antifreeze after a winter's use. | 
They further urge that the hose 
connections, thermostat and fan 
belt be checked and that clean wa- 
ter be added with a good rust in- 
hibitor. 

If the radiator is not drained, 
these groups say, the acids formed | 
will rapidly corrode the engine | 
block and radiator, causing rust 
which clogs the radiator. The flow | 
of the cooling solution is thus im- | 
peded and the engine quickly over- 
heats. 


Staff Changes 
Listed by MEWA 


CHICAGO. — Robert L. Schutte) 
formerly sales manager of Ahlberg 
Bearing Co., Chicago, has been 
named merchandising counsel for 
the Motor and Equipment Whole- 
salers Assn., B. W. Ruark, general 
manager, announced. 

Ruark also announced the ap- 
pointment of Richard A. Mehler as 
MEWA’s legislative counsel and 
the resignation of Charles H. Davis 
as field representative. Davis will 
become executive secretary of the 
Florida Automotive Wholesalers 
Assn. 


World Catalog 


‘Auto 1955’ Depicts 
Most Entries 


NEW YORK.—A nearly complete 
catalog of the world’s car models, 
“Auto. 1955,” made its third annual 
appearance last week. 

Published at $7.50 by Tudor Pub- 
lishing Co., 221 Fourth Ave., New 
York, N. Y., “Auto 1955” presents 
more than 300 photographs of cars 
from Great Britain, the U. S., Italy, 
France, Germany, Australia, Japan, 
Czechoslovakia, Sweden, Spain, 
Russia and Argentina. Some photos 
are in color. 

Technical specifications for most | 
of the cars are presented in four 
languages—F rench, German, Italian 
and English. 

All U. S. representatives are 1954 | 
models. 


Globe Hoist Opens 


West-Coast Plant 
LONG BEACH, Calif.—The new | 
plant and sales offices of Globe 
Hoist Co.’s west coast division have | 
been opened here. The division will | 
be known as Globe Pacific aotet | 
Co. 
John R. Queen, vice-president, | 
has been named to head the Coast | 
division. The plant will manufac- | 
ture two-post and heavy duty truck | 
hoists and electric powered mate- | 
rials-handling lifts as well as oil- 
hydraulic freight and passenger | 
elevators. | 
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ucts by the better use of these| a aa “— wae : oath 
point-of-purchase materials. | whem you come in contact,” he 

* = + 


said. 
1 jobbers were told by the ad 


| “I cannot understand why so 
man that if he were back as a|many sales conferences start with 
jobber salesman he would pick not a statement such as: ‘Now, fellows, | 
more than seven lines upon which |this line of ours is complex and | 
to concentrate selling effort. difficult to sell unless you really | 
He suggested storage battery; oil| master its intricacies.’ 
filter; piston ring; oil; painting and| “At that point, the jobber sales- 
body refinishing; brake lining and|men have decided there must be 
muffler lines. |easier ways to make a living. Why 
“Td pick these because they’re |don’t we make it easy to buy and 
traffic building lines,” he said. “I | easy to sell?” Goldman asked. 
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|The Way to Make Sure— 


Pulling the front wheel is a key point in the Raybestos Brake Check Program. The 
firm says that it is the only way to find out the true condition of the lining and to 
convince the customer. Raybestos has a packaged selling plan for service shop owners 
designed to sell brake inspection to the public. 


Wondering how new-car and truck production and saies are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


don’t just repair... FEPOWER ! 





Leading Engine Rebuilders 
Give Assured Quality ... 


MIDWEST MOTOR PARTS, Wichita, Kansas, 
Checks Assembly at 18 Points, 
Run-in Tests Each Engine! 


Repairing old, worn-out engines is often just the expensive 
way of prolonging the inevitable... mechanical failure. 
Rebuilt engines, like those available for immediate delivery 
from Midwest Motor Parts, are as good as new. They’re 
rebuilt from the block up with new parts equal to the orig- 
inal engine specifications. 


Eighteen factory operational checks and a strict two hour 
run-in test assure performance. And Midwest’s Jet Fire 
engines are factory-guaranteed for 4,000 miles or ninety 
days—the same as new engines. 


You benefit more than anyone when you install rebuilts. 
You can double your volume because installation of a 
rebuilt engine takes only one day... overhauls take two 
or three days. You’ll also find it easy to build a profitable 
volume in sales of accompanying parts like fan belts, spark 
plugs, coils, etc. Rebuilts take less stall space, freeing areas 
and equipment for other service business. Hour for hour, 
and mechanic for mechanic, you profit far more from in- 
stalling exchange rebuilt engines. 


hstall Rebuilt Engines 


Midwest Motor Parts rebuilds engines on a precision, 
production line basis. Each engine is subject to 18 different 
operational inspections during rebuilding. 







Each engine rebuilt by Midwest Motor Parts Company 
is run-in tested under its own power for over two hours. 
This provides an accurate check of oil pressure, 
heat, vacuum, timing and valve action. 


...and, Midwest Motor Part’s 
first choice in piston rings is 


MUSKEGON PISTON RINGS! 


Since 1921, Muskegon has been the engine builders’ source! 
Quality engine rebuilders, like Midwest Motor Parts, who dupli- 
cate new engine standards also choose Muskegon. Muskegon 
offers many exclusive features...such as the “Unitized’’ 
chrome-plated oil control ring. This three-piece ring is bonded 
together to handle like a one-piece ring for easier, faster, fool- 
proof installation. 

Consult your distributor for the facts about his exchange rebuilt 
engine proposition. Or, write Muskegon Piston Ring Company 
for the names of the leading engine rebuilders serving your area. 







DETROIT OFFICE: 
521 New Center Bidg. 
Telephone Trinity 2-2113 


engine builders sounce | 









By James D. Woolf 
Special Correspondent 


ene is food for thought in 
the following excerpt from 
“How to Write Advertising That 
Sells,” a fine book by Clyde Bedell, 
noted advertising authority and a 
former advertising manager of 
Marshall Field & Co.: 

“Many people read advertise- 
ments and are stirred appreciably 
toward desiring the things adver- 
tised. They read because their at- 
tention is arrested. Then they stop 
reading and pass on to something 
else. They are carried no further 
because the copy fails to be con- 
vincing. 

“It is a common weakness of a 
good deal of advertising — this 
failure to carry conviction. A 
woman reads a new recipe. The 
product that makes it possible, 
according to the ad, appeals to 
her. At least the benefits it prom- 
ises appeal to her . . . But—but— 
but! Is she sure it’s all true? Is 
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Salesense in Advertising 
Tested Ideas for Sniall Business 


it really easy to do? Is it as sim- 
ple as the ad says? She has 
doubts and turns the page.” 

What are the elements of con- 
viction? What are the lines of pro- 
cedure in the matter of instilling 
belief in the reader’s mind? 

* * * 


First-Statement of Fact 


tl. possible, the copy 
should begin with a statement 
of fact with which the reader will 
readily agree. The reader is thus 
put into a receptive state of mind 
for succeeding statements that may 
be less self-evident. To challenge 
the reader’s credulity at the out- 
set is only to court the possibility 
of antagonizing him and losing his 
attention. 

A second factor of conviction 
is this: Statements should be 
consistent with and be held with- 
in the scope of human experi- 
ence. If I am writing a piece of 
machinery copy of some sort, for 


example, I cannot demonstrate 
some doubtful point by citing the 
Einstein theory, because this 
would be outside the experience 
of the ordinary machinery buyer. 
I might, however, refer to the 
law of gravity, or to the fact that 
the earth is round, and thus 
make my point clear and believ- 
able. 

Another element of conviction is 
clearness. How often have we heard 
persons say, “Oh, is that what you 
mean! Now that I understand your 
point, I quite agree with you.” 

After the writer has determined 
in his own mind exactly what his 
thought is, he must consider what 
meaning his readers may put on 
his terms. 

. - + 


Clarity of Expression 
i THE point he wants to bring 
out, for example, is one of econ- 


omy, he should define clearly what 
he means by the term. A general 


statement that the Buick is eco-| uct is made of “wood.” Say 


nomical might not impress some 
readers because they are thinking 
of the term with reference to ini- 
tial cost. The writer, however, may 
be thinking of economy in terms of 
upkeep, low-cost operation, high 
resale value, etc. The writer should 
state clearly the precise point he 
is trying to prove. 

A fifth element of conviction is 
restatement. One of the purposes 
of restatement is that of focusing 
the attention of the reader on the 
idea the writer wants to drive 
home. The principal selling point— 
the big promised benefit—should 
be repeated three or four times in 
each piece of copy. 

A sixth element of conviction 
has to do with being specific. Peo- 
ple do not think in general terms 
but in particulars. Never be 
vague. Don’t just say your prod- 


Canadian Parts Sales Up 


OTTAWA. — Wholesale dealers’ 
sales of auto parts and equipment 
increased again in March, rising 3.7 
percent in dollar volume, the Ca- 
nadian Government reported. Retail 
business of garages and filling sta- 
tions increased 1.1 percent during 
the first two months of 1955 com- 
pared with the same period of 1954. 
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Big Rewards offered by Purolator 


in National Anti-Grime Drive 


Killers all three of them .. . killers of fine 
engines! The motorists, whose mugs you see 
here (unfortunately there are thousands like 
them) run their cars day after day, with dirty 
oil and dirty filters... fail to change to new 
Purolator Micronics! 


Actually, you can take care of these criminals 
—do it easily! Just show them why their cars 
need new Purolator Micronics—why car makers 
recommend change every 4000 to 5000 miles! 


Rich Rewards? You said it, mister! You make 
a profit on every Purolator Micronic you sell; 








PurOlator 


you make profits on extra quarts of oil. What’s 
more, you can make filter-changing a part of 
regular oil changing. ..use little, if any,extra time. 

Remember ... the Purolator Micronic is 
the First and the Finest . . . Specified by more 
car-makers than any other oil filter... Often 
IMITATED— NEVER EQUALLED . . . Engineered to 


fit every make and model. 


Are you using Purolator’s Anti- 
Grime Posters? Check with 
your Purolator supplier for 
your set of these stoppers. 


**Purolator’’ and ‘‘Micronic,’’ Reg. U. S. Pat. Off. 





America’s No.1 OLR FILTER 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey and Toronto, Ontario, Canada 
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made of “hand-rubbed 
maple.” 

Don’t say merely that a mechan- 
ism “lasts longer.” Give the reade: 
specific reasons. If a cloth is 
“cooler,” tell why—specifically. Is 
it lighter in weight, or more por 
ous, or lighter in color, or what? 

* * + 


Don’t Exaggerate 


I CANNOT overemphasize the 
dangers that lie in exaggerate: 
promises. I have before me the ad- 
vertisement of a woman’s foot com- 
fort shoe that challanges belief. 


The copy is a human interest 
story of the unhappy relations be- 
tween a man and his wife, an un- 
fortunate victim of foot discom- 
fort. The couple positively hated 
each other until she discovered-—- 
the advertised shoe! Now every- 
thing is just ducky. Shod in her 
new footwear, she and hubby are 
planning another honeymoon. What 
nonsense! 

Where is the motorist who has 
had this happy experience? “To 
ride in this new eight is to glide 
along so smoothly that one does 
not realize the car is in motion! 
There is not the slightest tremor 
—the road seems made of silken 
plush.” The car referred to no 
doubt does ride easily, but the 
copy claims too much; it strains 
severely the credulity of the 
reader. 

The temptation to exaggerate, to 
use superlatives, is a great one to 
many advertisers and copywriters, 
so anxious are they to present their 
wares in the strongest possible 
way. The best rule is to avoid alto- 
gether the use of superlatives. 

Unless your advertising is be- 
lieved, it will not sell. Unless the 
readers accept your promises as 
Gospel truth, your advertising is 
worse than none at all. 


Chain Store Tax, 


‘Bait’? Ads Voted 
Out in Michigan 


LANSING.—The Michigan Legis- 
lature has outlawed “bait” ads and 
has voted to repeal the 22-year-old 
chain store tax, which affects 300 
auto dealers with 900 outlets. 

However, a governor’s veto hung 
over the chain store tax repeal bill. 
Gov. G. Mennen Williams nas ex- 
pressed this opinion on repeal: 

“To repeal the chain store tax 
at this time seems to me to be 
utterly without justification.” He 
added that several state services 
have had to be cut because of lack 
of funds. 

The “bait” ad bill would prohibit 
advertisers from offering phony 
bargains to lure customers and 
would apply to newspaper, radio 
and TV ads. 

The right for repeal of the chain 
store tax was begun last year under 
direction of W. F. Doyle. manager 
of the Michigan Chain Stores Bu- 
reau, and was supported by the 
Michigan Automobile Dealers Assn. 
The tax ranged from $10 for a 
second retail outlet to $250 for 25 
or more. 


Snap-on Tools 
To Expand Plant 


BETHLEHEM, Pa. — Snap-on 
Tools Corp., Kenosha, Wis., will 
add 45,000 square feet of floor space 
to its plant in Mount Carmel, IIl., 
under a contract awarded to Luria 
Engineering Co., Bethlehem, Pa. 

The addition, scheduled for com- 
pletion in September, will be a 
steel-framed, single-story building 
with a flat roof, a built-up roof 
deck and masonry walls. 

Snap-on Tools Corp. plans to 
augment machinery and equipment 
at the existing Mount Carmel] plant 
with a substantial number of addi- 
tional machines, some transferred 
from a plant in Newport, Pa. 





44. New Nash Dealers 


Signed Up in Month 


DETROIT.—Nash added 44 new 
dealers in May, according to Roy 
Abernethy, sales vice-president. 

So far this year, Nash has 
granted franchises to 292 new 
dealers: 40 in January, 100 in 
February, 57 in March, 51 in 
April and 44 in May. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 





AN INCREASE from 100 horse-| speeds and a straight-channel-type 


power in 1947 to 240 h.p. today, 
in practically the same “package,” 
is the impressive progress record 
hung up by Boeing Airplane Co. 
for its small gas turbine. Extrap- 
olation of the power-improvement 
curve shown on the accompanying 
chart indicates that the engine rat- 
ing may reach 400 h.p. by the end 
of 1958. 

These conclusions are con- 
tained in a report on “Progress 
in Boeing’s Small Gas Turbines,” 
which we recently received from 
chief project engineer S. D. Hage. 
Presented by William Anderson 
as a technical paper at the 
American Power Conference, this 
report traces the history of Boe- 
ing small-turbine development 
from inception of the project in 
1943. 


In 1949, the Navy Bureau of 
Ships ordered 200 of these engines 
to drive generators on mine-sweep- 
ing boats. This made the Boeing 
Model 502 one of the first small gas 
turbines to reach production status 
in the U. S. and it has been in 
“limited production” ever since. 

Anderson cited four primary con- 


AT eT 
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Higher Horsepower— 


Power rating of the production engine 
has been raised from 100 horsepower in 
1947 to a level of 240 h.p. for the cur- 
rent design. It is expected that the engine 
will achieve a continuous rating of 400 
h.p. within the next few years. 

. s&s 2 








siderations emphasized in develop- 
ment of a small gas turbine toward 
acceptance as a competitive com- 
mercial engine. These major re- 
search goals are performance, life 
and reliability, cost, and applica- 
tion suitability. 
* * - 

= a gas turbine’s perform- 

ance is dependent directly on 
its component efficiencies, a large 
part of the experimental effort has 
been aimed at improvement of the 
centrifugal compressor. 

In 1950, the compressor produced 
a pressure ratio of 3:1 at 73 per- 
cent efficiency. Since that time, 
Boeing’s research program has 
been directed toward improved in- 
ducer design, high impeller - tip 
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This curve shows fuel-consumption im- 


provement for the Boeing gas turbine. 
Present level is 1.0 ib/hp/hr, with de- 


crease to 0.7 predicted for the 1957 


. 
engine. 








diffuser. 


After tests involving approxi- 
mately 150 different configurations, 
the next production-engine com- 
pressor was designed. This unit 
produces a 4.25:1 pressure ratio at 
77 percent efficiency. The improve- 
ment permitted advancement of 
the engine’s continuous rating from 
175 h.p. and a specific fuel con- 
sumption of 1.3 lb/hp/hr to 240 h.p. 
and specific fuel consumption of 
1.0. 

Anderson stated that present 
effort is directed toward using 
higher tip speeds. Testing report- 
edly is under way on single-stage 


designs for as high as 7:1 pres- 
sure ratio, with efficiencies in the 
75 to 80 percent range. 

Research and development also 
is said to be going forward on 


radial inward-flow turbines. Test | 


results to date are interpreted as 
verifying the predicted advantages 
of this type of turbine stage. One 


highly desirable characteristic is, 


the ability to handle high-pressure 
ratios per stage at acceptable maxi- 
mum efficiencies. 

Combustion research and burner 
development have been continuous 
for the past 10 years, according to 
the Boeing engineer. This research 
is directed toward increasing liner 
life, reducing burner noise, down- 
grading fuels and eliminating car- 
bon deposits resulting from use of 
low-grade fuels. 

Progress in engine life and re- 
liability has been more than satis- 
factory. The first units in quantity 
field service had an_ estimated 
overhaul period of 250 hours. An- 
derson stated that the condition of 
the first units to build up this num- 
ber of hours was so good that the 
overhaul period was increased to 
500 hours. Accelerated tests now in 
progress are expected to raise the 


overhaul period to 750 or possibly 
even 1,000 hours. 


ea impoovement in fuel 
economy of the small gas tur- 
bine has been another important 
result of the Boeing’ program. From 
a specific fuel consumption of 1.8 
lb/hp/hr in 1947, the turbine has 
progressed to a rating of 1.0 
lb/hp/hr for the present produc- 
tion engine. 

Extrapolation of this trend curve 
to show improvement anticipated 
from current research programs 
indicates that the engine may at- 
tain a level of 0.7 lb/hp/hr within 
about two years. 

At this rating of installed spe- 
cific fuel consumption, the future 
turbine engine is expected to be 
“close enough to fuel economy 
of diesel and gasoline encines so 
that other advantages will make 
the engine competitive.” 

Inherent advantages cited by An- 
derson inctude light weight. small 
size, simplicity. torque - converter 
characteristics. minimum vibration. 
reliability, trouble-free operation. 
and ability to operate on all com- 
mon grades of fuel and oil. 

Major problems of the develop- 
ment have been associated with the 


the nozzle diaphragms and turbine 
wheels. Blade vibration, thermal 
shock, and diaphragm warping and 
cracking have presented serious 
difficulties which challenged the 
best efforts of designers and metal- 
lurgists. 

Progress on these hot parts, how- 
ever, has been so rapid that new 
accelerated test methods had to be 
developed. This was necessary to 
reduce time and cost because de- 
velopment of the turbine had 
moved ahead to the point where it 
required several hundred hours of 
testing to find design deficiencies 
and evaluate design changes. 

It is difficult to predict exactly 
when the versatile small gas tur- 
bine will become competitive for 
general commercial use. But the 
rapid progress being made by com- 
nanies in this field makes it risky 
to peg such a forecast as something 
for the distant future. A timetable 
of two or three years apparently 
is a more realistic guess. 


Nash Deal in Columbus 
Suburban Nash of Columbus, Inc., 
Columbus, Ind., has received a Nash 
franchise. Robert W. Mahan is 
president and manager, and Ed- 


“hot” parts of the engine, such as! ward L. Darnell is vice-president. 
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REELS 


It’s the go-ahead answer for greater 


lube profits . . . the sensational new 
AROLUBE Hose Reels! Smart new 
eye-appeal in multiple reel service... 


gleaming durable two tone white and 


Aro Grey enamel with chrome finish 


. your choice of reels for chassis, 


gear, motor oil, air, water, automatic 


transmission . . 


. easily installed in 


any combination of units. Years-ahead 


features and performance take the ef- 


fort out of lube service... save time and 
labor ... famous ARO dependability. 
See your automotive wholesaler. 


THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 


ARO 


Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 


Offices in All Principal Cities 


PRODUCTS . .. GREASE FITTINGS 


® 
LUBE EQUIPMENT 
ALSO... AIR TOOLS... AIRCRAFT 
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et...A New Pattern 


for Your Sales! 





F or new car sales success in the highly competitive New York market, 
you have to know how to hit hardest where it counts. The Journal- 
American can help you do that, like no other New York newspaper. 


Just off the press is the Journal-American’s latest analysis of New York 
new car registrations. Borough by borough, suburban county by subur- 
ban county, this invaluable information will show you where the big 
sales were concentrated in the first three months of ‘55 . . . where to 
concentrate your selling efforts in the future. 


For a booming ‘55, couple this workable market knowledge with the 
Journal-American’s growing impact in New York’s strategic high-regis- 
tration areas. Month after month, the Journal-American delivers the 
largest family audience by far of any five-cent daily paper and any 
Sunday paper selling for twenty cents or more where New York new — 
car sales are heaviest. 


A phone call to your nearest Hearst Advertising Service representative 
will bring you complete details on planning the soundest New York ad- 
vertising campaign now available. 


in New York 
it’s better in the evening 
and it’s best in the 





NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 





News to Note... 


AUTOMOTIVE NEWS, JUNE 20, 1955 


Auto World in Brief 





DETROIT.—Zack Co. has bought 
and opened new plant facilities 
here, according to Hans J. Zack, 
owner of the firm. 

General offices and plant are in 
Chicago. The company manufac- 
tures products for the building con- 
struction industry. Other plants are 
in Flint and Windsor, Ont. 

* 


$28 Million Contract 


Awarded AC by Army 
FLINT. — A $2,833,992 Army 
contract for improvements in the 
Skysweeper electronic control 
system has been awarded AC 
Spark Plug division by the De- 
troit Ordnance District, according 
to Joseph A. Anderson, AC gen- 


eral manager. 

He said AC will commence to 
deliver the “medification kits” 
next September and they will be 
used to improve performance of 





earlier-made systems in service. 
The contract, Anderson said, sup- 
plements AC’s present orders for 
fire control units used in the an- 
ti-aircraft gun. ri 

. * 


Surplus Buyers Listed 


LONG ISLAND CITY, N. Y.— 
The 1955 directory of government 
surplus buyers features the names 
and addresses of 16,675 current 
buyers and sellers, according to 
— Procurement Publications, 
ne, 


* * * 
M & E Buys Paint Spray 
Business from Kellogg 


INDIANAPOLIS.—_M & E Mfg. 
Co. here has bought the paint spray 
business of Kellogg division of 
American Brake Shoe Co., N. Y., 
according to Rudolph Egener, M & 
E president. 

He said all Kellogg paint spray 





facilities are to be transferred to 
the M & E home office here and 
all manufacturing, sales and serv- 
ice will be handled here. No real 
estate was involved in the transac- 
tion. —- 


*- 
Blast Damages Shaw 
LAGRANDE, Ore. — Shaw Mo- 
tor Car Co. was when 
the adjacent Union County pow- 
derhouse exploded. Loss was esti- 
mated at approximately $10,000. 
* * * 


Pace Corp. Acquires 


More Factory Space 

BASE LINE, Mich.—Pace Corp. 
has acquired an additional 20,000 
square feet of manufacturing space 
in its continued expansion pro- 
gram. 

The new building is adjacent to 
the main plant and will be used 
for precision machining, assemblies 
and impact extrusion work. 

* - * 


3M Wins Patent Suit 


Against Paint Company 

ST. PAUL. — Minnesota Mining 
and Manufacturing Co. has been 
awarded damages—the amount not 
yet determined—from the Balti- 
more (Md.) Paint and Color Works, 





Coltrane Motors in New Home— 


The new home of Coltrane Motors (Nash), Winston-Salem, N. C., has a four-car 
showroom and 10,248 square feet of floor space. A 4,000-square-foot used-car lot 
adjoins the building. Hugh W. Coltrane sr., president, has been a Nash dealer in 


the city since 1947. 





accused of infringing on a 3M 
patent for “highway marking paint 
containing glass beads.” 

Federal Judge William C. Cole- 
man, at Baltimore, perpetually en- 
joined the paint firm from manu- 
facturing and selling the product. 





CASH IN 


IN HANDSOME 
AUTOMOTIVE COLORS 
TO HARMONIZE WITH ALL 





LATE MODEL 


A really NEW vinyl Convertible topping with 
* aspecial tough supporting fabric. Durable... 
takes years of hard use without scuffing or 
cracking in the folds. Beautiful . . . an 
embossed finish that defies any weather or 
climate. Just mild soap and water keep it 
looking “‘like new’. TOLEX DURATOP is 
used on leading 1955 Convertibles! NOW... 
you can furnish it to your customers for 
replacement. Send for samples, today! 
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BODY COLORS! 





PLASTICS 


The Genera Tire 
@ Ruover Company 






DIVISION OF THE GENERAL TIRE &@ RUBBER COMPANY 


TOLEDO 3B, CHIC 


Much Stronger 


The rugged combination © 


the special woven 
DURATOP its tremen' 


Tailors Better 

TOLEX DURATOP, because 
re tica 

qualities, automa 

contours . . - gives a we 

finished appearance. 


Seals Better 


TOLE 


allows a tighter water seal! 


FADIN 
ROTTING: 


base fabric giv 
dous tear resistance. 


X DURATOP takes a strong close s 









£ dense vinyl! film and 


es TOLEX 


of its flexible 


lly molds itself to frame 
ll-fitted, wrinkle-free, 


titch— 


.and TOLEX DURATOP Resists 
G ° SHRINKING = TEARING 


LEAKING ® 
SCUFFING ° STRETCHING ° CRACKING 


STAINING 


in any climate! 


He said he would appoint a special 
master to determine damages due 
3M in the two-year-old suit. 
Baltimore Paint & Color stated 
it would appeal the ruling. 
* * * 


Borg-Warner Constructs 


New Plant in Britain 


CHICAGO.—Borg-Warner, Ltd., 
a newly created subsidiary of 
Borg-Warner Corp. is building 
a plant on a 30-acre site near 
Letchworth, England, to produce 
automatic transmissions, se mi- 
automatic. overdrives and other 
parts for the British auto industry. 

The new company replaces 
Morse Chain, Ltd., a Borg-War- 
ner subsidiary, which has pro- 
duced chains and sprockets at 
Letchworth since 1919. R. S. In- 
gersoll, administrative vice-presi- 
dent of Borg-Warner, will be 
chairman of the new firm. 

af = oz 


Catalog Pirating Barred 


BOSTON. — By court decision. 
Aro Top Sales Co., distributors of 
Aro Convertible Tops, has been 
sustained in suits based upon its 
copyright of the Aro Catalog. 


* * 


Dealer Puts Indian Sign 


On Used-Car Customers 


KETCHUM, Id.—Sun Valley 
Motors here has started writing 
used-car ads in Indian language 
—and the results have been good. 

Recently, the firm’s ad read: 
“Heap Injun chief say this is time 
for Nipurknosezoon.” (Which 
means Hunting for buck starts 
tomorrow.) 

Or—“Heap chief also say, Zkity- 
cmiuti:” (Which means No meat 
in the tepee when shoot with eyes 
closed). 

The ad goes on to say that the 
Indians were smart traders—and 
smart traders always look in at 
the used-car buys at Sun Valley 
Motors. “Very effective,” a firm 
spokesman said regarding the ads. 

+. - = 


Neb. Kills Gas Tax Hike 


LINCOLN, Neb.—The Legislature 
defeated proposals for a half-cent 
state gasoline tax increase and a 
ton-mile tax on commercial trucks. 
Still under consideration was a bill 
to increase truck and car registra- 
tion fees. 


= . 7 
53-Year Mack Worker 


Reaches Retirement 


NEW YORK.—Probably the 
oldest living employe in the truck 
manufacturing industry in years 
of service, Frank A. Pampinella, 
has retired after 53 years of con- 
oo duty with Mack Trucks, 

c. 

Pampinella was one of the pio- 
neer workers honored in 1945 by 
the Automobile Manufacturers’ 
Assn. when the industry observed 
its Golden Jubilee. Pampinella, 65, 
began his career with Mack in 
1902 as an apprentice in Brook- 
lyn, N. Y. This was two years 
after the Mack brothers built 
their first gasoline-propelled mo- 
tor vehicle, a bus for Brooklyn’s 
Prospect Park Sightseeing Co. 

= . a 


Denison Hydraulic Firm 


|Bought by Brake Shoe 

NEW YORK.— American Brake 
| Shoe Co. has purchased the Deni- 
|son Engineering Co. of Columbus, 
|O., one of the country’s leading 
| (Continued on Page 58, Col. 3) 
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UTO-LITE 


SALUTES 


NASH 


and its 8 great winners in the 
Mobilgas Economy Run! 


e 1955 Nash Ambassador wins big-car class ‘‘C”’ 
with 25.18 Miles per Gallon. 


a TT i we 
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e 1951 Nash Rambler with Overdrive still holds 
all-time record with 31.05 Miles per Gallon. 


e 1955 Nash Rambler wins low-price class ‘‘A”’ 
and sets all-time record for Automatic Trans- 
missions with 27.47 Miles per Gallon. 


The torture test that taxed all makes of American Motor- 
cars! The 1955 A.A.A.-Sponsored Mobilgas Economy Run 
snaked its way across burning deserts, through tortuous 
canyons, over the two highest mountain ranges in North 
America for 1323 miles from Los Angeles to Colorado 
Springs. This is probably the most grueling terrain ever to 
be encountered by American Motorists. 


All entries were strictly stock cars as produced and pre- 


sented by the manufacturers, with no modifications per- 
mitted under the A.A.A. rules. The Mobilgas Economy Run 
is a true test and tribute to the sturdiness and efficiency of 
these great Nash cars. 

Auto-Lite has been privileged to serve Nash and Nash 
Dealers everywhere for many years, and is proud to have 
had a share in this notable achievement. 


THE ELECTRIC AUTO-LITE COMPANY -«e Toledo 1, Ohio 


HEADLIGHT DIMMERS © FUEL PUMPS © GENERATORS © HORNS ® IGNITION 
UNITS © INSTRUMENTS & GAUGES ¢ LIGHTING UNITS © METAL FABRICATED 
ASSEMBLIES © MOTORS—AUTOMOTIVE FRACTIONAL © STARTING MOTORS 
SPEEDOMETERS © SPEEDOMETER CABLE © PLASTICS « SEAT AND WINDOW 
MOVING MECHANISMS ¢ SPARK PLUGS ¢ SWITCHES 
WINDSHIELD WIPERS @ WIRE & CABLE 


\\' 3 V - da Md 
BATTERIES © BUMPERS & GRILLES ¢ CASTINGS—Gray Iron, Zinc and Aluminum 
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C.I.T. President Gets Report— 


Elmer Rolley, Universal C.I.T. Credit Corp.'s Detroit regional vice-president, pointing 
at map, reports rising business to L. Walter Lundell (second from right), president. 
The “economic weather map" shows how the finance company keeps up on business 
across the country. Others (from left) afte Mark Harper, Detroit metropolitan vice- 
president; William L. Dimmer, assistant vice-president in charge of Lansing division, 
and S. G. Smith, Detroit division vice-president. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Bection. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 







AC PIONEERED THE RADIATOR 
PRESSURE CAP, NOW A “MUST” 
ON HIGH-COMPRESSION ENGINES 


Auto Personnel 


Appointment of Carl D. Rogers | 
as general superintendent of as- 
sembly plants has been announced 
by T. E. Wilson, general manufac- 
turing manager of GMC Truck and 
Coach, Pontiac. T. C. Fellows also 
was named superintendent of truck 
assembly, and N. P. Kilgore was | 
appointed coach assembly superin- | 
tendent. 





Shropshire Heads Sales 


For Rinshed-Mason 


James P. Shropshire has been 
promoted to general sales manager 
of the Rinshed-Mason Co. of Can- 
ada, Ltd., according to Frederick 
G. Weed, president. 

Shropshire’s 12 years in the paint | 
industry include both laboratory | 
and production experience. 

+ * * 


Copelin, Bailey Promoted 
In GM Overseas Operations 


Philip W. Copelin has been elected | 
managing director of Vauxhall Mo- | 
tors, Ltd., Luton, England, accord- ' 





ing to Edward Riley, General Mo- 
tors Overseas Operations division 
general manager. 

Copelin will be succeeded as 
managing director of GM Continen- 
tal S. A., Antwerp, Belgium, by L. 
W. F. Bailey, present manufactur- 
ing director of the Belgium GM 
subsidiary. 


* * * 


Cc hrysler Picks Lamit 


Appointment of Louis J. Lamit 
as supervisor of cost estimating has 


| been announced by A. M. Fleming, 


manufacturing vice-president of 
Chrysler. Lamit joined Chrysler in 
1926 and was named a tool engi- 
neer in 1943. 

* * * 


Firestone Picks Thomason 


For Coast Division Post 


Appointments of H. M. Thom- 
ason as assistant manager of the 


| Coast division and of J. H. Dahl- 


strom to succeed Thomason as 
Salt Lake City district manager 
for Firestone Tire & Rubber Co., 











AC PRESSURE CAPS ARE STANDARD EQUIPMENT 
ON MORE NEW VEHICLES THAN ANY OTHER MAKE 


STANDARDIZE ON AC FILLER CAPS FOR YOUR REPLACE- 


MENT NEEDS. The story behind the AC pressure cap is typical 
of AC pioneering. This cap made possible pressure cooling systems 





AC SPARK PLUG DIVISION e GENERAL 





et 
CAPS 


MOTORS CORPORATION e 


— which in turn permitted smaller, lower grilles, concealed radiators, 
and in fact the whole basic concept of today’s low-lined, flow-lined 
cars, trucks and buses. 


That's typical of AC .. . typical of GM. And, so are the high 


quality standards to which AC’s entire filler cap line is produced. 
Stock the full line of AC oil, gas and radiator caps. 


RADIATOR CAPS 
OIL FILLER CAPS 
GAS TANK CAPS 


FLINT, MICHIGAN 


Akron, have been announced by 
H. D. Tompkins, vice-president 
of trade sales. 

Appointment of M. D. Garnas 
as Fargo, N. D., district manager 
was also announced. Thomason 
will be in charge of stores for 
the division, which has head- 
quarters in Los Angeles. 

. 


* 


Plymouth Names Holland 


And Bowe in Boston 


William E. Holland has been ap- 
pointed city manager and L. W. 
Bowe merchandising manager of 
Plymouth’s regional sales office in 
Boston. 


* * * 


General Tire Appoints Klar 


Appointment of Russell W. Kiar 
as assistant general traffic man- 
ager has been announced by Gen- 
eral Tire & Tube Co., Akron. J. Jd. 
Goldie is director of the distribu- 
tion service division, and Richard 
Bailey, general traffic manager. 

+. * * 


Canadian White Names 
Warn and Veillette 


Two new appointments have 
been announced by Henry J. Nave, 
president of White Motor Co. of 
Canada, Ltd. 

Stanley H. Warn is new man- 
ager of the Vancouver (B. C.) 
branch of the company and J. R. 
Veillette has been named field parts 
representative with headquarters 


in Toronto. 
+ + * 


McLeese in New Post 


H. D. McLeese has been ap- 
pointed general sales manager of 
Metal & Thermit Corp., H. E. Mar- 
tin, president, has announced. Mc- 
Leese, previously vice-president 
and general sales manager of 
United Chromium, Inc., will direct 
the sales of all Metal & Thermit 
and United Chromium products. He 
will headquarter in New York. 

* * * 


Holley Named Colonel 


George M. Holley jr., president 
of Holley Carburetor Co., Detroit, 
has been given an honorary colonel 
commission on the staff of Tennes- 
see Gov. Frank Clement. Holley 
operates a branch plant in Paris, 
Tenn. 





* * * 


Porter Picks Robertson 


Joe D. Robertson has been ap- 
pointed sales representative for 
Watson-Stillman Co., a division of 
H. K. Porter Co., Inc., Roselle, N. J. 

* 7 * 


L-O-F Glass Fibers Names 


Three Sales Managers 


Three men have been appointed 
sales managers of L-O-F Glass 
Fibers Co., Toledo, according to 
R. W. Capaul, vice-president and 
sales manager of the firm’s general 
products division. 

Appointed were Richard K. 
Trask, manager in charge of dis- 
tributor and acoustical sales; H. 
Richard Harper, manager of equip- 
ment sales, and Robert V. McCal- 
lister, manager of equipment and 
industrial sales. 

J * 


International Promotes 


Zierath, Campbell Jr. 


M. M. Zierath is the newly ap- 
pointed assistant district manager 
of International Harvester Co.’s 
motor truck division in the Atlanta 
district. He will be responsible for 
ithe Atlanta and Decatur retail 
branches and wholesale dealer or- 
ganization throughout Georgia. 

Zierath succeeds W. H. Brisen- 
dine, who has been named district 
manager of the division. T. G. 
Campbell jr. was appointed Atlanta 
branch manager. 

” 


* * 


Chanslor-Lyon Head Quits 


Roy D. Adams, president of 
Chanslor & Lyon Co. since 1951, 
has resigned after more than 30 
years of service with the firm. He 
~_—— to remain in the auto indus- 
ry. 





7 a 7 

| Westley Appoints Olson 
| Sales Vice-President 

William K. Westley, head of 
| Westley Industries, Cleveland, has 
| announced the appointment of 
Larry M. Olson as vice-president of 
| sales. 

A pioneer in the automotive 
|chemical business Olson resigned 
as vice-president of the automotive 


| (Continued on Page 41, Col. 1) 














Auto Personnel 





(Continued from Page 40) 


division of R. M. Hollingshead 
Corp., Camden, N. J., after more 
than 27 years of continuous service. 
He also is a director of the Na- 
tional Standard Parts Assn. 


S-P Shifts Sneary 
To Kansas City Post 


Tom F. Sneary, Studebaker- 
Packard district sales manager in 
Louisville, has been shifted to 
regional dealer development super- 
visor in Kansas City. 

* * * 


Purolator Ups Thompson 


To Zone Managership 


George L. Thompson has been 
appointed zone manager for Puro- 
lator Products, Inc., it has been 
announced by 
James B. Light- 
burn, general 
sales manager, 
After Market di- 
vision. Thompson 
will be in charge 
of the New Eng- 
land States, New 
York State and 
the Metropolitan 
New York zone. 

Having joined 
Purolator in the 





G. L. Thompson 


experimental department, Thomp- 
son became a district representa- 
tive in 1935 and a district manager 
in 1938, which position he has held 
until the present. 

* * 


* 


Shaw and Connell Picked 
For New Posts at Dodge 


Dodge has announced two new 
appointments in its marketing 
and advertising departments. | 

Ray Ayer has been named 
market analysis manager, accord- 
ing to E. F. Shaw, assistant 
sales organization manager, Jack 
W. Minor, advertising and mer- | 
chandising manager, announces | 
that Harold F. Connell has been 
appointed show and exhibit man- 
ager. 








Clark Equipment Selects 


Regional Sales Manager 


John J. Miynski has been named | 
central region sales manager for | 
the Industrial Truck division of 
Clark Equipment 
Co., Battle Creek, 
Mich., according 
to L. A. DePolis, 
general sales 
manager. 

Mliynski will 
make his head- 
quarters in Chi- 
cago and will 
have supervision 
of sales in Illi- 
nois, Iowa, Mich- 
igan, Wisconsin, 
Minnesota, North 
kota, Nebraska, Texas, Missouri, | 
Arkansas, Oklahoma, parts of In- | 
diana and Tennessee, and the 
Canadian provinces of Quebec and | 
Ontario. Mlynski formerly was dis- | 
trict sales manager on the Clark | 
factory staff. | 








John J. Mlynski 
and South Da-| 


a 


FWD tats “ame 


And Services Director 


John G. Thompson has been| 
named director of parts and serv- | 
ices of Four Wheel Drive Auto Co., | 
Clintonville, Wis., G. F. DeCoursin, | 
vice-president of. sales, announced. 

A former FWD sales staff mem- 
ber, Thompson has been with 
Westinghouse Electric for the past 
four years. His new position is one | 
of coordinating the direction of the | 
parts and service departments. 

* * 


AC Reassigns Grimm 


James W. Grimm has been ap- | 
pointed Philadelphia regional man- | 
ager in the replacement-sales de- | 
partment of General Motors’ AC} 
Spark Plug division. He succeeds | 
James F. Kingsley, who is ill. | 
Grimm previously was assistant | 
regional manager in New York. 

* * * 


Houdaille-Hershey Makes 


Changes in Management 


Several changes in management | 
of Houdaille- Hershey Corp., De- 
troit, have been made since the 


|firm’s acquisition of Frontier In- | 
Ralph F.| 


dustries, Inc., Buffalo, 
Peo, president, announced. 
Robert L. Wilson succeeded T. R. 


|Oakes as treasurer and Oscar F. 
|Schettler is the new _ secretary. 


Thomas S. Banbridge and A. E. 
Lowry have been elected assist- 


ant treasurers and Charles Wright | 


III and William E. Speer, assist- 


ant secretaries. Gerald C. Saltarelli, | 
vice-president of operations, heads | 
|the new management structure. 


* * = 
Resolute Insurance Elects 


Scribner as President 

The election of Edward K. 
Scribner as president and mem- 
ber of the board of directors of 
Resolute Insurance Co., Hartford, 


Conn., has been announced by | 


the company. 

He succeeds Louis Morganstern, 
who resigned to become chair- 
man of the boafd. Scribner pre- 


viously was associated with 
Stuyvesant Insurance Group, Al- 
lentown, Pa. Resolute writes 
physical damage insurance on 
financed autos for banks, auto- 
mobiles and independent finance 
| companies. 

oa * 


GMAC Appoints Webb 


R. B. Webb, for 18 years a mem- 
|ber of the Los Angeles branch of 
General Motors Acceptance Corp., 
has been appointed manager of the 
a new branch in Inglewood, 
| Calif. 


* x * 
Speedi-Dri Appoints 
District Sales Chiefs 
Edmund C. Corbett and Doug- 
| las M. Lyon have been named 


district sales managers for 
Speedi-Dri Corp., Philadelphia. 





Corbett will operate in Illinois, | 


Indiana and Wisconsin, and Lyon 
| in western Pennsylvania, Ohio 
| and New York, exclusive of the 
| New York City area. 


| eo 


Hoge, Meredith Selected 


Fidelity & Deposit Co. and Amer- 
|ican Bonding Co. have announced 
|the appointments of Charles E. 
| Hoge and Everett T. Meredith as 
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manager and associate manager, 
respectively, of their Louisville 
branch. The pair succeed George 


Horschel, who has retired. 
7. a * 


Clark Equipment Appoints 


Andrews to Axle Post 


Appointment of Robert C. An- 
drews as sales manager for the 
axle division of Clark Equipment 
Co., Buchanan, 
Mich., has been 
announced by C. 
A. Fenn, division- 
al manager. 

Andrews will 
be responsible for 
supervision of the 
division’s broad- 
ended sales ac- 
tivities, including 
po acess and 

ealer organiza- 

eich ecnen tion. For the past 
15 years, he was with Vickers, Inc., 
in production, sales and sales co- 
ordinating engineering. 
* * * 


|Telford Succeeds Siegrist 


At Fruehauf of Canada 


R. J. Telford will succeed Walter 
W. Siegrist as general manager of 
Fruehauf Trailer Co. of Canada, 


“ _ 


Ltd.,  oietiod to Roy Fruehauf, 
president. 

Siegrist, a vice-president of the 
parent U.S. company, has com- 
pleted his assignment of reorganiz- 
ing the Canadian firm. Telford had 
been Canadian branch manager of 
Reo Motor Truck Co 


* * * 


Decker Named Assistant 


To Wine at Auto-Lite 


J. S. Decker has been appointed 
administrative assistant to L. A. 
Wine, vice-president, it has been 
announced by James P. Falvey, 
president of Electric Auto - Lite 
Co., Toledo. 

With headquarters in Detroit, 
Decker will work with the com- 
pany’s original equipment cus- 
tomers. He joined Auto-Lite in 
1934 as a test engineer, and in 
1936 was transferred to the sales 
engineering department, He was 
made head of the department in 
1952. 


Regan Marks Anniversary 


E. H. Regan, vice-president of 
Wheels, Inc., has observed his 30th 
anniversary of joining the firm. He 
started, the firm announced, as a 
clerk on the parts department 
counter. 
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VAPOR CONDENSER — The Klemm 
Vapor-Liminator is said to prevent vapor 
lock by condensing fuel vapors. The de- 
vice mounts in the fuel line and also con- 
tains a filter. The Vapor-Liminator comes 
in two models: KVL-V8 (for Ford, Lincoln, 
Mercury), and KVL-U2 (for all others). 
Klemm Products division, Klemm Automo- 
tive Products Co., 1718 N. Damen Ave., 


Chicago 47, lil. 
* x 





STEEL FILES—To show that York steel 
transfer files are strong enough to be 
stacked, a Buick was lowered on four of 
them. Loaded files weigh an average of 
80 pounds it is said, but each of the 
above files is carrying 1,000 pounds, ac- 
cording to the manufacturer. York Safe & 
Lock Co., 818 S. E. Mulberry Rd., Canton 
2, 0. 


* * x 

Brake Lining Compound 

Controlite is a mineral compound 
which is said to penetrate, seal and 
balance brake lining surfaces, fill- 
ing in the low spots that may cause 
grabbing or squeaking. It comes in 
14-ounce cans. Controlite Co., 410 
N. Garfield Ave., Monterey Park, 
Calif. 





WIRING PACKAGE—A wire service kil 
is supplied free of charge to purchasers 
of its contents. It contains an assortment 
of Triflex wire, solid copper solderless 
terminals and a new crimping tool de- 
signed to eliminate pierced and broken 
terminals. The spools of wire fit across the 
top and the terminals are in the drawer, 
_which is available separately. Triple-A 

Specialty Co., 2101 W. Walnut St., Chi- 
cago 12, Ill. 





FIBER CAN—“Sprint,” a tablet-type car 
wash made by Simoniz, is packed in a 
four-color foil label can. The container 
is designed to guard the contents against 
moisture. Directions are printed on the 
label. Container Corp. of America, 38 S. 
Dearborn St., Chicago, i. 

* 


Flashing Red Light 


Warns Approaching Cars 


Safety Warning Signa] Co. has 
marketed the Warn-O-Flash, which 
the firm says beams an intermit- 





a distance of 2,000 feet and pene- 
trates haze and fog. 

The company says it also has 
uses around the home or in a 
business establishment. The bulb is 
said to be designed so that it will 
not go out when jarred or dropped 
and is contained in the dome of 
the unit which is composed of 
vyrene. Full details can be obtained 
by writing the company at 1800 
Coney Island Ave., Brooklyn, N. Y. 





AISLE MARKERS.—Offered as a lower- 
cost, quicker way of marking aisles, lanes 
and parking spaces are the Brady aisle 
markers and directional arrows. Made of 
vinyl plastic, backed with a heavy-duty 
adhesive, they come in five stock colors: 
Yellow, red, green, orange and white. 
They are said to stick fast to clean, dry 
floors or pavement without moistening. The 
markers are .005 inches thick. W. H. Brady 
Co., 727 W. Glendale Ave., Milwaukee 
12, Wis. 





MPG COMPUTER—An aluminum com- 
puter that tells at a glance the number 
of miles per gallon used is available to 
motorists, fleet operators and sales man- 
agers. By moving the slide to number of 
“miles run,” the “miles per gallon” shows 
in figures opposite the number of ‘‘gal- 
lons used.” MRMCO, 801 S. Ada St., Box 
J-8, Chicago 7, Ill. 

7 





er a 


FILTER ATTACHMENT—Big Inch fits into 
the oil filter between the inside of the 
shell and the outside of the filter element 
or cartridges to give free flow and wash 
of oil and entrained acids. The magnesium 
in Big Inch is intended to be eaten away 
by oil-borne acids. Manning Magnesium, 
727 National City Bank Bidg., Cleveland 
14, O. 


SLIP JOINT PLIERS—Model H16, H18 
and H110 pliers have a wire-cutting slot; Jennite J-16 Protects 


ahead of the bolt for extreme leverage. 
The jaws will hold both small and large 
objects. Diamond Calk Horseshoe Co., 


tent red flash that can be seen for! Swanson St., Duluth, Minn. 





NUT DRIVER DISPLAY—A compact metal 
display for counters, featuring seven alloy 
steel nut drivers, has been introduced. The 
display, known as ND 70, is 914 inches 
wide. The nut drivers have 3-inch blades 
and fit nuts from 3/16 to % inches. 
Handles are made of unbreakable amber 
plastic. Great Neck Saw Mfrs., Inc., Min- 
eola, N. Y. 





CAR COFFEE MAKER—The “Coffee Bar 
for Your Car" is a three-piece set for 
making coffee while driving. It consists 
of an aluminum bracket holding three 
plastic containers for sugar, instant cof- 
fee (or tea), and powdered cream; a 
slotted cup-heating unit which holds a 
mug-type coffee cup, and a three-foot 
cord with attachment to plug into cigaret 
lighter. Coffee Car-Bar Co., Box 116, 
Northbrook, Ill. 


# ses. nS saws ss 


PLASTIC GARAGE—The Car Castle is a 
Geon vinyl plastic coated nylon garage. 
The fabric is attached to a tubular steel 
frame with multiple spring action. The 
two center steel tubes are driven into the 
ground, and the fabric and frame fold 
against them. The car is driven between 
the posts, and the fabric is pulled over it. 
The garage folds into a compact package 
weighing 87 pounds. Domestic Film Prod- 


ucts, Millersburg, O. 
“a a 


Stontite Designed to Halt 


Water Leaks in Walls 


Stonhard Co. has marketed Ston- 
tite, which it claims will stop water 
leaks in basements, tunnels, dams 
or reservoirs. 

Details can be obtained by writ- 
ing the firm at 1306 Spring Garden 
St., Philadelphia 23, Pa. 


* as * 
















COUNTER DISPLAY—Eight Vu-Parts as- 
sortments of bright plated auto nuts, 
washers, cotten pins, screws and bolts are 
offered in a counter display. Each con- 
tainer is marked with size and is visible 
through the transparent plastic canisters. 
Dorman Products, Inc., 1004 Sycamore St., 
Cincinnati 2, Q. 

* * * 


Asphalt or Blacktop 


Maintenance, Inc., has developed 
Jennite J-16 to protect and pre- 





NEW PRODUCTS 


serve asphalt and black top pave- 
ments. 

It is applied, the firm said, in a 
liquid coating over new or old 
surfaces by brush, squeegee or dis- 
tributor truck. It is said to protect 
against frost damage, abrasion and 
oxidation. Further information can 
be obtained by writing the firm for 
Bulletin L-352-54 at Wooster, O. 





STRAPPING TOOL—The Royal HL Strap- 
per is claimed to make metal strap as 
workable as a rubber band. Designed to 
make permanent clamps of any size, the 
HL Strapper eliminates the need for hav- 
ing many different pre-measured clamps 
on hand, the manufacturer says. It uses 
such metal straps as copper, brass, regu- 
lar, galvanized and stainless steel. Inde- 
pendent Metal Strap Co., Inc., 230 Third 
St., Brooklyn 15, N. Y. 





MUFFLER — The Belond ‘‘Golden-Tone” 
muffler is packed with two kinds of fiber 
glass—a woven mat and the batt type. 
The perforations in the core are extruded. 
It can be used in either Belond dual ex- 
haust systems or in single setups. Southern 
California Muffler Corp., 11029 Washing- 
ton Bivd., Culver City, Calif. 

a. - = 
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NON-SPARKING WRENCH—The Berylco 
line of non-sparking tools has added a 
forged open-end wrench. As the inset 
above shows, the forged wrench is thin- 
ner than the cast type. It is also said 
to be lighter and stronger. The wrench 
is made of beryllium copper. Beryllium 
Corp., Reading, Pa. 

. 





AIR-CONDITIONER — The MIL-AC air| 


conditioner was designed for military trail- 
ers. Condensers are air cooled and require 
no water. Capacities range from three to 
13% tons. The units are said to operate 
under extreme climatic conditions. Ellis 
and Watts Products, Inc., Box 33, Cincin- 
nati 36, O. 





INDOOR ANTENNA—The Twin Ogyro 
uses twin dipoles of Ceroc, a specially 
processed wire. Said to be nearly invisible 
when installed, each dipole is wound on 
a@ combination spool and suction cup. 
Dipoles attach by suction to baseboard 
molding, window pane or sill. Tentenna, 
Inc., 122 E. Forty-second St., New York 
7, *. Y. 





AUTO HORN—Dual Trumpetone auto- 
mobile horns are designed for “under- 
hood” or outside installation on passenger 
cars. They will be warehoused and distrib- 
uted by the Automotive division of 


Wagner Electric Corp., St. Louis. Grover 
Products Co., 1219 S. Hope St., Los An- 
geles, Calif. 












HEADLIGHT DIMMER — An electronic 
delay to lessen headlight flicker is a fea- 
ture of the Dynotron dimmer circuit. Other 
features are a universal type mount and 
responsiveness to infrared light from tail 
lights. The entire unit is in a single metal 
case mounted inside the car. It comes in 
6- and 12-volt models. Dynotron Corp., 
Shaker Square, Cleveland, O. 

* * . 
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DRIVE TOOLS — Impactool 
two models, air and electric powered. Size 
5U (above) replaces the firm's Size 4U. 
The electric unit is said to be 25 per- 


is offering 


cent more powerful, but shorter and 
lighter in weight than the former model. 
Size 404 is a half-inch air-powered tool. 
It weighs five pounds and features a built- 
in regulator. Ingersoll-Rand, 11 Broadway, 


New York 4, N. Y. 
eae a 


Rust-Preventive Fluid 


A coating fluid named Ucon for 
coating hydraulic brake cylinders 
before storage is offered by Union 
Carbide & Carbon Corp., 30 E. 
Forty-second St., New York 17, N. 
Y. It can be used diluted or un- 
diluted and is available in several 
viscosity grades. 
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Minn., from Don Fox. The name /|Sales (Ford), in Chicago. The deal- 


Auto Dealer Changes 


Cc. C. Gunn has been awarded an 
Oldsmobile franchise in San An- 
tonio and will operate as Gunn 
Oldsmobile Co. Gunn said he in- 
tends to build a new building later 
to house a complete service depart- 
ment and showrooms. 

* * + 


Miller and Sons Open 


Hudson Deal in N. C. 


J. H. Miller, who has been in 
the automotive business in Win- 
ston-Salem, N. C., for nearly 40 
years — starting in 1916 with a 
repair garage—has opened a new 
Hudson dealership there. 

For the past three years there 
has been no Hudson dealership 
in Winston-Salem. His sons are 
associated with him in the firm, 
Miller and Sons, Inc. They are 
James H. Miller, vice-president; 
Jack D. Miller, secretary, and 
William G. Miller, treasurer. 


* * * 


Vermont Nash Deal 


Arenie Wilbert has opened Amer- 
ican Auto Nash Co. in Burlington, 
Vt. Wilbert will convert the store 
of his American Auto Paint Shop 
into a showroom. E. Crane is the 
firm’s sales manager. 

* * + 


D & R Motors Quits 


D & R Motors (Dodge- Plym- 
outh), Hastings, Neb., has gone out 
of business, ending with an “auc- 


tion price” sale of its stock of used | 


cars. D. K. Burgess said the move 
was caused by the injury of his 
partner and that he would not have 
the time to devote to the Hastings 
business. ‘ 

= * 


Pasadena Nash Moves 


Pasadena Nash Co. has moved to 
its new quarters at 1110 S. Richey 
St. in Pasadena, Tex. The firm is 
headed by R. L. Turner. 

. * 


Martin Motors Sold 


Martin Motors, Inc. (DeSoto- 
Plymouth), Milwaukee, has been 
purchased by Frank W. Schen- 
kenberger, who previously oper- 
ated DeSoto-Plymouth and Lin- 
coln- Mercury dealerships, but 
most recently has been in the 
used-car business. Martin Motors 
was owned by a group of Chicago 
businessmen. It will continue to 
operate under the same name. 

e 2 ” 


Bellefontaine Nash 


Forrest B. Thompson, Edward C. | 


Thompson and Richard H. Fine- 


frock have opened Bellefontaine 


(O.) Nash Sales, Inc. 
* 


+ 


Mozur Switches te Nash 


Mitch Mozur has taken over the 
Nash dealership for Steubenville, 
O. He had handled Packard for 
eight years. 

* * 


Kosanke Buys Phillips 


David Kosanke, American Falls, 


Id., has bought Phillips Chevrolet 
Co., Downey, Id., and will add an 
Oldsmobile franchise. 

a aa * 


Bundy Opens Buick Deal 


L. A. Bundy, Brigham City, Utah, 
has been awarded a Buick fran- 


chise in Logan, Utah, and has| 


opened in the downtown district as 


Bundy Motor Co. He has sold his | 


Brigham City dealership. 
+ e + 


Petersen Buys Pontiac 


From Brother, Sister 


Carl Petersen has purchased 
Marchi Bros. Pontiac in High- 
land Park, Ill., and will operate 
it as Petersen Pontiac. 

Joseph Marchi and his sister 
Mrs. Anna M. Bertolini, had 
owned the company for 19 years. 
Petersen said he will remodel the 
showroom-service department 


and the used-car lot. 
cm * x 


Jarman Sells to Weiler 


Roy Jarman has sold his Chevro- 
let dealership in Oregon City, Ore., 
to Ben E. Weiler and has retired 
from the auto business. Jarman 
opened his first dealership in 1927 
and formed the Oregon City com- 











pany in 1933. Weiler is a former 
Packard dealer. 
* * + 


Alhambra Motors Sold 


Alhambra Motors (Dodge- 
Plymouth) has been sold by 
George A. Koepsall in Alhambra, 
Calif. to Keith B. Galvin, who 
will continue to operate the deal- 
ership under its present name. 
Koepsall will devote his time to 
other interests in the auto busi- 
ness, he said. 

x * + 


Myers Buys Ford Deal 
Ernie Myers, who formerly was 
associated with Ross Motors 
(Ford), Middletown, O., has pur- 
chased Hale Ashcraft’s Ford deal- 
ership in Greenville, O. 
+ * +. 


Ripple Buys Out Fox 


Bob Ripple has purchased Fox 
Pontiac - Cadillac Co, Willmar, 


has been changed to Ripple 
Pontiac-Cadillac Co. 


Five Ford Franchises 
Assigned in Minnesota 


Five new Ford franchises have 
been assigned in Minnesota. They 
are: 

Kraemer Motors in Winsted, E. 
S. Kraemer, dealer; Sebeka Motors 
in Sebeka, John S. Nelson; Falcon 
Co. in Fairbault, William R. Scar- 
borough; Larson Ford Sales in 
Jasper, Theodore F. Larson, and 
Janesville Oil Co. in Janesville, 
George Strunk. 

oa 


* x 


Corcoran Handles Buick 


Corcoran Buick is a new dealer- 
ship in Renton, Wash. The firm is 
headed by John F. Corcoran, for- 
merly of Seattle. 

> & 


Johnson Takes Ford 


Johnson Co. has received a Ford 
franchise at Huron, S. D. Gardner 
R., Don, Paul and E. P. Johnson 
are partners in the firm. 

* * * 


Prior Motor Sales Opens 
Robert E. McCarthy and Phil 


‘Contant have opened Prior Motor 








Still Adjusting 
Valve Clearance 
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There’s a P&G VALVE-GAPPER for 
almost every OHV gas engine... . 
Ask your jobber for the model best 


suited to your needs. 


Models also available for GM-71 


and 110 series Diesel 


Cummins and other Diesel engines. 





engines, 


Chevrolets. 
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‘55 Chevrolets, Pontiacs 


Model 121 expressly designed 
for Chevrolet and Pontiac ‘55 
V-8 engines. Also fits all other 





ership replaces Fagan Motor Sales. 
* * * 
Ford Franchise to Weber 


Weber Motors has been named 
a Ford dealership in Elmwood, Wis. 
Lawrence Weber is the dealer. 

* * * 


Oberg Ford Dealer 


Russ’ Garage is a new Ford deal- 
ership in Bay City, Wis. Russell 
J. Oberg is the dealer. 

* +” te 


Danielson Opens Firm 


Danielson Pontiac Co. is a new 
dealership in South St. Paul. Roy 
Danielson is the dealer. 

* 


Ohio Packard Deal Opens 


Ferd A. Wannemacher has been 
appointed a Packard dealer in 
Celina, O. 


Chevrolet Deal Sold 


In Independence, Mo. 


Oscar Maples has purchased 
Bostian Chevrolet Co., Independ- 
ence, Mo., from Kenneth Bostian 
and will operate the firm as 
Oscar Maples Chevrolet Co. 

Maples plans to retain the pres- 
ent building for make-ready and 
a body shop and will also keep 
the used-car business, but will 
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move the sales showroom to his 
own building, where he formerly 
operated an auto dealership. 


Ford Deal Purchased 


The Willoughby (O.) Ford deal- 
ership has been sold to William L. 
Thomas, Inc., Cleveland. 

* * + 


Kelly Sells Austin Deal 


Harry Kelly Motor Co. (DeSoto- 
Plymouth), Austin, Tex., has been 
sold to U. 8. Automotive Service, 
operated by R. A. Green, Kelly, 
who has operated at the same 
location since 1923, is a former 
president of the Texas Automo- 


tive Dealers Assn. 
* + * 


LaCava Buys Quick Pontiac 


Carl LaCava, Cleveland, has 
bought the Quick Pontiac Co. in 
Ravenna, O. He will change the 
name of the firm to Advance Pon- 
tiac, Inc., and remodel the building. 

* + * 


King Sells Interest 


Wendel J. Redinger, new-car 
salesman at King-Dewell Motors, 
Newton, Kans., has bought the in- 
terest of A. W. King. Redinger is 
now secretary-treasurer of the 

(Continued on Page 44, Col. 1) 
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ing taken in conjunction with en-|sales manager. He will operate as 
largement of the company, he|Cole GMC Truck Co. Cole has been 
added. affiliated with the trucking indus- 
try for 10 years. 
+. 





Across the Nation .. . 


* 
Brown Buys Ark. Firm 

Byron D. Brown has purchased 
Williams Motor Co. (Ford) in 
Sheridan, Ark., and has changed 
its name to Brown Ford Sales. 
Brown will be president and 
general manager. 
* * 


+ * 


* * 


Willys Deal Adds Nash 
Lovering-Ziebarth, Inc. (Willys), 
| Milwaukee, has added Nash. 


* * * 


| Four New Buick Deals 


|Opened in Northwest 


* 
Cole Buys GMC Deal | Buick has announced appoint- 
William E. Cole II has purchased| ments of four new dealerships in 
General Motors Corp. retail truck| the Pacific Northwest. They in- 
facilities in Seattle, according to R.| clude: 


C. Woodhouse, GMC general truck John Corcoran at Renton, 


Auto Dealer Changes 


(Continued from Page 43) 





firm. King has been forced to leave | Chevrolet Co. have been taken by | 
the business because of illness. | Galles Motor Co., according to H. | 

Pg mes k le LL. Galles jr., Albuquerque, N. M. | 
Galles will own about 75 percent 
and Frank Groesbeeck sr. 25 per- 


cent, Galles said. The move is be- 


Galles to Incorporate 


Steps to form a new corporation 
to be named Galles - Groesbeeck 








They are designed to be molded of PLexicias.® That’s the 
reason why tail lights, parking lights, instrument panels, 
ornaments, dials and so many other functional and deco- 
rative parts on today’s cars give such good service and are 
so attractive in appearance. Car stylists know that parts 
molded of this acrylic plastic have rich, gleaming color 
... resist breakage and heat . . . can be molded accurately 
into large complex shapes . . . have outstanding resistance 
to rain, snow, or sunlight. 

For cars now on their drawing boards, designers are find- 
ing even more uses for PLExicGLas—right from the start. 


ROHM ¢ HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 
Detroit representatives: W. E. Biggers and 


R. C. Oglesby, 728 Fisher Building. 


Canadian Distributor: Crystal Glass & Plastics, Lid., 130 Queen's Quay at 
Jarvis Street, Toronto, Ontario, Canada 








Wash.; Maurice Crocker and 
Thomas Slipper at Bellingham, 
Wash.; Pete Beall (Buick - Pon- 
tiac) at Camas, Wash., and Marc 
Hatch at Cut Bank, Mont. 

aa * * 


Salesman Buys Deal 


Jay M. Marks, a salesman for 
| eight years at Cooke Chevrolet Co.. 
| has purchased McMillan Chevrolet 
|Inc., La Porte, Tex. He will chang« 
| the firm’s name to Jay Marks Chev 
rolet. 

* * * 


British Ford Franchises 


Seven U. S. Dealers 


The following dealers have been 
| appointed to handle British 
| Fords in the U. 8., according to 
Howard Lund, U. 8. manager: 

Cressman Thomas Motors, 
North Hills, Pa.; Silver Spring 
Auto City, Inc., Silver Spring, 
Md.; Trail Motor Sales, Miami; 
Havell Motors, Morristown, N. J.; 
Henry McClellan, Jacksonville, 
Fla.; Nelson & Ackerman, Water- 
| bury, Conn., and Fergus Motors, 
New York. 


*« * + 
Thompson to Open 
Thompson Chevrolet Co., Lake- 
view, Ore., has been organized by 
| Dean M. Alexander, Portland, Ore., 
| and will open soon. 
| * * 


Park Chevrolet Sold 


Park Chevrolet Co., San Saba, 
Tex., has been sold by B. J. Park 
to G. E. Duncan and Elmer Parks, 
both of San Saba. 

* * 





* 


Chillson Ends Career 


| The 52-year auto career of O. 
A. Chillson, president of Meridian 
Pontiac, Inc., ended when he sold 
his dealership to Morten Watson. 
Chillson has been associated with 
the industry at factory, distribu- 
tor and dealership levels since 
| 1903. The firm will be known as 
| Watson Pontiac, Inc. 
* oa * 





Mosier Joins Miskimens 


Charles Miskimens has sold a 
half interest in his American Auto 
Sales, Coshocton, .O., to Paul Mosier. 

= 7 * 


Pontiac Sold in Kansas 


Lindahl Pontiac Co., Russell, 
Kans., has been sold to Rein- 
Williams Equipment Co. The lat- 
ter firm sells International Har- 
vester products and will move 
the Pontiac dealership to its loca- 
tion. . 

* 


* 


Caspersen Takes Over 


E. J. Caspersen now is sole owner 
of the Kaiser-Willys dealership at 
Pendleton, Ore., having bought out 
H. A. Hildenbrand. The firm, 
formerly Caspersen & Hildenbrand 
Motor Co., now is known as Cas- 
persen Motors. 





= * 


Joins May & Mead 

Archie Zaraewki, for several 
years past associated with the Ken- 
dall Motor Car Co., Eugene, Ore., 
as general sales manager, has re- 
signed to become a partner in the 
May & Mead Co. (Chrysler-Plym- 
outh), Eugene. 
* = 


Skinner Buys Davidson 


Henry J. Davidson has sold 
Metropolitan Pontiac, Inc., Den- 
ver, to Percy Skinner, a former 
Buick dealer at Salt Lake City. 
Davidson had owned the firm for 
15 years. 

* * * 
Vontzs Buys Deal 


Albert W. Vontz of Dayton has 
purchased the Wilmington Auto 
Sales (Oldsmobile), Wilmington, O., 
from the estate of the late Arthur 
W. Chesney. 

~ 


* * 


Winfield Closes 


Ray Winfield Nash Sales, Xenia, 
O., has been closed. Ray Winfield, 
who operated the concern, has been 
in the automobile business 29 years. 

* ® * 


Goldie Chevrolet Sold 
Goldie Chevrolet, Inc., 208 Mill 
St., Milford, O., has been sold to 
Robert Williams, who formerly 
was associated with Tranter- 
Williams Motors, Inc. 
* * ~ 


Foust, Hughes Team Up 
Foust-Hughes Motors, Inc., is a 
new Lincoln-Mercury dealership in 
Ventura, Calif. Al Foust and 
Charles B. Hughes share the fran- 
| Chise. 











AUTOMOTIVE NEWS, JUNE 20, 1955 45 





Once again Oldsmobile is registering the year’s big success story! Sales stand at an all-time high . . . proof 
indeed that America goes for the “Rocket”. What’s the secret? Any Oldsmobile dealer will tell you 
that it’s not magic or good luck—it’s a combination of an outstanding product and top salesmanship. 
It takes a product with the power and performance, the style and the luxury the public demands 
today ... backed up by an aggressive, hard-hitting selling program! That’s why so many buyers are 
getting out of the ordinary and into an Oldsmobile. That’s why it’s smarter than ever to be with Olds! 


SOLOS MOB ! LE 


DIVISION OF GENERAL MOTORS CORPORATION «© LANSING, MICHIGAN 


sp nde ctoing cases 
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In the Letterbox 





(Continued from Page 12) 


the dealer’s throat under the cloak 
of another “original” part. This 
happened in the export field where 
they do as they please; but don’t 
let that fool you, the same thing 
goes on in a disguised fashion in 
the good old USA. 

Book snooping, hunting through 
invoices, checking on expenditures, 
checking stock, and generally using 
Gestapo tactics to stop “outside” 
buying is regular practice. Imagine 
the nerve of a factory representa- 
tive telling a parts man that should 
he continue to find evidence of 
“outside” buying, he would recom- 
mend a change of parts man to the 
management. And the slaves were 
supposed to be freed! 

Their attempts to “brainwash” 
people into believing that these 
so-called “original” parts are 
some super-duper creations, goes 
on continually. Even after one of 
the “biggies” public relations’ de- 
partment recently said that over 
20,000 suppliers furnished them 
approximately 65 percent of their 


the stamp of identification is the 
only real difference, Now, let’s look 
at the “original” accessory items. 
How they love to take some item 
that is made for them by some 
standard accessory manufacturer 
and plaster their label all over it 
and then proceed to jam it down 
their dealers’ throats. The dealer 
pays for the label and approval and 
dare not buy the same item on the 
“outside” for fear of offending the 
“biggie.” 

Over a period of years, thousands 
of items have been developed in the 
replacement field to be later incor- 
porated into the “biggies’” cars, 
etc.; and they claim all the devel- 
opment and engineering glory is 
theirs. To their claim of superiority 
and exclusive right to manufacture 
good quality parts, I answer in two 
words which I must say are closely 
related to a gentleman cow. 

One of the “big wails” by govern- 
ment agencies is “bring in proof” 


mony shows. And like in the re- 
cent Harley Davidson case, the 
alibi of the factory is “an over- 
eager representative.” But let this 
poor man fail to put the fear of 
the “biggie” into the dealers’ and 
parts men’s hearts and see how 
long he lasts on his job. It’s his 
job to “brainwash” this buyer 
| and one of his great weapons is 
| threat and spreading of fear. 
Here and there you find a dealer 
so completely “brainwashed” that 


he would not buy a replacement | 
part if he broke down in the mid- | 


dle of the desert, for fear the news | 
of such purchase would get to his 
factory. These “Casper Milque- 
toasts” are few and far between; 
and if they only could think, they 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 








53 Dealers Join Rootes 


In British Car Sales 


- LOS ANGELES. — Rootes Mo- 
tors, Inc. distributors of the 
British Hillman, Sunbeam, Hum- 
ber and Rover passenger cars and 
the Sunbeam Alpine and Arnold 
Bristol sports cars, have an- 
nounced that 53 new dealers have 
been added since the new-model 
premiere Feb. 3. 





would soon know that this claim 
of “original” is purely a lot of 
bunk. If one could suddenly pull 
the “outside” production parts out 


of one of these “biggies’” cars he| 


Current Prices on New Cars 


Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2.515 50; hardtop cpe., 
$2,542.50; conv., $2,748 (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline — 4-dr. 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094. 76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 


would be something liké the char- 
acter in Oliver Wendell Holmes’ 
story of the “One Horse Shay,” and 
probably find himself sitting in the 
middle of the road. 

I understand there are Congres- 
sional investigations and possibly 
some FTC checks going on; but 
unless they are going at it differ- 
ently than they have in the past, 
such actions will be about as pro- 
ductive ag the drops of water form- 
ing stalagmites, one inch per one 
hundred years. Until I can see 
more action and results, I will have 
the opinion that these “biggies” 
don’t give a hoot for the FTC or 
anything else that will limit their 
drive to take over the parts indus- 
try.—Georce LavuRENZ, Medina, O. 


436.25; hardtop cpe. 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2, 832. 82: Souiiee cpe., $3, - ae 
4 - dr. hardtop, $3,140; conv.; $3,27: 
(Hydra-Matic optional at $178. ‘35. ) 
PACKARD — Clipper Deluxe—4-dr. 
$2,585.53. Clipper Super — 4-dr. sed. 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4- dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53., Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 


PLYMOUTH—Piaza 6 — 4-dr. sed., $1,- 


$2,714.39; 4-dr. hard- 


sed., 
$2,- 


“ +. | 590.17; 4-dr. stat. wag., $2,974. Century— | 043.07; 2-dr. 2-seat Custom Ranch Wagon, .50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
parts, they continue to talk about and get the names and facts.” This 4-dr. sed., $2,548.17; hardtop cpe., $2,- | $2,108.64; 4-dr. 2-seat Country Sedan, $2,- cae: Seg 5 stat. wag., sh ote 56; 
original.” Let’s suppose that one [is 100 percent “hogwash,” as they | 600.56; 4-dr. hardtop, $2,733; conv., $2,-| 156.14; 4-dr. 3-seat Country Sedan,’ $2,-| 4-ar. 3-seat stat. wag., $2,158.25. Plaza V-8 
of these manufacturers—with all | know well it’s impossible to get = oot =e a toe ores eenee; Se a Ca ——/, 2: | —t-dr. sed., $1,884; 2-dr. sed., $1, een 
the il ~— i “* »876.17; “* 1530.96, 1.59. under — Hardtop, , ; 2-seat stat. wa 2,180; ‘4-dr, 2-seat 
ee oie i ened pe a = oar tae mas ee aoe : om. a conv. ($9,224.59. | Reedmaster—4-dr. sed. | conv., $3,019.30; combination hardtop-conv., Stat. wag., $2,261.75. Geer 0a. sed., 

e . . 36; Pp cpe., “09; CONV., | $3,234.30. (Fordomatic optional at . 1,879.50; "2. dr. sed., $1,836.50. Savoy 
won’t go for a “biggie” price for |The FTC and all the Congressional | $3,551.56. (Dynaflow standard on Road-/on conventional models, $215 on Thunder- oa dr. sed., $1,983; 2-dr. sed., $1,940. 
his work and decides to make | committees have powers amounting | M&s‘tr, SS an oe UDOGN ~ Sener Wen 0-6-4, act a en ete. 50: 4-dr. sed., 5 918.50: on 
: — Super Wasp 6 — 4-dr. sed.,| sed., $1,9 ardtop cpe., 

these parts and supply the re- jalmost to police power, they can| gapippac—series 62—4-dr. sed., $3,- | $2.290. Custom Wasp 6—4-dr. .ed., $2,-|2-seat stat. wag., $2,321.75. Belvedere V-8 
placement trade. Can anyone by | subpena, etc. Therefore, let them | 976.70; cl. cpe., $3,881.77; hardtop cpe., | 460; 2-dr. hardtop, $2,570. Super Hornet 6|—4-dr. sed., $2,052; 2-dr. sed., $2,039; 
any stretch of imagination believe [summon 25 parts men, and a like | $4,305.01; conv., §4,448,31. Series 60 Spe- | —4-dr. sed., $2,565. Custom Hornet 6—4-dr. | hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
that these later produced parts I -dt. sed., $4,728.32. Series 75—8-|sed., $2,760; 2-dr. hardtop, $2,880. Super|2-seat stat. wag., $2,425. (PowerFlite op- 


will be inferior? 





amount of factory representatives, 
as well as members of the replace- 


pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 


Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 


tional at $178.30.) 


PONTIAC — Chieftain 860 — 4-dr. sed., 


How silly! In hundreds of cases, | ment trade, before them and I will | standard.) top, $3,145. (Hydra-Matie optional on sixes | ¢o 163 62: 2-dar. sed., $2,105.45; 2-dr. stat. 
gamble they will have all the evi-| CHEVROLET — (Prices are fcr 6 - cyl. | *t $178.85, Ultramatic on V-8s at $199.) | wag. $2,434: 4-dr. stat. wag., $2,518. 

d f i h models; for V-8, add $99.)—-One-Fifty—4.| _IMPERIAL—Oustom—4-dr. sed., $4,483.- | Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 

e ence of coercion, etc. that they | 4," sed. $1,723; 2-dr. sed., $1,685; utility | 25; hardtop cpe., $4,719.75. Crown—8-pass. | sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
This Outfit Offers will ever need. sed., $1,593: 2-dr. stat. wag., $2,030. Two-|Sed., $6,972.50; lim., $7,094.75. (Power- stat. wag., $2,603. Star Chief Deluxe — 





Ford to Fiat 






I doubt that there is a parts 


guts and ability to see extra 
profits and bought “outside.” The 
factory road men are the “dirty 


Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 


262; Nomad 2-dr. stat. wag., $2,472. Cor- 
vette—6-cyl. conv., $2,799; V-8 conv., $2,- 
934. (Powerglide optional at $178.35.) 


Flite standard.) 
KAISER—Manhattan—4-dr. sed., $2,670. 


overdrive as standard equipment.) 
LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 


4-dr. sed., $2,362; conv., $2,691. Star Chief 


© cl, cpe., $1,835; 2-dr. stat. wag., $2,079; 4- Custom—4-dr. sed, $2, 455; Catalina, $2,- 

Ever thin from man in the USA that has not felt | ar. valk. 4 $2,127. Bel yo Dang sed ,| Darrin 161—Conv., $3,668. (Hydra-Matic | 499; Safari 2-dr. stat. wag., $2,962. (Hy- 
factory pressure if he had the | $1,932; 2-dr. "sed., $1,888; hardtop cpe.,|°Ptional at $178.20 on Manhattan; not | dra-Matic optional at $178.35.) 

$2,067; conv., $2,206; 4-dr. stat. wag., $2,-|@Vailable on Darrin 161, which carries; pamBpLER—Deluxe—4-dr. sed., $1,695; 


2-dr. sed.. 
798° 2-dr. sed. 
$1,869. Custom—4-dr. sed., $1,989; hard- 


$1,585. Super—4-dr. sed., $1,- 
$1,683; 2-dr. stat. wag., 


PARIS, France. — A purchase —4-dr. sed., $3,752; hardtop cpe., $3,910; 
S rk” bo b CHRYSLER—Windsor Deluxe—4-dr. sed., “$4.071.50. (Te naeurd top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
plan for ’55 American and Euro-| W° ys, as the oil case testi- | -.\¢60.25; Nassau hardtop epe., $2,103.25; | OnvsigS4 071.50. (Turbo-Drive standard.) | are-nistic optional at $178.85.) 
pean automobiles has been offered Newport hardtop cpe., $2,818.25; conv.,| 076.50; 2-dr. sed., $2,217.50; sport. cpe,| _STUDEBAKER—Champion Custom — 4- 


to U. S. military and service per- 





$3,000.25; 4 dr. stat. wag., $3,332.25. New 


$2,341; stat. wag., $2,685.50. Monterey — 


dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 


Yorker Deluxe—4-dr. sed., $3,494.25; New-|4 Gr sed.. $2,400: .. $2,464.50; | Champion Deluxe—4-dr. sed., $1,885.16; 2- 
sonnel serving in the European U sed-( ar Not port hardtop epe., $3,652.25; St. Regis | sict) Sux’ $5's43'50. Meseelain.-aaie sed. | ar. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
theater. hardtop cpe., $3,689.75; conv., $3,924.25; ° > stat. wag., $2,140.64. Champion Regal 

$2,685; hardtop cpe., $2,631; Sun Valley 
The deal was announced in a 4-dr. stat. wag., $4,209. 300—Hardtop cpe., glasstop, $2,711.50; conv., $2,712. (Mere- — 4-dr. sed., $1,993.27; 5-pass. cpe., $1.- 
full-page ad in the Overseas $4,110.25. (PowerFlite standard on New| 6 Matic optional $189.45.) po 974.50; hardtop cpe., $2,128.76; stat. wag., 

Yorker Deluxe and 300, optional at $189 METROPOLITAN — Hardtop, $1,145; $2,311.59. Commander Custom—4-dr. sed., 


Weekly by SAVAR, which de- 
scribed itself as exclusive overseas 
. representative of Imrasc Corp. In- 
ternational Vaduz. The ad said that 
40 makes in 196 models were avail- 
able at prices that compete with 
Post Exchange prices when no 
tradein is involved. 

Delivery was promised anywhere 
in Europe, North Africa, Near East 
or in the U. S. The financing 
offered was 20 percent down and 


PHILADELPHIA.—Stanley Hoff- 
man, executive secretary of the 
Philadelphia Used Car Dealers 
Assn., Inc., has resigned his post 
to specialize in management of 
national trade associations. 

Affairs of the group will be 
handled through Dempsey’s Auto 
Market and legal inquiries will be 
handled by Harold M. Rappeport, 


counsel of the association. 
Cd os * 


on Windsor Deluxe.) 


DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; =. $2,- 
823.75; 4-dr. stat. wag., $3,170.25. 

Flite — 4- dr. sed., $2, 726. 75; Sportsman 
hardtop cpe., $2,938.75: conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013, 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. ronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 


conv., $1,469 (both prices at coastal ports 
of entry.) 

NASH—Statesman Super 6—4-dr. 
$2,215. Statesman Custom 6—4-dr. 


sed., 
sed., 


Fire- | $2,385; 2-dr. harctop, $2,495. Ambassador 


Super 6—§2,480. 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965: 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


Ambassador Custom 6— President 


$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
Deluxe — 4-dr. sed., $2,310.50. 
Sensibens State — 4-dr. sed., $2, 380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 


sed., 


566; 4-dr. 3-seat stat. wag, $2,668.25. OLDSMOBILE — Series 88 — 4-dr. sed., WILLYS—Custom—2-dr. sed., $1,663.11; 

24 months for overseas delivery or | p> 41ossandro to Head Royal V-8—4-dr. sed., $2,310; hardtop | $2,362.09; 2-dr. séd.. $2.296.62: hardtop | 4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
36 months in the U. S. cpa... $2.386; 4-dr. 2-seat sta>. wag., $2,-|cpe., $2,474: 4-dr. hardtop, $2,546. Super| 795. Station Wagon — 2-wheel-drive, $1,- 
15; 4-dr. 


An alternative plan was called 
the 6 percent “lay-away.” Fox six 
$50 monthly payments, a service- 
man was promised delivery of a 
55 small European car or for six 
$75 payments a new 1955 large-size 
European or American car. The 
ad said that the layaway payments 
would draw 6 percent interest. 


The American makes offered | 


were Thunderbird, Ford, Mercury, 
Lincoln, Chevrolet, Buick, Pontiac, 
Oldsmobile, Cadillac, Nash, Stude- 
baker, Packard, Hudson, Willys 
Plymouth, Dodge, DeSoto and 
Chrysler. 


W. Pennsylvania Assn. 

PITTSBURGH. — Al! D’Alessan- 
dro, of suburban South Hills, has 
been elected president of the West- 
ern Pennsylvania Used Car Dealers 
Assn, 

He is a former treasurer of the 
organization and succeeds Ernest 
Nappi. Lenny Weisenberg was 
named treasurer. 

* Ed * 


Opens in Sioux Falls 


SIOUX FALLS, S. D.—(UTPS)— 
East Side Motors, a used-car firm 
owned by Joe Deckert, has opened 


3-seat stat. wag., $2,760.75. 


88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 


997.32. (Hydra-Matic optional at $178.55.) 


New Commercial Car Registrations, 
One State for May, 1955-1954. 






Truck registrations by states 
are released here weekly, as 

compiled by R. L. Polk repre- 
sentatives in state capitals. 







i Ilinois 55 1246 153 24 3076 
European makes were Opel, An- | ‘°F >usiness here. ‘54 a7] Stl aslo tee ae s| 101 3341 
ia, Peugeot, Zephyr, Consul, Pre- One State Reported "55| 1246 19} 247, «950 153| 275 24 7 % a F 3076 

~ Taunus, Mercedes, Jaguar,, andals Damage 15 Cars Te Date for May ‘54 | 1227) 31} 235] 951] ~—stg9| 553 | 10) 49| 17,38] 33} 3341 

tan ; NNE a os "55|  366| 76978| 1112| 20992) 92319| 17522| 33575| 2804, 624| 3779|  4258| 6348| _2146| 265103 

ae, seandard, Triumph, Ve-| MI POLIS. (OTPS) To Date ‘bal 398| 94280 951 20786 88428| 29910] 27499] 1847| 343472 4186| 42921 17791 272093 


dette, Versailles, Regenge, Trainon, 
Citroen, Aston Martin, Austin, Fiat, 
Alfa Romeo and Lancia. 


Vandals smashed windows and 
batteries in 15 cars at Mid-Lake 
Motors Investment Co. here. 





“The information contained in this report has been compiled from official state documents. 


Every reasonable precaution has been 
































exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


New Passenger Car Registrations, Two States for May, 1955-1954 





AM. MOTORS 
TOTAL 








Hlinois ‘55| 637 $02 1477 1043 741 1737 — 8307 217| 2335) 10859) 5348 1087; 9303; 4163 22876 | 40 441 531 90| 44243 
‘54| 333 = 687 458 928 ie 7168 2 1541} 8948) 4047 852 a“ 3252 | 1943 18584 66 91 137 “ 517 83 274| 34259 

tah ‘eal | 80 al 145| a 519 565 153 734 385 rr 253 225 1497 | 3 3| 23 4! | H 2873 
‘54 25 48 26 47| 104 225 378 " 91 486 234 183 123 1034 5 3 é 20 36 1824 

Two States Reported ‘55; 660 878; 1538) 1123 813| 1882 Jen| S03! rea 233| 2488) 11593) 5733 1137| | 9887| 4416 ss 24373 ! 43 4 459 554) 1013 108} 47116 
To Date for May ‘54 341 627 968 735 484 975| 2609} 4803) 7546 256 1632} 9434] 4281 898} 8938) 3435 19618 71 94 165 282 537 819 276| 36083 
Net Adj ‘| =I} el —3| ‘isan wh ii] <6 =| a | —7| —48| +10) 2) ae — 18) —50| | | | | =] =I} —i| 137 
ear ‘55| 14650 =| ‘eea| seni 41226| 96393) 222266| 416429| 472780, 9481| 110381| 592642| 246371| 5056! N17 _ 1108496 o9ee| sobs 3123| 3778) 16382) 34679| 51061! 12867|2227350 

To Date *54| 10985 809 38564} 38212] 27931| 51355) 138077) 255575] 417830) 12789) 101322| 531941; 159583} 32240 417% 111700} 116699} 842018 9052} 16789} 32753) 49542) 8514) 1735206 


“The information 
able precaution has 


=—s in this report has been compiled from official state documents. Every reason- 


received and tabulated at the time the report is published. = L. Polk & Co, cannot assume any liability 
exercised to insure accuracy of this report to the extent of the registrations 


by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Good Business 



















Everybody profits from this kind of cooperation. You, the 
independent garage man, get a helping hand with your par- 
ticularly tough repair jobs. Your Pontiac Parts Department 
Manager gains because he feels closer to your problems and is 
therefore more readily able to help you. And the Pontiac owner 
gains, too, because he directly benefits from the vast technical 
experience and know-how made available through this cooper- 
ation. Join with the thousands of other independent garage 
men throughout the country who are taking advantage of 
Pontiac dealers’ machine shop service and technical assistance. 
Put their facilities and experience to work for you. 


Pontiac Engineered Parts Insure 
Pontiac Engineered Performance 


mE 









WEST SIDE 
REPAIR \ 
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Used-Car Auction Prices 


Market Trend 


In its second upward trend in as many weeks, Automotive News 
used-car index last week rose $2 to $810. The index price represented 
the overall average price of all used cars sold at wholesale auction. 

Only two models failed to hold their own or gain in price over the 
previous week. The price of 50s dropped $7 and ’51s declined $11. The 
price of ’52s remained unchanged. 

Advances in prices were as follows: ’49s, up $1; ’48s, up $4; ’53s, up 
$5; ’55s, up $9, and ’54s, up $13. 

A record low was set in the price for 51s. 

Along with increasing price averages, the percentage of sales has 
shown an upward trend for two weeks. At a group of representative 
auctions last week, 73.4 percent of all units offered were sold. The 
ratio was 71.6 percent in the previous week and 62 percent in the 
week before that. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 





‘53 Bel Air 4-dr., $1,010; Two-ten 2-dr., 
$880; One-fifty 2-dr., $720. 52 SL De- 
luxe 2-dr., $690, $675; 4-dr., $560, $555, 


nesday. Prices are for sale of June 8.) $550. '51 SL Deluxe 4-dr., $460, $450, 
(Buying activity very heavy; especially $445. '49 SL Deluxe 4-dr., $350, $345. 
on clean Northern cars. Sold 76 cars out ’48 SM 4-dr., $150, $145. '47 FM 4-dr., 


$265, $260; SM 2-dr., $175, $170; %-ton 
panel, $245. '42 2-dr., $155, $150. 
CHRYSLER—’51 Windsor 4-dr., $465. 
FORD—’54 Custom (8) 2-dr., $1,235, $1,- 
215, $1,205. "53 Custom (8) 4-dr., $1,055, 
$855. 52 Custom (8) conv., $930; 4-dr., 


of 104 offerings.) 

BUICK — '51 Special 4-dr., $780*, $705; 
Riviera, $580, $570. °50 Special 2-dr., 
$545; 4-dr., $540, $395*. °49 Super 4-dr., 
$27! 


0. 
CHEVROLET—’54 Two-ten 4-dr., $1,125. 


$695, $690; station wagon, $800. '51 Cus- 
tom (8) 2-dr., $580, $530, $450; Deluxe 
(8) 2-dr., $465, $460; %-ton pickup, 
$405. °50 %-ton pickup, $450; Custom 
(8) club coupe, $335; 2-dr., $330, $325. 
49 Custom (8) club coupe, $225; 4-dr., 
$185, $180, $175. '39 club coupe, $320. 


MERCURY—’51 club coupe, $375. '50 4- 
dr., $250. 

OLDSMOBILE — '54 (98) conv., $2,415* 
(ps). °51 (98) 4-dr., $625*. '50 (88) 
2-dr., $655; (76) 2-dr., $295. °49 (88) 
club coupe, $455; 4-dr., $355. 

PLYMOUTH—’'55 Plaza (8) 4-dr., $1,700. 


'62 Cambridge station wagon, $785; 2- 
dr., $515. ’50 Special Deluxe coupe, $455. 
’49 Deluxe 4-dr., $460, $450. 

STUDEBAKER — ’52 Commander 4-dr., 
$555 


MISCELLANEOUS—’51 GMC %-ton pick- 
up, $420. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of June 3.) 

(Sold 169 cars out of 202 offerings.) 
BUICK—’55 Special Riviera, $2,750* (ps), 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$2,575* (ps); Century Riviera, $2,725* 
(ps), $2,650* (ps), $2,600* (ps). ’'53 
Super Riviera, $1,300*. '52 Special 4-dr., FL Deluxe 2-dr., $325. °48 SM 4-dr., 
$835*. ’51 Super Riviera, $625*. ’50 Spe- $300. 
cial 4-dr., $390*. ’°49 Super 2-dr., $305*. |CHRYSLER — ’50 Windsor club coupe, 
CADILLAC—’55 (62) coupe, $4,200* (ps). $400*. 
’53 (62) coupe, $2,350*, $2,325*, 52 (62) | DODGE—’55 Royal Lancer, $2,300*. ’54 
coupe deVille, $2,000*% ‘51 (61) 4-dr., Coronet 2-dr., $575. ’48 2-dr., $200. 
$1,200*. '50 (60) 2-dr., $1,145*. '41 (62) | FORD—’55 Fairlane (8) Victoria, $2,475* 
4-dr.. $240 (ps), $2,265, $2,150; 4-dr., $2,350°; 
CHEVROLET — ’55 Bel Air (8) Sport conv., $2,150*, $2,050*%; Town sedan, 
coupe, $2,030*, $1,980, $1,975*, $1,900*, $2,125*; Custom (8) 4-dr., $2,000, $1,- 
$1,805*; Two-ten (6) 4-dr., $1,650; %- 805*, $1,800, $1,750. °54 Custom (8) 
ton pickup, $1,750. °54 Bel Air 2-dr., 4-dr., $1,240; conv., $1,200. ’53 Crest 
$1,130; Two-ten 2-dr., $1,150. °53 Two- (8) Victoria, $1,180; Custom (8) 4-dr., 
ten 4-dr., $975*; Bel Air 4-dr., $950, $1,075*, $950*; Custom (6) 4-dr., $825°*; 
$880. °52 FL Deluxe 2-dr., $750. ’51 SL Main (6) 2-dr., 2 at $700, $650, ’52 Cus- 
Deluxe Bel Air, $550*%, $460*%; 4-dr., tom (8) 2-dr., $850*, $725; 4-dr., $800, 
$550, $500*. '50 SL Deluxe 2-dr., $365; $750*; conv., $680; Main (6) 2-dr., $400. 








For Really Smooth Jobs 


..add Diizlers 


DX-1400 


Enamel Equalizer | 


ge 


Puts more solids 
in finishing enamel... 
Improves flowout... 
Reduces danger of sags, runs and 
wrinkles... Gives you faster, 
more thorough drying... 
Produces better-looking work 

at less cost! 
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thickness often causes. 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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@ Today’s motorists are more concerned 
than ever with the sleek appearance of their 
cars. They expect greater smoothness and 
luster from the refinishing work you do. And 
you can meet their most critical demands by 
using Ditzler’s DX-1400 Enamel Equalizer. 


DX-1400 is a highly concentrated additive 
for use with synthetic enamels. It adds solids 
which become a part of the finish. It gives 
better flow and lessens danger of sags and 
runs. It prevents wrinkles that excessive film 


With the addition of DX-1400 you also get 
a better gloss and greater depth of color 
from your finishing enamel. At the same 
time it dries more speedily and thoroughly. 
And you get all these benefits by adding as 
little as one ounce to a quart of enamel. 
Whether you air dry or bake you'll find 
Ditzler’s DX-1400 Enamel Equalizer hel 

you do better refinishing at lower cost per job. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company: 
Detroit 4, Michigan 


DITZLER 


PAINTS © GLASS * CHEMICALS © BRUSHES © PLASTICS + FIBER GLASS 

















*51 Custom (8) conv., $520, $450; 2-dr., 
2 at $500. '50 Custom (8) 2-dr., $475. 
HUDSON—’51 Hornet 2-dr., $310*; Super 
(6) 2-dr., $230; Pacemaker 2-dr., $210. 

’41 (6) 2-dr., $140, 

LINCOLN—’ 51 4-dr., $425. 

MERCURY—’55 Custom 2-dr., $1,800. ’54 
Custom 4-dr., $1,600*,. ’°52 Monterey 
4-dr., $875, $750. ’°51 Custom 4-dr., $560, 
$520°. 

NASH—’52 Statesman 4-dr., $600; Ram- 
bler sedan, $395. ‘50 Statesman 4-dr., 
$150. ’°49 Statesman 4-dr., $100. 

OLDSMOBILE—’55 (88) Holiday, $2,775; 
Super sedan, $2,500*. ’54 (88) Holiday, 
$1,800* (ps). ’52 (88) Super conv., $975* 
(ps); 4-dr., $680, $675*. ’51 (88) Holi- 
day, $700*. ’50 (88) 4-dr., $610*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 


750*, $1,690, $1,685, $1,675. °54 Savoy 
4-dr., $1,250; Belvedere 4-dr., $1,075*, 
$970*; Plaza coupe, $1,000. ’53 Cran- 


brook 4-dr., $815, $760, $725*. °52 Cam- 
bridge station wagon, $750. °51 Cam- 
bridge 2-dr., $430; Concord 2-dr., $395. 

PONTIAC—’55 Chieftain (8) conv., $2,550* 
(ps); Catalina, $2,150*. ’53 Chieftain 
(8) 2-dr., $1,075*; Chieftain (6) 2-dr., 
$900. ’°52 Chieftain (8) 4-dr., $650*, ’51 
Silver Streak (8) 4-dr., 2 at $650*. °50 
Silver Streak (6) 4-dr., $350. ’°48 Tor- 
pedo (6) 2-dr., $145, $130. 

STUDEBAKER — '54 Commander coupe, 
$1,100*; Champion coupe, $1,000. ’53 
Commander coupe, $910*, $800. ’52 Com- 
mander 4-dr., $490. ’50 Commander 4- 
dr., $400. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of June 7.) 
(Market steady to strong on all inter- 
mediate models. °55 models seem to be 
somewhat off, Sold 77 cars out of 106 
offerings.) 
BUICK—’55 Special Riviera 2-dr., $1,890. 
’54 Century 2-dr., $1,830*. '53 Super club 


coupe, $1,405* (ps); Special 4-dr., $1,- 
070*. 52 RM Riviera 2-dr., $1,050*. ’51 
Super Riviera 2-dr., $800*, $630*; Spe- 


cial 2-dr., $635*. ’50 Super Riviera 4-dr., 
$465, $405*, $395. '49 Super 2-dr., $340; 


RM 4-dr., $300*. '48 RM sedan, $165*. 
CHEVROLET—’55 Bel Air (6) 2-dr., 2 at 
$1,650; Two-ten (6) 2-dr., $1,560. ’54 
Two-ten 2-dr., $1,165. ’°53 Bel Air conv., 
$1,225* (ps); 2-dr., $1,025; 4-dr., $880, 
$875; Two-ten 2-dr., $870; 4-dr., $825. 
752 SL Deluxe 2-dr., $655, $505. ‘51 SL 


Deluxe Bel Air, $535*; SL Special club 
coupe, $490, $325. °50 SL Deluxe 4-dr., 
$505; 2-dr., $375, $285, $235; 4-dr., 
$295*. °49 SL Deluxe 4-dr., $235. 
DeSOTO—’52 Fire Dome (8) 4-dr., $605* 
(ps). ’50 4-dr., $320. 
DODGE—’52 Meadowbrook 4-dr., $450. 
FORD—’53 Custom (8) 2-dr., $930. °52 
Custom (6) 2-dr., $575. ’51 Custom (8) 


2-dr., $505*, $480; 4-dr., $480; Custom 
(6) 2-dr., $365. '50 Custom (8) 2-dr., 
$245; Custom (6) 2-dr., $245. ’49 Cus- 


tom (6) 2-dr., $185. 
HUDSON—’51 Hornet sedan, $240*. 
KAISER—’ 51 2-dr., $180*. 


MERCURY—’55 Custom 2-dr., $1,925. ’53 
Monterey club coupe, $1,200*. 

NASH — ’53 Statesman sedan, $700. ’52 
Rambler club coupe, $625. 

OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
680*. °53 (88) 4-dr., $1,155. °51 (98) 


4-dr., $650*, $635*. '50 (88) 4-dr., $410*. 
’49 (76) 2-dr., $275*. 
PACKARD—’51 4-dr., $580*, $530*. 
PLYMOUTH—’51 Cranbrook 2-dr., $365. 
"50 Deluxe station wagon, $405. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
050*. °’52 Chieftain (8) 2-dr., $675*, 
$550*. ’51 Silver Streak (8) club coupe, 
$725*. °50 Silver Streak (8) Catalina, 
$490*. ’°49 Silver Streak (8) 2-dr., $350*. 
STUDEBAKER — °54 Commander 4-dr., 
$1,200*. ’53 Champion club coupe, $825. 
’51 Commander 4-dr., $300*. '50 Cham- 
pion sedan, $150. 
WILLYS—’52 station wagon, $590. 


BOUND BROOK, N. J. 


(Plainfield Auto Auction, Inc, Sale every 
Friday. Prices are for sale of June 1.) 

(Market strong on real, sharp autos 
with prices off on rough ones. Sold 71 
cars out of 89 offerings.) 


BUICK—’55 Super Riviera, $2,675* (ps). 
’53 Super 4-dr., $1,100*. ’51 Special 2- 
dr., $530, $420. ’°50 Super conv., $550*. 

CADILLAC—’55 (62) conv., $5,100* (ps). 
"54 (62) conv., $3,950* (ps). ’53 (60) 
Special sedan, $2,450* (ps). ’51 (62) 
4-dr., $1,450*. 


CHEVROLET—’55 Bel Air conv., $2,050*; 
4-dr., *$1,775*; Two-ten 4-dr., $1,740*. 
’54 Two-ten 2-dr., $1,425*; 4-dr., $1,300*; 
Bel Air 2-dr., $1,350*. ’'53 Bel Air coupe, 
$1,100; Two-ten 4-dr., $1,075*, $965*. 
"52 SL Deluxe Bel Air, $925*; 4-dr., 
$825*. ’°51 SL Deluxe Bel Air, $755*. 
°49 SL Deluxe conv., $485*, 

CHRYSLER—’53 Windsor 4-dr., $1,200*. 
’52 Windsor Newport, $930. '50 Windsor 
4-dr., $350. '49 Windsor 4-dr., $300. ’48 
NY 4-dr., $180. '46 Windsor 4-dr., $105. 

DeSOTO — ’53 Custom 4-dr., $1,000. °52 
Custom station wagon, $1,090. 

DODGE—’53 Coronet station wagon, $1,- 
100*. ’48 Custom 4-dr., $290. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,225*. '54 Crest (8) Victoria, $1,650°; 
Main (8) station wagon, $1,550*. ’53 
Crest (8) Victoria, $1,280*; %-ton pick- 


up, $950. ’51 Custom (8) Victoria, $750°*; 
2-dr., $525*; 4-dr., $475. '50 Custom (8) 
2-dr., $400. 
HUDSON—’52 Wasp 4-dr., $600*, 
KAISER—’53 4-dr., $755°*. 
(Continued on Page 49, Col. 1) 
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2-dr., $2,280*. °53 Super 4-ar., $1,335. | PONTIAC — ’'55 Chieftain Catalina 4-dr., 


Used-Car Auction Prices 





"50 Super 4-dr., $400; 2-dr., $250. 

CADILLAC — '54 coupe deVille, $3,750* 
(ps). "52 (60) 2-dr., $1,755* (ps), $1,- 
645*. °49 conv., $845. 


$2,200*. °54 Chieftain (6) Catalina, $1,- 
560; Star Chief conv., $1,735. '53 Chief- 
tain (6) Catalina, $1,220; conv., $1,350; 
4-dr., $1,095; 2-dr., $1,125. '52 Chieftain 





49 


SL Special coupe, $330. '49 FL Deluxe 
4-dr., $350, $160; SL Deluxe 2-dr., $190; 
4-dr., $190. '48 SM club coupe, $200. 


CHRYSLER—’50 NY conv., $620*, 
DeSOTO—'54 Fire Dome (8) Sport coupe, 
























































CHEVROLET—’55 Two-ten 2-dr., $1,830*; = a - 2 = $1,750° 
4-dr., $1,650. '54 Two-ten station wagon, -dr., “the ver rea -dr., * ‘ 
$1,425, *53 Bel Air conv., $1,045; 2dr, $260. ecieuset ——. =. cones Be 
$990, $805, $785, $745. '52 Two-ten 4- | STUDEBAKER—’51 Champion 2-dr., $175; plomat, See". a ae ae 
(Continued from Page 48) 4 4 = " $400. °51 Meadowbrook 4-dr., $490*. '50 
dr., $600, $570, ’51 Bel Air 2-dr., $475,| 4-dr., $260; conv., $450. Wayfarer 2-dr., $390, '46 Custom club 

LINCOLN—'49 Cosmopolitan conv., $290*. , $375, ':9 SL Special 4-dr., $190, $165. ce eh hbk ae ta a Te ae eee. 

MERCURY—’53 Monterey 4-dr., $1,200*. | DODGE—’50 Coronet 4-dr., $110. 2-dr., $175, °47 SM 2-dr., $115. _ FORD—’55 Fairlane (8) Victoria, $2,170*; 
’52 Monterey 4-dr., $975*. '51 Monterey | FORD—’55 Fairlane (8) Victoria, $2,250*. |\CHRYSLER — '51 Saratoga club coupe, ALBANY 2-dr., $2,050°; Main (6) 2-dr., $1,620. 
2-dr., $650*. °50 4-dr., $450, °49 2-dr., ’53 Crest (8) Victoria, $1,145; Custom $675. °50 Windsor club coupe, $400. ’48 53 Custom (8) Victoria, $1,270 3 CONV.» 
$375. (8) 2-dr., $850; %-ton pickup, $550, ’52 Royal club coupe, $175. (Tim Anspach Auto Auction, Sale every $1,180; 4-dr., $1,040; 2-dr., $760°. *52 

NASH—’50 4-dr., $265. Custom (8) 2-dr., $790*. '51 Custom (8) | DODGE—’55 Coronet (8) club coupe, $2,- | Monday. Prices are for sale of June 6.) Custom (8) station Don, ga $770. 51 

OLDSMOBILE—’52 (98) Holiday, $1,275*. | 4-dr., $650*, $400*, $355; Deluxe (6)| 100. '53 Coronet 4-dr., $500; Meadow- (Strike-settlement news bolstered car Custom (8) 2-dr., $620*, $580, $540, 
"50 (98) 4-dr., $510*; (76) 4-dr., $450*. 2-dr., $275, $265. °50 Deluxe (8) 4-dr., brook club coupe, $695. '52 Coronet 4-dr.,| prices here today as the market swung $520*; station wagon, $520; Deluxe (8) 

PACKARD—'53 Patrician 4-dr., $1,275*. $240. '47 Deluxe (6) 2-dr., $200, $180.| $285. °51 Meadowbrook 4-dr., $405*. slightly upward on all kinds, Buyers in 2-dr., $450, $420. "50 Custom (8) 4-dr., 

PLYMOUTH — '52 Cambridge 4-dr., $610. | KAISER—’52 Deluxe 4-dr., $255. FORD — °'55 Fairlane (8) 2-dr. Country | large groups attended, accounting for the | $440°; 2-dr., $290; Custom (6) 4-dr., 
50 Cambridge 2-dr., $400. '49 4-dr., | LENCOLN—’49 Cosmopolitan 4-dr., $285*.| Squire, $2,175* (ps). '54 Crest (6) 4-dr.,| fast auction and high percentage sold. $260; Deluxe (8) club coupe, $250; De- 
$325; 2-dr., $310. MERCURY—’54 Custom 4-dr., $1,565*. '53| $1,275, $1,250, $1,035; 2-dr., $1,225, $1,-| Sold 149 cars out of 185 offerings.) Gee een Oe, Wee 

PONTIAC—'52 Chieftain (8) Catalina, $1,-| Monterey Hard Top, $1,220*; Custom| 150. "53 Custom (6) 4-dr., $805; Sun-|BUICK—'55 Special Riviera coupe, $2,-| {5} coupe, $250; 2-dr., $160°, $140. 48 
000*; sedan, $855*. | 2dr, $1,060. °46 2-dr., $165. liner, $1,225; Crest 4-dr., $1,125. °52| 510%, $2,400*. ‘53 Special Riviera coupe,| Deluxe (8) 2-dr., $130. 

STUDEBAKER — ‘53 Commander coupe, | OLDSMOBILE—’53 (88) 4-dr., $1,210*. Victoria, $920; Custom (8) 2-dr., $750. $1,170*, $1,015. ’52 RM conv., $600*, ’51| HUDSON — ’53 Hornet 4-dr., $810*, '49 
$750* PACKARD—’54 Clipper 4-dr., $1,560*, ’51 °51 Deluxe 2-dr., $490, $210; %-ton pick- Super 4-dr., $650, $570. ’50 Super 4-dr., Commodore 4-dr., $110. 

(200) 4-dr., $340, up, $530. ’50 Deluxe 2-dr., $290. '49 Cus-| $530*; Riviera coupe, $470*; RM 4-dr,, | KAISER—’51 Deluxe 4-dr., $330. 
NEW YORK. CITY PLYMOUTH — ’50 Special Deluxe 4-dr., tom club coupe, $200, | $410*%; Special 4-dr., $300*; 2-dr., $230°. | LINCOLN—'49 Cosmopolitan 4-dr., $180. 
’ $355. KAISER—’51 4-dr., $275. 49 Super sedanet, $190. MERCURY—'S4 4-dr., $1,520*. '53 2-dr., 

(Skyline Auto Auction, Sale every Tues- | PONTIAC —’55 Chieftain (8) 2-dr., $2,- | LINCOLN—'50 Cosmopolitan 4-dr., $750. CADILLAC — ’°49 (75) limousine, $485*; $970. '51 club coupe, $360*, '49 4-dr., 
day. Prices are for sale of June 7.) 040*. ’51 Silver Streak (8) Catalina, | MERCURY —’53 Monterey 2-dr., $1,175. (61) 4-dr., $760*; 4-dr., $590%; (62) | $220. — 

(A very heavy consignment of clean $505. ’51 Custom 2-dr., $565, $500. club coupe, $630*; 4-dr., $610*, '48 (62) | NASH—’52 Rambler conv., $620*; 2-dr., 
autos made for a strong sale. Market | STUDEBAKER—’53 Champion 4-dr., $545. | NASH—’55 Ambassador (6) 4-dr., $1,935. 4-dr., $390*. $460. '51 Rambler station wagon, $490. 
off on late models while others remain ’50 Commander 2-dr., $305*. ’49 Cham- ’52 Rambler 2-dr., $570. ’51 Statesman |CHEVROLET — '55 Bel Air (8) Sport | OLDSMOBILE—’55 (98) Holiday, $3,150* 
firm. Rough cars going home with same pion 2-dr., $205. 4-dr., $300, '50 Statesman 2-dr., $210,| coupe, $2,170*; 4-dr., $2,000*; Bel Air| (88) 4-dr., $2,575*; Holiday, $2,710°*, 
owners, Sold 108 cars out of 163 offer- | WILLYS —’49 jeepster, $190. °49 station| $165. | (6) 4-dr., $2,010*; Two-ten (6) 4-dr.,| $2,700*. °51 (88) 4-dr., $640%, $520°. °50 
ings.) wagon, $265, OLDSMOBILE—’55 (98) Holiday, $2,845*| $1,790*, $1,680. '54 One-fifty 4-dr., $990, (98) | 4-dr., $400°, $380°; (88) 2-dr., 
BUICK—'55 Special 4-dr., $2,165*, °53 Su- (ps); (88) a $2,570* ee). 54 ts a ’53 Bel Air 4-dr., a. pe $380*; 4-dr., $340*. '49 (88) 4-dr., 

% .310* (ps), ,025*; FT (88) Super 4-dr., $1,990* (ps). '53 Super 1,020, 5; Two-ten Sport coupe, $1,- oe : j 
sear., $1,235" =. givaaee “ier, $2,180" - WAYNE, IND. (98) 4-dr., $1,685*, $1,650*. '49 (88) 4-| 010; 2-dr., $925, $870, $800; Delivery |PACKARD—'54 4-dr., $1,675*. ’51 4-dr., 

(ps): Special 4-dr., $1,025*; 2-dr., $800. (Carl Marker. Sale every Tuesday, Prices| dr., $200; (98) 4-dr., $235. sedan, $450. '52 SL Deluxe 4-dr., $705*; | | $490°. ‘ 

'50 Special 4-dr., $285, '49 Super 4-dr., | 2f€ for sale of June 7.) PACKARD—'’52 (200) 4-dr., $585. SL Special 4-dr., $365. ’51 SL Deluxe | PLYMOUTH — '53 Cranbrook Belvedere, 

$120*, '48 Special 4-dr., $130. (Bidding was very good, Consignment | PLYMOUTH—’54 Belvedere 4-dr., $1,075. | 2-dr., $560*; 4-dr., $550*, $530*; SL $945; Cambridge 4-dr., $775; coupe, $660. 

CADILLAC—'52 (62) conv., $1,980* (ps). | 8_ Still low. Sold 103 cars out of 138 '53 Cranbrook 4-dr., $950; station wag-| Special 2-dr., $430; FL Special 2-dr.,| 52 Cranbrook Belvedere, $630; Cam- 
‘51 (62) 4-dr., $1,130°. °50 (62) 4-dr., | offerings.) | on, $905. ’51 Cambridge 4-dr., $320. ’50| $260. '50 SL Deluxe Bel Air, $580; 2-dr., bridge 4-dr., $520. 51 Cranbrook Belve- 
$1,000*. sy x | BUICK—’55 Super 2-dr., $2,525*. ’54 Super | Deluxe 2-dr., $300; 4-dr., $295. $470*, $430; 4-dr., $360*, $300, $280*; (Continued on Page 68, Col. 1) 

CHEVROLET—'55 Bel Air (6) 4-dr., $1,- 

625. °54 Two-ten 2-dr., $1,050, $1,040, 
$1,015, $975; 4-dr., $1,040, $1,025; One- \ 
fifty 2-dr., $1,015, $1,000, $985, 2 at $975, 
$970, 2 at $965; 4-dr., $1,000, $950. °53 
Two-ten 2-dr., $875, 3 at $800; One- 





fifty 2-dr., $720, $715, $700; club coupe, 


$700; 4-dr., $715, $700; Delivery sedan, 
$410. °52 SL Deluxe 4-dr., $625*; SL 
Special 2-dr., $570. "50 SL Deluxe 4-dr., 


$320, $185*. °48 FL Aerosedan, $165. 


CHRYSLER — ’52 NY Newport, $625*; 

Windsor 4-dr., $470*. °50 NY conv., 4é 

s400%. e ror rourse Oe 
(8) 4-dr., 


DeSOTO — '52 Custom 
taxi, $160. ’50 Custom 4-dr., $325*. 
Custom conv., $200. 

DODGE—’53 Coronet conv., 
$690*; Hard Top, $750*; Meadowbrook 
4-dr., $500*; 2-dr., $600. °52 Coronet 
4-dr., $450; club coupe, $385*. ’51 Coro- 
net 4-dr., $395, $285*. 

FORD—’54 Main (8) Ranch Wagon, $1,- 


$610*; 
"47 


$1,050; 4-dr., 


435*; Crest (6) 2-dr., $1,100*; 4-dr., 
$1,110; Main (6) 2-dr., $1,000. 53 Crest 
(8) conv., $1,260*; Victoria, $1,055*; 
Main (6) 2-dr., $615. °49 Custom sta- 


tion wagon, $210. 
HUDSON—’51 Pacemaker 4-dr., $285. 
KAISER—’51 4-dr., $255*. 

LINCOLN—’50 Cosmopolitan 4-dr., $280*. 
MERCURY—’54 Monterey Hard Top, $1,- 
550°. °52 4-dr., $800*. ’51 2-dr., $485. 
"50 conv., $400. ’49 4-dr., $260, $150. 

NASH—’51 Statesman 4-dr., $205, 

OLDSMOBILE "53 (98) 4-dr., $1,300° 
(ps), $1,280* (ps), $1,260* (ps), $1,250* 
(ps), $1,110* (ps); Holiday, $1,100*. ’52 
(98) conv., $860* (ps). ’51 (98) Holiday, 
$710*. ’50 (76) 4-dr., $365°; (88) 2-dr., 
$295*. '49 (76) conv., $270. 

PLYMOUTH—’55 Plaza 4-dr., $1,380. ’54 
Savoy 4-dr., $1,040, $1,020, $935, $930. 
’53 Cranbrook 4-dr., $860°, $760*; conv., 
$960. '49 Special Deluxe 4-dr., $135. 

PONTIAC—’54 Chieftain (8) conv., $1,- 
840°. '53 Chieftain (8) 2-dr., $800. ’51 
Silver Streak (8) 4-dr., $580*. '50 Silver 
Streak (8) Catalina, $525. 

STUDEBAKER — ’'52 Commander 4-dr., 
$145. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of June 7.) 

(There is a good demand for ’53s, ’54s 
and ’55s, however, the offering on these 
models has been short, Prices are aver- 
aging about $30 higher per unit over 
prices 30 days ago. Sold 50 cars out of 
101 offerings.) 





Nokoro 
UNDERCAR SEALER 
AND SILENCER 


Vv Sprays on Quicker 


V Saves Time, 
Trouble, Money?” 





50% More Undercoating 
Jobs from Every Drum 





BUICK—’50 Super 4-dr., $355. '49 Super 

2-dr., $235; 4-dr., $180. ’°48 RM 4-dr., ° 

$110 Check these facts, and you’ll quickly see 
CADILLAC—'51 (61) 4-dr., $1,230*. 


how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 
Nokorode... 


Is sprayed on thinner (s”) 
Dries faster 

Lasts longer 

Goes farther 

Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 
easier 


@ !s guaranteed by Lion Oil Company 
Made under the process of U. S. Patent No. 2393774, 


and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


CHEVROLET—’55 Two-ten (6) 2-dr., $1,- 
675. '54 Two-ten 2-dr., $859. ’52 SL De- 
luxe 4-dr., $715; SL Special 2-dr., $625*. 
’51 SL Deluxe Bel Air, $465. '50 SL De- 
luxe 2-dr., $400, $230, $155; %-ton panel, 






















Lion Oil Company 
Dept. AN-F 
El Dorado, Arkansas 










LION OIL COMPANY 
EL DORADO, ARKANSAS 





ee 


engine 
= 


shampoo 


VPN ASR 
MAKES 2 GALLONS 


SPRAY OR BRUSH ON 


Takes cling out of oil and 
grease .. . emulsifies it . . . so 

that all dirt may be hosed off as easily 
as you rinse hands under water faucet. Launders engines 
faster, more completely, and safer than steam cleaning 
(warm the engine). Self scouring action brings out fac- 
tory new appearance . . . provides accurate visual in- 
spection . . . Gunked engines run cooler. Genuine Gunk 
is sold in bulk sizes at better automotive wholesalers 
everywhere. Retail sizes may be obtained at Western 
Auto Stores and Associate stores. Try it today! 


TA DELWERY 
int OR , 
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NEW BERN, N. C.—Citizen en- 
thusiasm chalked up some kind of 
a record here when 11,372 cars were 
safety-checked as part of a com- 
munity program, although there are 
only 3,855 automobiles in town. 

In addition, 1,581 trucks were ex- 
amined during May Safety Month 
as New Bern, for the first time, 
joined more than 360 U. S. cities in 
the campaign to catch accident 
producing faults in motor vehicles. 

Of the cars checked in New 
Bern, brakes led the list of items 
in need of service. Truck checks 


I neremed Traffic 
Poses Gasoline 


Pump Problem 


NEW YORK.—Increased traffic 
will place an additional load on 
the nation’s gasoline pumps, already 
taxed at the present time, the Gas- 
oline Pump Manufacturers Assn. 
has reported. 

G. Denny Moore, association di- 
rector, has reported that the actual 
number of pumps has decreased 
from 1,500,000 in 1946 to 1,400,000 
in 1955 and the annual production 
rate has fallen from 110,000 in 1946 
to 100,000 last year. 

“In order to meet these new re- 
quirements, the gasoline pump in- 
dustry has been studying methods 
to further increase the speed and 
efficiency of dispensing units,” said 
Moore. 








BRING YOUR ALIGNMENT 
EQUIPMENT UP-TO-DATE 


Abbey 


YS 


SUALINER 


CHANGEOVER 


WILL GIVE YOU MORE SPEED, MORE 
ACCURACY, MORE PROFIT 


‘ 


Light 


estment, you can 


the John Bean 


present aliqner 
Me lalilel oleh mau hamurel; 

Get full 
Jonn 


Bean Jobber 


liner C nangeover 


andard makes f aliqners 


JOHN BEAN DIVISION 


1m 
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FOOD MACHINERY AND CHEMICAL 


CORPORATION 


AICHIGAN 


Model Safety-Check Drive 


New Bern, N. C., Examines Three Times the Cars 
That City Has Registered 





found rear lights most frequently 

out of order. 

In all, one of every five cars ex- 
amined needed repair for one or 
more of the 10 items checked, and 
trucks needed attention in one of 
every three cases. 

Automobile and tire dealers fur- 
nished .the men to run four safety- 
check lanes set up near peak traffic 
areas. 

At the check points, in operation 
11 hours a day, inspectors looked 
over the brakes, lights, steering, 
tires, exhaust system, glass, wind- 


shield wipers, rear view mirror and | 


horn on each vehicle. 

James O. Simpkins, local jewel- 
er, was general chairman of the 
program. U. S. Marine bands 
from Cherry Point and Camp Le- 
jeune, N. C., led a parade that 
inaugurated the program. 

He attributed the drive’s success 
to the fact that “every civic club 
and fraternal organization, the 
Merchants Assn. and Chamber of 
Commerce, city officials and busi- 
nessmen worked together on a 
single project.” 

When results are in from all 
cities, it is expected that more than 
two million cars and trucks will 
have been safety-checked, accord- 
ing to the national sponsors, Inter- 
Industry Highway Safety Commit- 
tee, National Safety Council and 
Look Magazine. 


Service Briefs 





NEW YORK.—A new chemical 
which is said to keep rugs, carpets, 
painted walls and upholstery clean 
even when dirt is applied directly 
to them has been unveiled by E. I. 
duPont de Nemours & Co. 


Ludox colloidal silica, a product 
of duPont research, was disclosed 
as a soil retardant at a demonstra- 
tion and display here. Formulations 
of Ludox are commercially avail- 
able. 

* *~ 


Raybestos Program Boosts 


Sales of Heater Hose 


BRIDGEPORT, Conn.—A pre- 
season sales campaign was started 
this month by Raybestos division 
of Raybestos-Manhattan, Inc., to 
encourage car dealers, repair 
shops and service stations to 
replenish their stock of car heater 
hose during the slack summer 
months. 


The program pushes the sale 
of Raybestos hose in universal 
size cartons of 50-foot lengths or 
coils and in 250-foot reels, or re- 
fills for reels. Dealers who place 
an order during the sales push 
will be supplied with a spring 
and fall package of selling aids. 


* * * 


Sundstrand Introduces 


‘Free Trial’ Plan 


ROCKFORD, Ill. — Body shop 
operators now have an opportunity 
to try the new orbital model Sund- 
strand air sander on their own 
work without cost or obligation, ac- 
cording to Robert N. Nelson, sales 
manager of the pneumatic division 
of Sundstrand Machine Tool Co. 


The new “free trial” plan is be- 
ing offered through selected job- 
bers, making it possible for refin- 
ishers to try the sander before 


making a purchase. 
co * * 


Z-Slot Catalog Punch 
Heading Way of Dodo 

NEW CASTLE, Ind. — The Au- 
tomotive Advertisers Council has 
recommended discontinuance of the 
two-slot Kalamazoo punch for cata- 
logs and that the combination 
three-hole-four-hole punch now be- 
ing used widely throughout the 
automotive service industry be 
adopted as standard. 

The recommendation is the re- 
sult of a two-year study of the 
council, according to Carl D. Mc- 
Wade, advertising manager, Skil 
Corp., Chicago. It is estimated the 
move would save thousands of dol- 
lars annually for independent man- 
ufacturers of automotive products. 





















Large Syracuse Plant 


Purchased by Auto-Lite 


SYRACUSE.—Electric Auto-Lite 
has acquired a 213,550-square-foot 
plant to consolidate its manufac- 
turing operations here under one 
roof, according to H. E. Hase- 
meyer, production vice-president. 

The plant, purchased from U. 8. 
Hoffman Machinery Corp., has 67 
percent more working space than 
the company presently has in its 
three Syracuse plants. 

With 20 acres of surrounding 


|land, there is plenty of room for 
| parking and expansion, Hasemeyer 


said. 





We desire to purchase 
AUTOMOBILE 
LEASING 
COMPANIES 


or Leasing Contracts 
If interested in selling 
Write, wire or phone 
Cc. W. Klein 


ROTHSCHILD FUNDS 


208 S. LaSalle St. Chicago 4, Ill. 
Suite 710 RAndoiph 6-5808 





WANTED 


AUTO RADIOS 


Any quantity or condition 
quote lowest price first reply 


AUTO RADIO HEADQUARTERS 


10026 PURITAN DETROIT 38, MICH. 
University 4-1188 University 4-0858 


CEE 7 M4 BILES 
TET LESY TEs ONLY 


All makes, models, & years 


SETH-BOYDEN INC. 


Ween Ot Le hia tla 
a ate et, 1 


ESsex 4-7700 


REVERSE CHARGES 
Ar Ce G Sit & Sun. 206 


aE 


ER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 


STEMAC tse crc 


DENVER, COLORADO 





100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 





“HOOK ON” 


ned) be 0) ee 





“ONE SECOND" 


LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 


$1.50 Per Set Jobbers Wanted 
Name 

Address 

City STATE 0 No. Sets 


Se 
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NYPL iu’ ease | 


June 26*-not May 8°-is the 
- Biggest Issue in Our History’ 


NOW_ ThE BIGGEST ISSUE, THE 
BIGGEST JUNE, THE BIGGEST 
FIRST 6 MONTHS IN 59 YEARS! 

















The WER cAN WEEKLY 
nee 


if 
Ce «~, 


Reamed to or ne 








Two months ago, we reported: advertising vol- 
ume hits an all-time high in the May 8th issue 
of The American Weekly. Now-—that record is 
smashed... with the June 26th issue carrying 
more revenue than any other issue in our entire 
59 years. Too, this month of June will be our 
biggest June on record, while the first six months 
of ’55 stand head and shoulders above any like 
period in our history. 


CAN 


D ae ali 


Preliminary circulation statement for this year 
estimates a new high for The American Weekly 
—9,966,122. Today, The American Weekly offers 
advertisers broader coverage of more strategic 
markets, greater strength within those markets. 


CIRCULATION OF THE AMERICAN WEEKLY 


1952-1955 


NUMBER OF 
22 27 29 


Fe Nie RI 


WEEKLY 


The June 26th issue keystones The American 
Weekly’s big summer food promotion —“‘20 Ways to 
Dress Up your Picnic.” Sixteen leading national 
advertisers are participating, while over 3,400 super 
markets, concentrated in key sales cities, are coop- 
erating—using American Weekly picnic displays at 
the point of sale and tie-in advertising in their local 
newspapers. Both manufacturers and retailers recog- 
nize that The American Weekly packs the power to 
move more goods off store shelves onto the pantry 
shelves of the great American family. 






NEWS FLASH 


Starting Oct. 2, 1955... 
The COLUMBIA S.C. STATE 
joins The American Weekly's 
family of distributing news- 
papers, bringing the total 


Beamed to the Enthusiasms of the American Family to thirty. 


THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, N. Y. © ATLANTA © BOSTON © CHICAGO © CLEVELAND DETROIT © LOS ANGELES * SAN FRANCISCO 


KNOXVILLE JOURNAL © LOS ANGELES EXAMINER © MIAMI HERALD « 
PHILADELPHIA BULLETIN © PITTSBURGH SUN-TELEGRAPH * PORTLAND OREGONIAN °° ST. LOUIS GLOBE-DEMOCRAT ¢ ST. PAUL PIONEER PRESS 


ALBANY TIMES-UNION © BALTIMORE AMERICAN * BOSTON ADVERTISER © BUFFALO COURIER-EXPRESS © CHICAGO AMERICAN © CINCINNATI ENQUIRER © CLEVELAND PLAIN DEALER © CORPUS CHRISTI CALLER TIMES 
OALLAS TIMES HERALD © DETROIT TIMES * HOUSTON CHRONICLE © HUNTINGTON, W. VA., HERALD-ADVERTISER 
NEW ORLEANS ITEM © NEW YORK JOURNAL-AMERICAN ¢ 


SAN ANTONIO LIGHT * SAN FRANCISCO EXAMINER © SEATTLE POST-INTELLIGENCER © SYRACUSE HERALD-AMERICAN © WASHINGTON POST @ TIMES-HERALD ©* WICHITA BEACON 


MILWAUKEE SENTINEL 
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Too Many Vehicles—Too Few Stalls... 


Service Space Need at Crisis 


(Continued from Page 31) 


axle and transmission repairs, 
which — as mentioned above — is 
on a warranty basis. 

The 
show the increase in wash and pol- 
ish jobs which is natural with the 
high sale of new vehicles and. the 
fact that body and brake work— 
both high profit services — have 
rocked along at about the same 
percentage on the average repair 
order. 

In prior years dealers realized 
substantial profits from each work 
stall without the need for the ex- 
tra space demanded today prima- 
rily because on complete engine 
over-haul, transmission and rear 
axle work the jobs took longer and 
the car or truck was tied up for a 
longer period. 

ok * * 


AY with the emphasis on 
tune-up, automatic transmission 
linkage adjustments, wheel balanc- 
ing and front end correction the 


Wolf figures do however 


vehicle is not in the stall for any 
great length of time and more jobs 
must be done for each stall to show 
| the same percentage of profit. 

The same is true regarding lu- 
brications and oil changes which 
have increased, as the table 
shows. 

Today’s emphasis must be put on 
mobility and greater attention to 
traffic flow in the service depart- 
ment. Thus the need for greater 
room in which to manuever vehi- 
cles so that already scarce good 
mechanics can not only service the 
greatest number of vehicles but 
can earn the type of “take home” 
pay that good mechanics demand. 

This calls for more managerial 
ability and also for better selling 


Davis Service Center 
PORTLAND, Ore. — Davis Auto 


auto service center at Ninety-sec- 
ond and N. E. Sandy Blvd. Jack 
Davis is the owner. 
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e Mr rx4c0 DEALERS 


Parts Co. has opened a wholesale | 








on the part of order writers. Once 
the car is in the shop, the order 
writer should make every endeavor 
to make certain that he gets down 
all of the needed service for that 
car. This is not only necessary be- 
cause of the higher cost of writing 
an order but it cuts time loss in 
moving one-item cars around. 
Selling the needed service also 
results in better customer satisfac- 
tion in the service he obtains from 


the dealer’s shop. | 
* * * | 





AD customer relations spring | 
ic ince continually te keep | Mitchell Motors Moves Into New Home— 
coming back for little things to be| A modern and attractive sales and service building is the new home of S. C. 
done as well as from the shop not | Mitchell Motors (Studebaker), Lufkin, Tex. The building measures 85 by 145 feet, and 
doing the service right in the first} the service area contains 5,500 square feet of space. S. C. Mitchell is the owner. 
lace. | 4 
P To show the dire need of more | ers since 1946 yet today, the deal- | 
usable space in the average deal- |ers, plus only 300 more, have in- 
ership one only has to consider a | creased their usable shop space 
few instances that show up in a | slightly over 330,000 square feet. In | 
check of the various factories. | 1946 with 1,162 dealers they had 

One independent maker has had | 10,000,681 square feet of space in 
an increase of nearly two million| which to take care of 1,600,000 re- 
repair orders handled by its deal-' pair orders. In 1954, however, they 





had but 10,332,444 square feet to 
take care of 3,077,000 repair orders. 

Another independent maker has 
increased its dealers by 33% per- 
cent since 1950, yet the usable 
square footage devoted to service 
in all dealerships has increased 
but 6.70 percent and service per- 
sonnel has increased 35.90 per- 
cent. 

A major maker has increased its 
dealer body by less than 100 deal- 
ers yet they have increased their 
| productive mechanics by approxi- 
|mately 5,000 in ten years. No fig- 
ures are available as to workable 
space increases in the dealerships 
but the service management doubts 
if the increase in usable space has 
been sufficient to give the addi- 
tional mechanics an efficient 
amount of working space. 


* * * 
, yy many dealers are using 
what space they now have to 
e a much better advantage, everyone 
admits that there still is a whale 


of a lot of space in franchised 
dealer shops that could be made 
available for more efficient opera- 
tion. 


One company sent an expert 
into a dealership and rearranged 
the shop to get maximum usable 
floor space. The result was an in- 
crease in gross revenue for the 
department of slightly over $57,- 
000 during the first year. 


While recent investigations bear 
out the time tested axiom “The 
Best Equipped Shop Gets the Busi- 
ness,” it is becoming increasingly 
important in the vehicle mainte- 
nance industry that the well 
equipped shop have enough room 
|} to maneuver the customers’ vehi- 
cles if the highest efficiency and 
profit potential is to be reached. 


Well equipped shops with suffi- 
cient room and good management 
develop the highest possible de- 
gree of customer satisfaction and 
good will and stimulate the em- 
ployes to a much higher and 
sounder attitude toward their 
jobs. 

There was a general acknowledg- 
ment among those surveyed that 
when any of these vital elements 
were lacking the result was a 
rapid decline in shop volume and 
profit. 











Another big, extra 
promotion push for 
TEXACO DEALERS 


...now sponsoring the 


TEXACO NEWS REPORTER 











Nationwide — on the 346-station ABC Radio Net- 
work. Twenty-two 5-minute newscasts every week- 
end — eleven on Saturday, eleven on Sunday. 








More than 250,000 newscasts all told. Each with 
a friendly, forthright message to remind motorists 
at home and on the road of Texaco Dealer products 
and services. 


STOC-TIK-(T 


This is one more sales builder for Texaco Dealers 
in all 48 states . .. another example of the powerful 
advertising support Texaco Dealers always enjoy. 
It is in addition to magazine and newspaper adver- 
tising...TV and other radio programs. . . coast- 
to-coast billboards...dealer displays and extensive 


promotion material. "es TEMAS COMPANY 


PRICED AT 
000. eeee - $17.00 
8.75 
4.50 


Free Used Cer Systems & Aids 
Catalegve. 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 
Ste. “A”, Box 1037, Cleveland 2, Obie 


ave such busy Males A 
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La: 


e Outlets Do Better... 





NADA Figures Show 
Dealer Service Dip 


(Continued from Page 31) 


cent, and Group IV dealers, 35.8 
percent. The average for all dealers 
was 34.2 percent. 
* cd oa 
ATIO of total service sales to 
total sales of the dealerships 


also showed that Group I dealers | 


fared best. They came up with 15.5 


percent. Group II dealers showed | 


125 percent. Group III dealers 


showed 11.4 percent and Group IV) 


dealers dropped to 11.3 percent. 
Average for all dealers was 13.7 
percent. 


The importance of selling in both | 


the parts and service departments 
is emphasized by these NADA fig- 
ures. Especially is this true in the 
neighborhood dealerships in mul- 
tiple dealer points and in smaller 
dealerships. 

People today are buying the 
more expensive cars in every line. 
They want the latest thing in 
design and equipment. As an in- 


dication of this trend, radio sales | 





Pa. Brake Clinic 
Probes Changes 
On 7°55 Models 


LANCASTER, Pa. — A group of 
700 repairmen and brake special- 
ists turned out for a brake clinic 
sponsored by Thermoid Co. and 
James F. Wild Co. 

John McLaine, Thermoid’s tech- 
nical supervisor, conducted the 
clinic during which he explained, 
among other things, brake design 
changes found on many 1955 mod- 
els. 

These changes include the serv- 
icing of the non-adjustable anchor 
pins used on the 1955 Chevrolet, 
Nash, Hudson and Packard, and 
the use of tapered lining on Fords, 
Studebakers and International and 
Dodge trucks. 

Pennsylvania State Police speak- 
ers explained recent revisions in 
motor vehicle inspection regula- 
tions. 


Currie Buys Ford Deal 


W. E. Currie of Hazelhurst, Ga., 
has purchased the Southern Auto 
Co. (Ford), in Tifton, Ga., from 
Mrs. 
The purchase includes the agency 
and the new brick building. Clark 
Lyndon, former manager of South- 
ern, will remain with the company. 








The N.A.D.A. Official Used Car 
Guide is based on fact —not on 
opinion . . . auto dealers all 
over the country report actual 
sales transactions to provide you 
with reliable price information. 


Complete - Localized - Current 


e Lists average loan, “as is’, 
and retail values for all 
models, 

© Accurate — concise — easy 
to read. 

© Published every 30 days in 
six regional editions 


$7 PER YEAR 


(quantity prices” 
on request) 
NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE CO. 


1800 H Street, N.W 


Subscribe for all your 
key employees, only 










Washington 6, D.C 


Lawson Mallory of Tifton. | 


in the past five years have 
jumped at one car company from 
37 percent of the cars sold to 66 
| percent of the new cars sold. 
| Heater sales have sky-rocketed at 
about the same ratio. In 1949 
about 55 percent of the new cars 
sold were equipped with heaters. 
Today 86 percent are so equipped. 


With this company automatic 
transmissions now are ordered on 
39 percent of all new cars, wind- 
|Shield washers go on 41 percent, 
tinted glass is bought on 28 percent 
and 90 percent of all new cars are 
ordered with turn indicators. 


Thus, it is apparent that if the 
dealer or his salesmen do not sell 
the popular accessories, the needed 
service or the other plus profit 
items the public seems bent on 
buying, they are only letting those 
plus profits go out the service door. 

















Sweikert Set for Derby— 


Bob Sweikert, winner of the Indianapolis 500-mile race, takes possession of the 
Chevrolet pace car as one of the prizes in the automotive racing classic. Mrs. Sweikert 
accepts the keys from Chevrolet City Manager R. L. Kreis at Indianapolis while her 
husband, daughter Johnene and son Stephen look over a Chevrolet “kiddie con- 
vertible.”” Sweikert is one of three celebrities who will take part in the “Oil Can 


Socony Mobil’s 
School Occupies 
New L. I. Home 


NEW YORK.—The retail train- 
ing laboratory of Socony Mobil Oil 
Co., Inc., has moved into new 
quarters in Garden City, L. I, For 
eight years before that it was lo- 
cated at 110th St. and Eighth Ave. 
in Manhattan. 

The laboratory trains company 
and affiliated-company executives 
from around the world for training 
in the most recent retailing devel- 
opments. 

Students at Garden City average 
about 10 years of service station 
operation and supervision experi- 
ence. They receive a basic training 
of 2% months and return annually 
for development courses. 


The laboratory also has the re- 
sponsibility of training the sales 
management and field management 
organizations on service station 
development. 

Since the founding of the school 
in 1946, about 400 men from the 
U. S. and approximately 500 from 
54 foreign countries have been 


Trophy” race at the All-American Soap Box Derby, to be held Aug. 14 at Akron. ! trained. 


---AND SHOW YOU NEW 


on your problem at a glance. 


Let a Berger Storage Engineering Expert 
unscramble your parts department..... 





PROFITS 


Obsolete, inefficient stockrooms that are more of a handicap than an asset are his 
meat. Factory-trained by Berger to utilize every foot of floor space, he’ll put the finger 


He’s expert on explaining the advantages of Berger’s exclusive parts department 
“Plan-O-Graf” service. Applying this scientific system to your operation, he’ll show 
you how to bring all parts into true sequence with your factory stock list. 


Parts will be clearly tagged with numbers and prices for quick identification—easy 


sales—even by inexperienced employees. 


handle all installation details. 


Canton 5, Ohio 


REARRANGES IN SECONDS! 
This Berger Flexi-bilt Parts 
Bin never becomes obsolete. 
Shelves can be quickly repo- 
sitioned to suit your changing 
needs—without the use of 
tools. One of a big line of 
automotive storage units made 
by Berger. Send coupon for 


Berger Division 


0 Flexi-bilt Parts Bin 


1078 Belden Ave., Canton 5, Ohio 
Please send me more information on: 
O Berger’s Plan-O-Graf Service 


specifications and prices. Nome Tide 
Company 
Address. 
City. Zone. State. 





location. Chances for “shrinkage” ... damage... or parts “walking out,” are, therefore, 
greatly reduced. And best of all, this reorganization will mean faster repair work, quicker 


Your Berger Storage Engineering Expert can show you our big line of standard steel 
stockroom equipment—recommend the exact unit or units you need. And he’ll gladly 


For your long and bulky automotive parts Berger has a big line of shelving and stor- 
age racks to choose from—manufactured in stock sizes. Ask about them. Call your near- 
est Berger sales office today. For descriptive literature, send coupon. 


REPUBLIC STEEL 
BERGER DIVISION 


'olineeineeiensiaentieentanetanetenstenmamtemtammdensdtieteemtententemmtentamtenntentant| 


REPUBLIC STEEL CORPORATION 


K-8719 
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No other car ever traveled so far... so fast! Seen + 79 set 

On the Packard Proving Grounds high-speed Cee et . ': 1955 hiiad ines ee 
track, a Packard V-8 traveled farther than eee lee eo > a. Tne PACKARD DUMABTS MEST (2 

the distance around the world at better than (ages oe eg wit? ——_— 

104 m.p.h. (A.A.A. sanctioned and certified) oe : cs oa oT ae hae 
to furnish additional proof that Packard 

creative engineering does it again! 








Vos a ls C. Eee re o 


A Great V-8 
with a Most 


Powerful Point 
to Make 


We actually have two points to make. The first 
is the tremendous power story of the new 
Packard. Today, when every car manufacturer 
who can is talking about horsepower, Packard 
has the greatest power story of all. Its mighty 
V-8 delivers more power to the rear wheels 
(torque) than any other American passenger 
car_ engine. The Packard V-8 develops 275 
horsepower in the Caribbean, 260 in all other 
Packard models, and has gained great public 
acceptance. It is the latest and greatest in a 
long lineage of Packard power plants . . . and 
Packard pioneered the V-type engine! 


The engineering leadership which produced 
this great engine is also responsible for the 
other Packard features which have caught the 
public’s buying eye. There’s the exclusive 
Torsion-Level Suspension which completely 
eliminates conventional springs and is another 
important Packard “first.” There’s the new 
Twin Ultramatic, the smoothest and most re- 
sponsive automatic transmission in the indus- 
try. There’s the beautiful, sweep-lined styling 
and luxuriously upholstered interiors which 
cause many buyers to choose Packard for 
beauty alone. There’s the Cam-O-Matic wind- 
shield wiper which reaches even the wrap- 


around section at the sides, or, at your choice, 
swiftly clears a smaller area for greater safety 
during heavy downpours. 


All this is proof that Packard engineéring is 
creative . . an undeniable advantage in 
building a product with high sales appeal. 


In the medium-price field there’s the Clipper, 
most powerful car in its class. Built by Packard 
craftsmen, with 245 and 225 horsepower en- 
gines, the Clipper is as distinctive in perform- 
ance as it is in appearance. The Clipper gives 
dealers a full series of cars covering the 
entire medium-price field. 


Now for point number two. It is a basic belief 
at Packard that a Packard dealer is entitled to 
make a living and do some living at the same 
time. We think this is an especially powerful 
point, and we’re proud to make it. The ability 
to see things from the dealer’s point of view 
is the basic starting point for cordial relations 
between factory and dealer. Starting there, we 
bend every effort toward helping our dealers 
keep their individual operations on a high level 
...a level as high as the quality of the product 
they are selling. 


A New Era in 
Dealer-Kactory Relations 


PACKARD DIVISION ~- STUDEBAKER-PACKARD CORPORATION 
DETROIT 32, MICHIGAN 
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New Boston Zone Head Feted by Nash Dealers 


— About 250 Nash|has been named Boston zone man- | 


BOSTON. 


dealers_and their friends attended |ager for Nash. Abdo Hassan han-| 
a dinner for Albert E. Tracy, who| dled the arrangements. 
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Backshop 


down a challenge to the farm trac- | 
tor and implement industry with 
the statement that Ford will not) 
be satisfied with less than leader- 
ship in the “food and fiber” pro- 
ducing industry, as they are be- 
ginning to call farming. 

How long will it be before some 
other Ford man throws down the 
challenge that Ford is out to be 
king of the luxury car field? It 
seems only a matter of time to 
me. 

From what I saw out at this new 
Birmingham facility, Ford is rap- 
idly injecting car, truck and avia- 
tion research and engineering 
methods into the developmet of 
farm tractors and farm imple- 
ments. The farm tractor team, 
many of whom, like Dale Roeder 
and Jack Nichols, are graduates of 
Ford Motor Co., seemed to be in- 
spired with an almost limitless 
horizon ahead. 

+ + = 


Show Opener 


a= WACKER, the sports-car 
enthusiast prexy of Ammco 
Tools and his energetic sales push- 
er, Marty Bazner. threw a delight- 
ful “no speeches” luncheon for the 
service executives of the car and 
truck factories, including the Ford 
farm tractor boys. as a prelude to 
the opening of the Great Lakes 
Regional Show which opened with 
225 exhibitors. 

A number of top E.T.I. bovs, 
including Lynn Woolman, Vic 
Day, of Bear; Hal Goehrig, of 
Blackhawk; J. F. Spaulding, of 
Black & Decker; Dan Abbey. of 
Kent Moore, helped the factory 
boys make a dent in Fred Wack- 
er’s entertainment expense ac- 
count. 

Walter Kleinschmit. of Automo- 





7 
4 


lets ks 
tions 


U. S. Military Specifica- 
MIL-L-2105 and Timken- 
Detroit Axle Specifications 


KENDALL REFINING COMPANY, Bradford, Penna. 





bile Equipment. and president of 


@ Jack Weed 
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the show committee, told the boys 
| that they and their staffs were in- 
vited to a special showing of the 
regional show the afternoon before 
the gates were thrown open to the 


trade. 
* o cd 


Behind the Wheel 


| A owen HOWELL of Peterson 
Howell and Heather, this coun- 
|try’s biggest car and truck lessor, 
| brings up the point in a recent 
|newsletter that a salesman who 
drives 20,000 miles a year on com- 
pany business will spend more than 
500 hours behind the wheel of his 
car. He will be getting in and out 
of it perhaps a dozen times each 
day, usually with samples and dis- 
plays. Occasionally, he will be host 
to a customer or a prospect, if only 
to give him a lift. 

I wonder how many car salesmen 
or service salesmen give any 
thought to these businessmen driv- 
ers, any more than they do to the 
owner-operator of a truck who lives 
“on the cushion” for at least eight 
hours of every working day. 

Salesmen are known to be the 
most gullible and the easiest sold 
prospects in the world, and they 
enjoy the things that make them 
comfortable. Is there any reason 
why. they shouldn’t or couldn’t 
be sold on many things that will 
make the long hours they spend 
behind the wheel of their car 
more comfortable and pleasant? 


Following through on this 
thought, I might also query many 
makers of car accessories as to 
how much thinking they give the 
salesman, doctor, insurance man 
or other business man who puts 
many miles on and hours in an 
automobile. 

I can bring my own desire out 
in the open to make my point. Be- 
cause I wear glasses, I want a 
rear view mirror that I can adjust 
from inside the car so that I can 
keep that glare out of my eyes 
when some goof with a mania for 
driving with his bright lights gets 
in behind me. But have I found 
such a mirror in my 40 years of 
being in the business? No, I still 
have to buy a spotlight which I 
seldom use just to get a rear view 
mirror that I can adjust from the 
inside of my car. 

* om * 


Comfort for Salesmen 


I CAN well imagine that a little 
research would bring out a great 
many items that would be of great 
interest to many men who spend 
long hours behind steering wheels. 
Tll bet that these men will be the 
major buyers of the first low cost 
economical air-conditioning units 
that come on the market. One was 
brought to my attention recently 
that is so light and compact that 
it can be made portable, so that 








Warehouse Group 
Opens Ranks to 


Manufacturers 


CLEVELAND.—A new constitu- 
tion and by-laws were ratified at 
the spring meeting of the Automo- 
tive Warehouse Distributors Assn. 
held here. 

The new constitution permits af- | 
fillate memberships in AWDA for 
those manufacturers who sell 
through AWDA members. 

AWDA, now in its eighth year 
of operation, is presently composed 
of warehouse distributors through- 
out the U. S. and Canada who sell 
only to qualified automotive job- 
bers. 

Martin Fromm, executive secre- | 
tary of the group, said the new | 
constitution should strengthen the | 
independent parts distribution pat- 
tern. 

The next membership meeting of 
AWDA has been scheduled for Dec. 


4 at the Conrad Hilton Hotel in| 


Chicago. 


O-Ring Distributor Named 

JOPLIN, Mo.—Industrial Equip- 
ment Co. here has been named 
distributor for Parker o-rings by 
D. W. Holmes, sales vice-president, 
Parker Appliance Co., Cleveland. 








when the driver gets to a motel o 
other stopping spot at night he car 
take it into his room and cool of 


j|his bedroom. This is one of those 


| 


west coast developments that is 


| still a few months off from coming 


| 


|on the market. 


I see, however, that several en- 
terprising makers have been giving 
some thought to the drivein theater 
| goers. A short time ago we carriex 
a photo of a rain visor to hang on 
the front of the car to keep the 
rain from clouding the windshield 


| when at a drivein. On my desk to- 
day is a catalog sheet depicting a 


gadget made by the Ohio Valley 
Merchandising Co., Morganfield 
Ky., that permits the drivein viewer 
to hold the switch button on the 
door open so that they can open 
the door on hot nights without the 
dome light burning. 


I heard of a deal the other day 
that, while it was promoted for 
filling station operators, seems 
to be just as good for the service 
department of car dealers. This 
was a visual promotion to im- 
press upon owners the advisa- 
bility of changing oil periodically. 
This shop has eight bottles, la- 
beled 1,000 miles, 2,000 miles on up 
to 8,000 miles. Each bottle is filled 
with crankcase oil from engines 
where the oil has run this mileage. 
After about a week, the sludge will 
settle to the bottom of each bottle 
and owners will have no trouble 
seeing why their oil should be 
changed regularly and at the proper 
mileage. 

* * * 
George Malcomson 


AN OLD industry friend of mine 
recently passed along through 
those gates to the never-never land 
from which none of us return. Be- 
cause not only of his early and 
later association in the industry, 
but due to several personal rea- 
sons, George Malcomson and I were 
thrown together quite often. 


In his early days in the industry, 
George was in the Dodge truck or- 
ganization, and I had frequent con- 
tact with him primarily because 
George was always an idea man 
and I could get the answer to most 
any question that was bothering 
Mme at the moment. 


Later he headed up the Dodge 
and Chrysler first used-car con- 
ditioning deal that was all pre- 
pared and put in moth balls be- 
fore it hit the dealers because 
we got mixed up in a little fracas 
in Korea which eliminated the 
necessity for its immediate adop- 
tion in the field. I was fortunate 
in being able to work quite close- 
ly with George on this. 


Then we had a couple other ties 
—his father and my grandfather 
who brought me up were both in 
the coal business — and George 
married one of my high school 
classmates. 


As I said earlier, George was al- 
ways an idea man. He never was 
at loss to know where or how to 
get the answer to any question 
that he needed to know about in 
his work. Maybe that is one of the 
reasons why Dodge shifted him to 
the Washington post when the need 
for an energetic used-car campaign 
waned. 
| * x > 
| ;e= continuing scramble to see 

which type of rim is adopted 
| by the truck makers for the com- 
ing tubeless truck tires, waxes 
strongly. Our “seeing eye” in Port- 
land, Ore., writes that three “top 
brass” from Firestone were on the 
coast a week or so ago holding a 
series of special truck dealer meet- 
| ings. 

They were J. S. Evans, Fire- 
| stone’s Pacific Coast truck tire di- 
| vision manager; H. R. Vance and 
H. M. Stilley, from Firestone Los 
Angeles. 








| BIG BUCK Value—3 PLY 


‘CONVERTIBLE TOP 187° 


One of the Big 
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| ready for 
24 HOUR DELIVERY 


|We make and distribute all kinds of auto 
trim supplies at lowest prices, including 


BIG BUCK HEADLININGS 
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MAN in a wonderful spot! 
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A great future has already begun for this Chrysler Dealer . . . and 
for thousands of others like him. These men—and their salesmen—are 
selling the most enthusiastically received Chrysler ever built . . . and 


they're doing so at an all-time record rate! 


No other car in recent years has so completely captured the hearts 
and imaginations of so many motorists. Its brilliant new “100-Million- 
Dollar Look,” plus its thrilling “100-Million-Dollar Ride” performance, 
have sparked a record-making swing to Chrysler that’s boosted sales 


by a walloping percentage in 1955! 








To keep pace with present demand .. . and even greater demand to 
come“. . . Chrysler is now completing a new multi-million dollar 
assembly plant which will increase factory output by 40%. A mammoth 
advertising, merchandising, and public relations program . . . biggest 
in Chrysler history . . . is carrying the dramatic Chrysler success 
story to. every corner of the land. And under the most desirable 
factory-dealer sales agreement in the industry, every Chrysler Dealer 
enjoys an opportunity unequaled in the industry . . . with the Chrysler, 
Plymouth and Imperial “Forward Look” lines! 


Yes, any way you look at it, it’s a great year to be a Chrysler Dealer! 


CH RYSLER DIVISION OF CHRYSLER CORPORATION 


12200 East Jefferson Avenue + Detroit 31, Michigan 
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Oswego Motor Opened in Oregon 


A new Ford dealership, Oswego | Oswego, Ore. The new owners were 
Motor Co., has been opened by Ray/| formerly in the automobile busi- 
Mellish and Dee Thomason in| ness in Milton-Freewater, Ore. 


News to Note... 









Aluminum container supported by Hi-ten steel 
steel tubing. Capacity of hopper . .. up to 
$00 cubic feet, capable of handling 130 barrels 
of heavy powders in most states. Gasoline 
motor powered screw device operates on an 
incline toward the rear permitting a discharge 
height of approximately 44 inches. Can be 
used as Bottom Hopper Dump as well as a 
Screw-Type rear discharge unit. 


Special units available to meet state requirements 
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Distributors In Principal Cities 
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Auto World in Brief 


j (Continued from Page 38) 


| manufacturers of hydraulic presses, 
pumps and automatic controls. 

William B. Given jr., chairman | 
of Brake Shoe, said that his firm | 
|has acquired all the outstanding | 
stock of the Denison Company. W. 
C. Denison, founder and president 
of his company, will remain as 
president and chief executive officer 
of the firm. ; 

* + 


‘Keep in Your Lane’ 


Safety Drive Started 


DETROIT.—A four-week traf- 
fic safety campaign, “Keep in 
Your Lane,” has been launched 
to straighten out drivers here and 
throughout the state. 

Locally the program is spear- 
headed by the Traffic Coordinat- 
ing Committee, comprised of 
police, Street and Traffic Depart- 
ment, Traffic Court and Traffic 
Safety Assn. representatives. The 
Michigan Trucking Assn., in co- 

operation with the Michigan 
| State Safety Commission, is sup- 
porting the statewide program. 


* * * 


| Houdaille-Hershey Opens 


| Engineering Laboratory 


PASADENA, Calif. — Houdaille- 
|Hershey Corp., Detroit, has estab- 
lished an engineering laboratory 
here devoted to its aviation prod- 
| ucts. 

| It will operate as Houdaille In- 
'dustries of California. Robert D. 
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POWER BRAKE 
HYDRAULIC BOOSTER 
IT’S PRICED FOR VOLUME SALES! 


Cuts braking effort in half . . . instant action! 

Soft pedal . . . minimum travel! 

Complete brake equalization . . . all brakes act as one! 
Easy to install . . . no tapping into manifold! 

Fast installation . . . less than 30 minutes! 


The fast selling, inexpensive POWER BRAKE 

Hydraulic BOOSTER cuts braking time and effort to a 
bare minimum. There’s a model designed to install on 
practically any automobile . . . old or new! Take advantage 
of this tremendous new market now opened to power 
accessories and start selling the POWER BRAKE 
Hydraulic BOOSTER now! 


INTRODUCING THE NEW... [|@ 


oa 
w, "0s 
4 ire 5 


EXCLUSIVE! 


Get this quick 
selling counter 
display in assort- 
ment No, 742. 
Priced for quick 
sales and big 
profits! 


See your automotive jobber or write today for full information. 
SANTAY CORPORATION, 351 N. Crawford Ave., Chicago 24, Ill. 





Fagely is technical manager and 

Clarence S. Sorenson is consulting 

engineer. He is inventor of the Gil- 

fillan pump to which Houdaille- 

Hershey recently acquired exclu- 

sive manufacturing and sales rights. 
aa oa * 


Coast Dealer Guilty 


Of Grand Theft 


LOS ANGELES. — Forrest C. 
Miller, used-car dealer, who per- 
suaded buyers that he could get 
expensive cars for them at a dis- 
count, has been granted proba- 
tion on theft charges. He had 
pleaded guilty to two out of Il 
counts of grand theft, admitting 
that he had taken money for 
cars he failed to deliver. 

Superior Court Judge H. Ben- 
ton Noble placed Miller on proba- 
tion for five years, ordering him 
to serve 90 days in jail, and that 
he make restitution to those who 
paid him money and did not get 
automobiles. Probation officials 
said restitution may run as high 
as $46,000. 

* * o 
Stock Car Races Test 
Firm’s Oil Additives 

CHICAGO.—Gain Corp. has an- 
nounced that it will sponsor autos 
in the stock car races for purposes 
of testing the firm’s five oil addi- 
tives. 

Robert Peterson, Gain president, 
said that a single night’s speedup 
and slowdown driving around the 
track at Soldier Field here pro- 
vides the equivalent of 500 miles 
wear on certain engine parts. 

* * * 


Seattle’s Municipal Car Deals 
Assailed by Ford Official 

SEATTLE. — Seattle is paying 
too much for its municipal cars 
because of “antiquated” purchas- 
ing methods, says C. J. Powell, 
Ford district sales manager. 

Arguing for overall competitive 
bidding, Powell pointed out that 
City cars are now bought under 
“captive bids” in which only cer- 
tain makes are specified. 

A spokesman said the City’s 
policy is to have an equal num- 
ber of Fords, Chevrolets and 
Plymouths in operation. Powell 
cited 1954 registration figures for 
King County which showed 6,473 
Fords, 4,856 Chevrolets and 1,629 
Plymouths. 


* * * 


Ford Produces Film 


On Colorado Holiday 


DENVER. — “Colorado Holiday,” 
a Cinemascope short firm in color, 
opened here last week in conjunc- 
tion with the governor’s travel and 
hospitality conference. It will run 
five weeks. 

The film was made possible by 
the sales promotion department of 
Ford division. 


convertible. 
* ee * 


Ford Breaks Ground 


For Ohio Parts Plant 


SANDUSKY, O.— Ford Motor 
Co. has broken ground for its 
| new parts plant near here. The 
690,000-square-foot structure will 
consist of a one-story manufac- 
turing and employe service area 
and a connecting two-story office 
| area, 

The company estimates that 

2,500 persons will be employed at 
| the plant, which will produce 
automotive hardware parts when 
it is completed in July, 1956. 


Mitchell-Bentley Purchases 


| Control of Bolta-Car part 


OWOSSO, Mich.—A group headed 
|by Don R. Mitchell, president of 
| Mitchell-Bentley Corp., has _ pur- 
chased complete control of Bolta- 
Carpart, Inc., which manufactures 
custom molded plastics for the 
| automotive, refrigeration, radio, 
television and packaging industries. 
Mitchell, whose Ionia (Mich.), 
and Owosso Mfg. divisions are sup- 
|pliers of finished bodies and trim 
(Continued on Page 59, Col. 1) 





It shows a young) 
couple touring Colorado in a Ford | 





COMING to DETROITA 


Use your 


AUTO DEALER’S 
COURTESY CARD 


For extra service at the 


WOLVERIAe 


HOTEL 


For years the Wolverine—home of 
the Tropics Night Club and famous 
Rainfall Bar—has been the “stop- 
ping place” for auto dealers in 
Detroit. See why on your next visit! 


500 ROOMS WITH BATH 


from $ 375 


CHILDREN FREE 
WITHERELL & ELIZABETH 


One block from Grand Circus Park 
PHONE WO. 3-9000 





HOBBS £"Pyou", 
meTER 


tells you when 


For fewer repair bills and 
longer engine life, you need 
a Hobbs Hour Meter. 
Regular care is the way to 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 
An electric timing instrument that shows 
Hours and Minutes of engine operation— Not 
A Revolution Counter. Tells When to 
change oil and filters, lubricate, overhaul, etc 
Approved and recommended by leading engine 
manufacturers. Ruggedly built . . . easy to in 
stall. . . Low Price. 


WRITE FOR LITERATURE 


iT W. Hobbs (EST eT PT ICT 


2073 YALE BLVD SPRINGFIELD, ILLINOIS 
World's Largest Builders of Running Time Meters 


New and improved 
through continuin, 
engineering researc 












Greater Profits with High Quality 


JEEP PARTS 


Write today for NEW Catalog 


Republic Sales Company 
1809-11 S. State St. 
Chicago 16, Illinois 








Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


Vas eed deel ee 
Phila. 45, Pa., Dept. A 
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News to Note... 


Auto World in Brief 


(Continued from Page 58) 





for the automotive industry, said 

his group bought the interest held 

in Bolta-Carpart by General Tire 

and Rubber Co., Akron. Mitchell’s 

group already held all outstanding 

stock not owned by General Tire. 
* * * 


Calnevar, Shore Firms 


Merge in Los Angeles 


LOS ANGELES. — Calnevar Co. 
and Shore Metal Products Co. have 
merged to form Shore-Calnevar, 
Inc. The firm will continue to make 
auto accessories, including wheel 
discs. 

* 
Teetor Plans to Return 


To Perfect Circle Post 


WASHINGTON.—Lothair Teetor, 
assistant secretary of commerce 
for domestic af- 
fairs, said last 
week that he 


* * 


the property being rezoned “indus- 
trial.” 


* * * 
Oliver Corp. Gets Stock 


In Waukesha Motors 


CHICAGO.—A. K. McCord, presi- 
ident, Oliver Corp., announces the 
|firm has acquired a 10 percent | 
common stock interest in Wauke- 
sha Motor Co. 

McCord said that purchase of | 
stock in the Wisconsin firm during | 
the last two years was Made in an | 
effort to insure a source of supply | 
for engines. Oliver manufactures 
farm machinery. 

* * 


‘New Gum Chews Away 


| 

Travelers’ Sickness | 
NEW YORK.—Motion sickness 
is avoided during land, air and 
sea travel by chewing a mint- 











would leave that 
post to return to 
his position as 
chairman of the 
board of Perfect 
Circle Corp. 

By fall Teetor 
will have com- 
pleted two years 
of Government 
service, a limit he 





Lothair Teetor 
set when assuming the post. 


* * * 


10-Year Life for Finishes 


Seen by GE Researcher 

BUFFALO.—Methods of finish- 
ing automobiles that will stand 
up for 10 years or more were 
predicted during a Niagara Mo- 
hawk productivity forum held 
here recently. 

Dr. M. J. Martin, of the Gen- 
eral Electric Research Labora- 
tory, predicted that “through fur- 
ther research in the silicone field, 
we anticipate that there will be 
finishes for automobiles so dur- 
able that in 10 years there will 
be no noticeable deterioration of 
the finish even thought it be con- 
tinuously exposed to the ele- 


ments.” 


* * * 


Rubber Consumption Dips 


From Peak Month’s Level 


NEW YORK. — New-rubber con- 
sumption in the U.S. during April 
amounted to 124,097 long tons, ac- 
cording to the Rubber’ Manufac- 
turers Assn., Inc. 

This was only 8.27 percent below 
the alltime monthly record set in 
the previous month. Natural rubber 
accountéd for 42.47 percent of the 
total consumption. 


* * * 


Auto-Lite Battery Buys 


Syracuse Hoffman Plant 


SYRACUSE. — Auto-Lite Battery 
Corp., Toledo, has contracted to 
buy the local plant of U.S. Hoff- 
man Machinery Corp. It has more 
than 200,000 square feet and is 
located on a 20-acre site. 

The purchase price was not re- 
vealed but is reported to be in 
excess of $2,000,000. It is expected 
that the Toledo firm will take over 
the plant as soon as title has been 
cleared. 

” ak oe 


Deal Sells Air Conditioners 


DENVER. — Denver Buick, Inc., 
has been appointed area represen- 
tative for the new Novi automobile 
air conditioner by the Novi Equip- 
ment Co., Novi, Mich. Harold 
Cohan, Denver Buick president, 
said an extensive sales campaign is 
Planned for the sales area. 

o oF ak 


Ford Denies It Plans 


To Build Near Rochester 


ROCHESTER, N. Y.—Plans for 
the purchase of more than 500 
acres in the town of Brighton near 
here have been denied by Ford 
officials. 

Max Gonsenhauser, who owns 
the bulk of the property, said the 
option was signed by Ford the last 
week in April and is contingent on 
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HI-GLO 





TO CLEAN AND POLISH 


* BEAUTIFUL LUSTRE 
ALL DONE WITH THIS 
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| flavored travei gum, it is an- 
nounced by Chas. Pfizer & Co., 
the manufacturer. 

The product, Bonamine chew- 
ing tablets, contains the com- 
| pound meclizine hydrochloride in 
| the gum’s sugar coating, which is 
said to give protection against 
queasy feelings for at least 24 
hours. The first travel gum ever 
marketed, it is reported to be 
effective for all types of travel. 

+ oo * 


| Device Invented to Repair 


‘Tubeless Tire on Wheel 


| EVANSVILLE, Ind.—Tom Mul- 


len has formed T-M Products 
Corp. to market a device he has 
patented which is said to seal holes 
in tubeless tires without dismount- 
ing the tire. 

The device, the size of a fountain 
pen, twists cords, made of small 
fibers impregnated with a secret 
solution, into the puncture hole in 
a manner similar to the old-time 
bicycle tire repair kit. 

* * * 


FTC Dismisses Complaint 

Of Bohn ‘Price Bias’ 
WASHINGTON. — The Federal 

Trade Commission last week dis- 
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THESE CHARTS TELL THE 


UNPROTECTED 
AUTO PAINT 


AMM 


Pigments of paint 
rest in peaks and 
become exposed 
to the elements 
thus flaking off. 





tected. 


POLISH SURFACE 


Yor 


Polish wipes off 
paint pigments 
and fills in val- 
leys, but in a few 
days peaks are 
once again unpro- 
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Wade Motor Co. (Ford), Atlanta, has moved into larger quarters at 440 Spring St., 
N. W. The showroom opens out on a deck, permitting both indoor and outdoor dis- 
play of cars. This marks the fourth expansion of the firm since it was established 
in 1935 by R. L. Wade. 


missed a complaint which had | sold products to small businessmen 
charged Bohn Aluminum & Brass | at higher prices than those charged 
Corp. Holland, Mich., with illegal | its larger customers. In dismissing 
| price discrimination in the sale of |the case, the examiner noted that 
| automotive parts. |Bohn had disposed of its parts 

The charge was issued Dec. 20, | business in 1953 and did not intend 
1949, and alleged that Bohn had /to reenter the field. 
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+ - - and what a 
BRILLIANT LUSTRE 
on new and used cars.” 


“Beliéve me—l've more than doubled my 
finish business and my ‘over-the-counter 
tales’ are bigger than ever since | started 
using Hi-Gloss . . . this impregnated 
towel makes it so easy to keep that show- 
teom finish.” 
# “We can finish a car better than ever— 
in @ half-hour—without buffing or hard 
rubbing just by using this impregnated 
Hi-Gloss Towel.” 
me less because | can use the 
seme Hi-Gloss Towel over and over again 
—plus saving time and labor . . . and | 
get quicker and easier profits.” 


“I've found that ONLY HI-GLOSS FIN- 
(SH HAS THE “STUFF” (PENATITE*) 
te penetrate and protect the paint and 
restore showroom beauty by actually 
plating car surface and trim.” 

“You see—this PENATITE* in HI-GLOSS 
is @ brand new discovery that penetrates 
—tightens and sets paint and trim—pro- 
tects the bond—prevents fading, drying, 
Making, cracking and rusting . . . and 
puts a heavy-duty lustre-plate over the 
entire surface.” 

“THATS WHY | SAY: YOU CAN 
PROCESS THRICE AS MANY CARS — 
MAKE THRICE THE PROFIT . . . And 
do a better job in one-half the time it 
used to take. 

“We think you'll like HI-GLOSS FINISH 
PROCESS BEST, TOO!" 


STORY: HIGHLY MAGNIFIED CROSSECTIONS OF PAINT SURFACES 


HI-GLOSS SURFACE! HI-GLOSS BLOCKS ; more scratch resistant 
we WEIGHT NEEDED 


TO SCRATCH IN 
GRAMS 


Tabor Scratch 
Test of 225 grams 
proves Hi - Gloss 
Treated Surface 
more resistant to 
scratches than any 
other polish pro- 
cess. 























Hi-Gloss tustre- 
plates the entire 
surface protecting 
the paint peaks 
from sun and 
weather, dirt, etc. 


of paint are the 
ultra-violet and 
infra-red rays of 
the sun but Hi- 


Gloss protects 


' 
' 
! 
' 
' 
' 
i 
' 
' 
' 
' 
' 
' 
' 
' 
1 paint reflects rays. 


ASK YOUR JOBBER ABOUT THE HI-GLOSS BAKER'S DOZEN DEAL! 









FASTER — 


BETTER USE HI-GLOSS CLEANER- 
POLISH (with miracle Penatite*). 

NATIONALLY ADVERTISED: 2-color ads 
in SATURDAY EVENING POST, POPU- 
LAR MECHANICS, POPULAR SCIENCE. 






NY-COr 


See 


Chshobos Seats So, 


LYNN, MASSACHUSETTS 
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Spence Honig Heads Beverly Hills Dealers 


BEVERLY HILLS, Calif. — The|nig, president; A. C. Robbins jr., 


Beverly Hills Motor Car Dealers | vice-president; 


Association last week elected the | secretary-treasurer. Directors: Dan 


following officers: Spencer T. Ho-|R. Ashcraft and J. E. Hellestoe. 








change-over time with 


SPU acted BS 
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TODAY’S Best Bin Buy 


Make us prove the above statement. Write us, and we will have a Borroughs 
representative see you, tell you and show you why you should “Go 
Borroughs”. There are features in Borroughs Bins that you should know about 
first hand .. features that will absolutely save you time and money. Are you 
interested? Then before you buy, investigate Borroughs ... Best Buy in Bins. 
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send for Catalog 


Borroughs Steel Shelving 
another great buy 


No steel shelving is easier or quicker to assemble. No bolts 
or nuts are needed to assemble shelves. Most practical and 
most flexible. Saves you time and money from its first day 
of installation. Send for cataleg today! 


BORROUGHS 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK allt KALAMAZOO, MICHIGAN 





MANUFACTURING COMPANY 





William J. Bryan, | 


| 


| 


| 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

M. CONWELL, of Conwell 

* Motor Sales, Rock Island, 

Ill, writes: “I read with great 

interest “Lawsuits Affecting Deal- 

ers” that you write for AUTOMOTIVE 
News. 


“I would appreciate it very much 
if you would publish something in 
your column or write me what 
course of action I should take con- 
cerning a disgruntled customer 
who has painted his car with 
lemons and has a sign on the top 
of the car reading ‘this car is a 
lemon.’ 

“He parks this car on the 
street in front of our place of 
business on an average of once 
or twice a week.” 

My answer is: Sometime ago I 
wrote up a similar case, but I have 
no record of it now. However, the 
higher court granted an injunction 
restraining the buyer from display- 
ing an automobile painted with 
lemons, etc., for the purpose of 
causing the seller or dealer incon- 
venience and loss of business. 

Soon in these pages I shall write 
up a similar case, in detail. 
* * * 


Conditional Sale Contract 


aa DORSCHEL, of Dorschel 
Buick, Inc., Rochester, N. Y., 


Dynaflow Placed 
On 94% of 755 
Buick Output 


FLINT. — Ninety-four percent of 
Buick production, or more than 
500,000 cars, are equipped with the 
new “variable-pitch” Dynaflow 
transmission, according to Ivan L. 
Wiles, Buick general manager. 

He asserted, “The introduction 
of variable pitch Dynaflow on our 
1955 models has increased the de- 
mand for Dynaflow beyond our ca- 
pacity. Our Dynaflow plant is work- 
ing around the clock seven days a 
week, but we still are unable to 
fill dealer orders.” 

Dynaflow is optional on the Spe- 
cial, Century and Super series and 
standard on the Roadmaster. But 
almost all Centurys and Supers are 
equipped with it and 90 percent of 
the Specials have Dynaflow, Wiles 
said. 





U. C. Dealers Form 


Minnesota Group 


MINNEAPOLIS.—The Minnesota 
Independent (Auto) Dealers Assn. 
has been formed by used-car deal- 
ers in the state. The group will 
draw up a code of ethics and offi- 
cers said it will try to promote 
favorable legislation, “ 

Louis Goldie, .Minneapolis,, is 
president; Dan Peterson, St. Paul, 
Arthur Bramilla and Harold Bat- 
tig, both of Minneapolis, are vice- 
presidents, and Don Bettis, Minne- 
apolis, is treasurer. Directors are 
Bud Brooks and Irving L. Reiter, 
both of Minneapolis, and Don Dick- 
man, Rochester. 





Florida Dealer Groups 


Pick New Officers 

TALLAHASSEE, Fia. Two 
Florida dealer groups have elected 
new officers. The Tallahassee Auto- 
mobile Dealers Assn. has elected 
John Manthey, John Manthey, Inc., 
president; E. W. Richardson, Tal- 
lahassee Motors, Inc., vice-presi- 
dent; Al Grider, Capital Lincoln- 
Mercury, Inc., secretary, and Frank 
Shaw, Tallahassee Motors, Inc., 
treasurer. 

The Franchised Automobile Deal- 
ers Assn. of Pensacola has chosen 
Dick Turner, Pensacola Buggy 
Works, Inc., president; James B. 
Gloer, Romana Motor Co., vice- 
president; Mort O’Sullivan jr., Mort 
O’Sullivan Pontiac, Inc., secretary- 
treasurer, and Ed Lee, Ed Lee Mo- 
tors, and Guy Green, Green Motor 
Co., directors. 





B33 cal aimene 
Shinn-Price Opens 

Shinn - Price, Inc. (Studebaker), 
has dpened in. .Oklahoma City. 
Orion Shinn is president and Ed 
Price, vice-president. 


writes: “We recently took in trade 











| : ; : 
| decision on this law soon in AvuTo- 
MOTIVE News. 


* * 
All Sellers Liable 


| N automobile dealer in Atlanta, 

asks: “If a dealer sells anti- 
\freeze that he purchased from a 
|manufacturer located in a foreign 


* 


an automobile on which we later | country and which damaged auto- 


found a conditional sales contract 
filed. However, the dealer who filed 
the conditional sales contract had 
not originally sold this car to the 
purchaser. 

He had simply taken the condi- 
tional sales to protect himself on 
a bill which this purchaser owed 


him on another vehicle. What is 


the law on this?” 

Your case is very unusual. 
Actually to answer your question, 
one would have to review in 


detail the laws of your state on | 


conditional sale contracts. 


Of course, a mortgage on an 
automobile is valid, irrespective of 
the fact that the amount due did 
not arise from sale of the auto- 
mobile. Hence, unless the condi-| 
tional contract was fraudulent and | 


| mobiles, who is liable?” 
| It is my opinion that a manu- 
|facturer located in a foreign coun- 
try cannot, ordinarily, be sued by 
a citizen of this country for dam- 
ages such as you ee How- 
ever, recently a higher court laid 
down this law: 

There is an implied warranty 
| between the retail dealer and the 
| consuming purchaser that the 
| merchandise is free from foreign 
| substances, or defects, and fit for 
reasonable uses. 

Also, this same law was held 
| applicable to wholesalers and man- 
|ufacturers of products. 
| For illustration, in Bow v. Hines, 
{240 S. W. (2d) 467, the testimony 
showed facts as follows: 

A customer named Hines pur- 
chased merchandise at a retail 


th h 
ee oe arose | store. Hines sued both the manu- 


mae — be | tacturer of the merchandise and 


: . 
I shall locate and publish for | ‘he cn” meee iene 
your benefit a new higher court! after a great amount of testi- 
- mony the higher court held that 
| the retailer, wholesaler and man- 
ufacturer all are liable on an 
| implied warranty that the mer- 
| chandise they sell is fit for rea- 


Calendar 


(Continued from Page 12) 


soe ters Association COmertiOn Serre, | Sonable uses. 
Cadillac Hotel, Detroit, Mich. | For comparison see Griggs Com- 


Oct. 26-28—I0th Annual ‘Technical Con- | pany v. Josey, 164 S. W. (2d) 835. 
vention, American Society of Body En- |The Supreme Court held that a 
Detroit: Rackham Memorial Building, | retailer is liable under an “implied” 

Oct. 28—Automobile Old Timers Ié6th | Warranty, even though the mer- 
arene — Waldorf - Astoria | chandise was in sealed containers 

otel, ew York, | ‘ - 

Nov. 6-7—Texas Independent Automobile | bearing the label of the manufac 
Dealers Assn., Inc.. llth Annual Con- |turer, and the retailer had no 
vention, Shamrock Hotel, Houston, Tex. | means of knowing that the con- 

itents are unfit for reasonable 
usage by purchasers. 


Dec. 7-8—A.S.I. Booth Conference Navy 
Pier, Chicago—Sponsored by M.E.W.A., 
Also, to same effect see Saparto, 


M.E.M.A, and N.S.P.A, 
Jan. 11-14—American Road Builders’ As- | 





sociation's 54th Annual Convention, 
= Auditorium, Miami Beach, oa : a an” and Haberer, 94 





Another Macton First! 











“a 


T he New Rave ine Turntabl el* 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 
sive features. The construction is all-welded tubular steel, designed 
for the center of gravity of the modern car. Built-in rotating elec- 
trical outlet for interior car lighting. Special 

wheel pads with a two inch ground clearance $ 00 
makes the turntable almost invisible when in 

use. No special anchorage or foundation re- 
quired . . . just plug if in to your nearest —_*.0-8. Stamford, Conn. 
electrical outlet. = SS 

“Patent Applied For 


MACTON 
DYKE LANE 


MACHINERY CO., INC. 
STAMFORD, CONN. 


THE WORLD'S 
LARGEST 
MANUFACTURER 
OF AUTOMATIC 
VEHICLE WASHERS 
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Farm Journal and Town Journal Acquire 
Country Gentleman—Open Broad Dual 
Highway to Rich Countryside Market— 


Farm and Town. 


OF IMMEDIATE INTEREST 
TO ALL MEDIA PEOPLE! 


The current U. S. subscription circulation of the 
CouNTRY GENTLEMAN is approximately 2,420,000. Of 
these, we estimate that 1,300,000 duplicate with Farm 
JOURNAL, 300,000 with Town JOURNAL. 


Our object will be to divide these 2,420,000 sub- 
scribing families into two groups—those who take an 
active interest in farming and those who do not. 


We will begin by splitting the subscription list 
into two parts—the 1,250,000 R.F.D. subscribers and 
the 1,170,000 non-R.F.D. subscribers. 


Of the 1,250,000 R.F.D. subscribers, we estimate 
that 700,000 already subscribe to FARM JOURNAL. This 
is now being determined. Duplicate FARM JOURNAL 
subscriptions will be extended. The remainder—550,000 
—will become new subscribers of FARM JOURNAL. 


We are writing to the 1,170,000 non-R.F.D. sub- 
scribers offering FARM JOURNAL to those who have a real 
farm interest, TOWN JOURNAL to those who do not. 


It is anticipated that Farm JOURNAL’s circulation 
will be increased from this group by perhaps 100,000 and 
Town JOURNAL’s circulation by from 500,000 to 600,000. 
The remainder will be largely accounted for by exten- 
sions of duplicating subscriptions. 


With all Country GENTLEMAN subscribers, as 
with our own, our policy of satisfaction or money back 
will apply. 


We are confident that Farm JOURNAL’s net paid, 
unduplicated circulation will rise from the present 
2,870,000 to more than 3,500,000 with the September 
issue—TOWN JOURNAL from the present 1,650,000 to 
more than 1,900,000 and continuing to grow to more 
than 2,000,000 by mid-fall. 


Current, low, FARM JOURNAL, TOWN JOURNAL 
and COUNTRYSIDE UNIT rates now in effect will apply 
through the January 1956 issues, 


New guarantees and new rates effective with the 
February 1956 issues will be published shortly. 


BUY OF A LIFETIME! 


e Now it will cost less to reach and sell the big and 
growing U.S. farm market. 


e Now it will be easier and cheaper to reach deeply 
and effectively into the hearts and minds of millions 
of hometown families all over America. 


e Both readers and advertisers will get more for their 
money—much more. 


Twenty years ago, FARM JOURNAL introduced a new kind of farm magazine to meet 
the needs of a new kind of farm market. FARM JOURNAL did not wait for the new era. 
It led the way, helped mightily to make it possible and became the recognized leader 
in a highly competitive field—first with readers by hundreds of thousands, first with 
advertisers by millions of dollars. 


Of the more than sixty million people who live beyond the metropolitan 
centers—in Countryside America—two thirds do not live on farms. Although a great 
many of these people do have a business interest in farming, many, many do not. 
Nevertheless, thousands upon thousands of them read farm magazines regularly. 


To us, this meant just one thing. Farm magazines are family magazines. 
Here, in the very center of the great U. S. family market, was an enormous, ready- 
made opportunity for a non-farm, family magazine. We produced TOWN JOURNAL 
to meet this need. 


It was the warm reception given TOwN JOURNAL by countryside families 
and the ever-widening appreciation of its power and place by advertisers which led 
us to purchase the COUNTRY GENTLEMAN and extend this concept of the right 
magazine to the right people in the countryside market. 


CouNTRY GENTLEMAN is a distinguished magazine with a fine audience 
divided nearly equally among families living in towns and families living on farms. 


It is our purpose to give both divisions of this audience the magazine which 
will best serve the needs and interests of the readers. 


To farm families we will deliver an even greater FARM JOURNAL-COUNTRY 
GENTLEMAN. 


To non-farm families, we will deliver a bigger, richer and more helpful 
family magazine, TOWN JOURNAL. 


And to advertisers everywhere, we will deliver unprecedented coverage of 
top quality, undiluted circulation—farm and/or town—at a notable savings in cost, 
now and in the future. 


61 


Beginning with the September issues and continuing for 
five big months, throughout the very height of the selling 
season — 


Pay the current FARM JOURNAL rates based on 
2,850,000 circulation—enjoy the power of two great 
names and more than 3,500,000 circulation—a bonus 
of more than half a million per issue! 


Pay the current TowN JOURNAL rates based on 
1,600,000 circulation—feel the impact on 2,000,000 
or more busy buying families in the very heart of 
the big U. S. family market. 


Save more, sell more—buy the CountTrysIDE Unrr— 
(FARM JOURNAL-COUNTRY GENTLEMAN and TOwN 
JOURNAL). Current rates based on 4,450,000—actual 
circulation nearer 6,000,000! 





FARM JOURNAL, Inc. 


Publishers of Farm Journal and Town Journal 


Washington Square, Philadelphia 5, Pa. 


Graham Patterson, Publisher Richard J. Babcock, President 
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Mechanic Training in Schools? 


(Continued from Page 1) 
plugging a drive to form classes 
in the schools. 

The meeting, along with that of 
the Motor and Equipment Whole- 
salers Assn., was held in connection 
with the Great Lakes Automotive 
Show, the last of a series of five 
such regional events. 

The other shows were held in 
Los Angeles, San Antonio, Atlanta 
and New York. In each city, meet- 
ings of the regional MEWA and 
NSPA preceded the actual exhibit. 

om * * 

N DETROIT last week the show 

was a sellout, with all available 
space sold to exhibitors. 

Earlier, at-the MEWA meeting, 
B. W. Ruark, general manager, 
continued his drive for the forma- 
tion of a national crime commis- 
sion to “brand the antitrust vio- 
lators as criminals or racketeers.” 

He said the heart of the free 
enterprise system was the extent 
to which retailers are permitted 
to make their own decisions. 
Then he charged that jobbers 
report from all over the nation that 
independent manufacturers’ prod- 
ucts are not permitted to be sold 
in car dealers’ and service stations 
“to an amazing extent.” 

“It’s time to get mad,” he cried. 

“Things are not going easy. Auto- 
motive wholesalers are faced with 
the problem of building volume to 
pay their way and with two huge 
markets closed to them it will be 
exceedingly difficult to attain the 
volume needed.” 

* + * 

ems two markets, according 

to Ruark, are the service sta- 
tion and the franchised auto dealer 
sources. He alleged that these are 
closed by pressure from the supply- 
ing car manufacturers and oi] com- 
panies. 

He assailed the “iron curtain” he 
said that had been hurled around 
these markets. An earlier speaker, 
William D. Snow, Toledo, counsel 
for the National Congress of Pe- 
troleum Retailers, estimated that 
the 200,000 retail service stations 
represented a $1 billion annual 
market. 

“As much as private or gov- 
ernment bureaucracy stifles the 
right of independent business- 
men,” he said, “just to that ex- 
tent are we going communistic 

within.” 


Snow had referred to the cases 
of the Standard Oil Co. of Calif. 
and Richfield Oil Co., of the same 
state, in which exclusion of inde- 
pendent products by pressure of 
the supplying oil companies was 
branded as illegal. 

Ruark hailed these decisions as 
a “charter of freedom.” “But these 
decisions, backed with all the might 
of the United States have become 
dead letters,” charged Ruark. 

+ = + 
a he asked. “Because the 
government either lacks the 
will or the capacity to enforce the 
law.” 

Ruark told of discussing the sit- 
uation with Virgil Peterson, head 
of the Chicago Crime Commission. 
“This man,” said Ruark, “told me 
‘you need a national crime com- 
mission.’” 

“The government is compro- 
mising and cannot do the job for 
us, even though its job is to en- 
force the laws,” Ruark said. 

He told of going to California 
after the two Federal decisions 
against Standard and Richfield “to 
see how these affected the situa- 
tion.” 

What he found, he told the list- 
ening jobbers, was that 90 percent 
of the service stations selling the 
gasoline of the two companies 
handled no stocks of TBA (tires, 
batteries and automotive accesso- 
ries) except those of their respec- 
tive companies or those of some 
“designated” supplier. The other 10 
percent handled other prominent 
name brand products, but had to 
“bootleg” them. 

* * a 
GNOwW, speaking just before 
Ruark, also tackled the same 
subject. He represents, he told the 
jobbers, 200,000 retail gasoline serv- 
ice stations. 

“We want to ‘buy from you,” he 
told the jobbers and called upon 
them to aid in eliminating ‘“co- 


ercive practices” which, he said, are|stroke and the shortening of the 
piston stroke has eliminated a 


criminal. 

“Economic murder of a small 
business is a crime that should 
be punished,” he said. 


He, too, mentioned the Standard 
and Richfield cases in California. 
“We took hope over this,” he de- 
clared, “but they proved to be a 


‘dead letter.’” 


Snow said the public’s attention 
had been called to the service sta- 
tion operator’s fight for the first 
time by the small business subcom- 
mittee hearings headed by Rep. 


James Roosevelt, California Demo- 


crat, which have been probing into 


the alleged coercive practices of the 
oil companies. 
* 2 ° 


—_— service station operators 
have lost their economic free- 
dom,” Snow charged, “and the job- 
bers have lost a market.” He set 
the annual value of this market at 
$1 billion. 

Snow said the committee of 
Congress had made a record for 
the perusal of law enforcement of- 
ficers. “We must get the law en- 
forced,” he said, “for new casualties 
constantly occurring because of 
this economic pressure are contin- 
sy shrinking the jobbers’ mar- 

et.” 

He likened the situation to 
prohibition where racketeers told 
their customers that if they 
bought ‘needle beer’ they had to 
put in the other lines, such as 
potato chips, pretzels, etc. 

“The oil companies are forcing 
their products on 200,000 service 
station operators against their 
will,” he charged. 

Snow told the jobbers, who ap- 
plauded him, that 18 of the 22 
major oil] companies were charged 
by witnesses before the Roosevelt 
committee with using coercion 
against their service station oper- 
ators. 

* * + 
AT can we do?” wag the 
rhetorical question he posed to 
the jobbers. Then he answered it: 
“Put pressure on the government.” 

In the NSPA meeting, the manu- 
facturers and jobbers heard Don 
Teetor, sales vice-president of Per- 
fect Circle Corp. and president of 
the NSPA, predict that a revolu- 
tion in the traditional distribution 
system was coming. 

“Who is going to perform the 
warehousing function and who’s 
going to get paid for it?” was 
the question he posed. 

He did not specifically answer it 
but outlined the present trend 
toward what he termed “combined 
buying groups.” In other words, 
the small independents have begun 
to get together to enjoy the bene- 
fits of mass buying power. 

The most significant part of his 
speech dealt with what he termed 
the peak market for motor parts. 
Teetor said that the replacement 
market now was paced longer from 
new-car purchase because of four 


factors. 
H=® LISTED those as: 
1, New motor oils which pro- 
long the life of parts. 
2. The square engine. Bore equals 





Breaks L-M Sales Record— 


An alltime national Lincoln - Mercury 
sales record in May was set by Coberly 
Lincoln-Mercury, Los Angeles. Presenting 
J. E. Coberly, president, center, with a 
sales achievement plaque are George S. 
Coats, Mercury western regional sales 
manager, left, and George L. Boggs, Los 
Angeles district sales manager. The firm 
sold 546 new cars in the month. 

























large part of wear. 
filters. 


but that now it’s 60,000 miles. 

“We are just now cashing in 
on the cars produced in 1948 and 
1949. A much larger parts market 
is coming but hasn’t arrived yet,” 
Teetor said. 


by Johnson—is causing the NSPA 
great concern, the shortage of 
mechanics. 

“This market will hit its peak in 
1957 and 1958,” said Teetor who 
paused significantly before continu- 
ing, “and there won’t be enough 
parts to meet the demand or 
enough mechanics to service the 
cars.” 

* + + 
Se this coming mar- 
ket, the NSPA president said: 
“The auto market is blossoming 
into the greatest market ever 
known.” 

Referring to the “closed” market 
of the franchised auto dealer, he 
said: “The car manufacturer 
creates a better market for us (by 
building autos) than he’ll ever take 
away. For the past 25 years the 
independent has taken 75 percent 
of the replacement market on one 
part (probably piston rings).” 


He said that as long as this 
continued, the independents 
would be assured of an expand- 
ing market as it grew with the 
greater number of cars being 
produced. 


In the MEWA meeting the job- 
bers were given an insight to one 
of their greatest concerns today— 
labor relations. Richard A. Melvin, 
MEWA’s director of member rela- 
tions, discussed the situation. 


Melvin traced the history of la- 
bor’s present prominence. “Labor 
has become important. It is big and 
has power,” he said, referring to 
the Ford negotiations and the con- 
tract that evolved from it. 

* * + 


“T* IS moving closer to the job- 

bing fraternity,” he said. Mel- 
vin estimated that about 50 million 
industrial workers were employed 
in the U.S. today. He said that 
one out of every three were mem- 
bers of unions. 


He warned the jobbers of the 
pitfalls of labor negotiations and 
told them to avail themselves of 
the experience of other jobbers 
who have been organized by unions. 
This experience has been summed 
up by the MEWA which has 
samples of union contracts and it 
is available for MEWA members, 
he said. 

“Our cost study has shown that 
the total personnel expense based 
on jobbers’ total volume is 17 
percent,” said Melvin. This, he 
told his listeners, represented a 
2 percent rise in the past five 
years. For efficient operation, 
Melvin said, this should be 15 
percent. 

A questionnaire sent out by the 
MEWA, Melvin said, revealed that 
13 percent of the member jobbers 
were organized by unions. Of these, 
one firm reported that it had been 
dealing with a union for 25 years. 

However, Melvin emphasized, 20 
percent reported that they had only 
been dealing with unions for 25 
weeks. “Think of that,” he said, “a 
20 percent growth in less than six 
months.” 
” ” n 
H= TOLD the members that the 
union representatives were far 
More aware of the laws than the 
jobbers. “Invest in a good labor 
lawyer,” he said. 

The B-19 Boosters Club staged a 
dinner the night before the show 
opened. James Boyle, of Sharp & 
Boyle, manufacturers representa- 
tives, heads the club. 


Lorain (O.) Auto Show 


LORAIN, O.—The Lorain County 
New Car Dealers Assn. will sponsor 
an auto show at the centennial 
county fair to be held at Welling- 
ton, O., this summer. 


3. Better materials used in parts. 
4. Extensive use of oil and air 


Before the war, Teetor said, pis- 
ton ring life was about 32,000 miles 


Then he posed the greatest di- 
lemma faced by the service indus- 
try and one that—as outlined above 





No. 1 in Burlington— 


Ross Burman (Lincoln-Mercury), left, was 
named Burlington (la.) Citizen No. 1 at 
an award dinner arranged by the city's 
American Business Club. The 51-year-old 
dealer was described as a “civic spark- 
plug” by State Senator Thomas Dailey, 
shown presenting him with the award 
scroll. 


Trust Group Hears Romney, Kaiser . . . 








Three Auto Parts Probes 
Under Way at FTC 
WASHINGTON.—Edward F. 


week that his agency is carrying 
on three investigations in the auto 
parts field. He testified before a 
House Judiciary subcommittee 
looking into antitrust problems. 

Two investigations involve Gen- 
eral Motors—one concerning com- 
pliance with a 1941 cease-and- 
desist order and the other 
involving complaints about mis- 
representation in the sale of 
Chevrolet parts. The third in- 
quiry is a “wide-scale” probe inte 
alleged price discrimination, he 
said. 


Howrey said FTC concentrates 
on auto parts, while the Justice 
Department handles autos them- 
selves. A Ford inquiry involving 
car sales is under way at the 
Justice Department’s Antitrust 
division, he said. 








As Independents See It 


(Continued from Page 6) 


the automotive parts he buys from 
the larger auto companies for his 
assembly operations. 

He also replied in the negative 
to a query as to whether he thought 
the dominant position of the Big 
Three in the parts and accessories 
field exerted any control over the 
Kaiser market. 

cad * * 
URING his tenure on the stand, 
Romney was in quite a light- 
hearted mood, making several 
points through jests that sent 
laughter across the hearing room. 

“Automobiles, women’s hats and 
sin have something in common,” 
said Romney at one point, add- 
ing that the more you see of them 
the more you accept them. 

His point was that public accept- 
ance of the automobiles put out in 
great volume by the larger com- 
panies was conditioned by their 


large numbers. 
* * * 


y= disclaiming any fear of 
@ one-producer monopoly aris- 
ing in the auto industry, Romney 
called the Senators’ attention to 
what he called popular misconcep- 
tions about Big Three products. He 
listed them as follows: 

1. Bigness means superior prod- 
ucts at superior values. 

2. Bigness means greater effici- 
ency. 

3. Resale values of small-pro- 
ducer cars are less. 

4. The Big Three manufacturers 
pay higher wages and “fringe” 
benefits. 

5. Weight and bulk are indispen- 
sable to automobile spaciousness 
and comfort. 

x - 
[aus impressions are false 
ones, but public acceptance of 
them makes it tough for small pro- 
ducers like American Motors and 
Studebaker-Packard, Romney said. 

The Big Three exploit a “volume 
styling advantage in a styling in- 
dustry” because their greater ca- 
pacity helps mold public acceptance, 
he pointed out. He noted that wrap- 
around windshields are of little as- 
sistance to driver visibility and V-8 
engines “aren’t the best for all 
cars.” 

“We think the age of dinosaur 
cars is at its peak,” he said, “and 
the future will see a demand for 
cars more suited to actual needs 
of traffic.” 

The American Motors president 
said his company is gaining rela- 
tively as fast as Chrysler Corp. in 
today’s market, but emphasized 
that small producers can »perate 
just as efficiently as Ford or Chrys- 


ler. 
7 * * 


ALKING about labor contracts, 

Romney said the smaller auto 
companies generally pay higher 
wage rates and fringe benefits. He 
added that size is not as much a 
factor affecting income and em- 
ployment stability as good man- 
agement and a successful opera- 
tion. 

Asked about his views on indus- 
trywide bargaining, Romney said 


it could push industry “into cartel- 
ism or nationalization.’ He said 
such an approach would “tend to- 
ward greater concentration of eco- 
nomic power in this country.” 
When the American Motors 
president stated that “experi- 
enced industry executives agree 
that Big Three production vol- 
umes are not required to achieve 
optimum cost results,” Chairman 
Kilgore asked him whether the 
size of car companies should be 
restricted to that point where 
such cost results are achieved. 
Romney termed the question an 
“iffy” one, saying that size is not 
a controlling factor in attaining 
optimum costs, that numerous fac- 
tors are involved in each situation. 
- * + 


ENATOR Kefauver showed a 

deep interest in military con- 
tracts vis-a-vis the auto companies. 
He question both Chrysler Presi- 
dent L. L. Colbert and Romney on 
the subject, the former extensively 
and the latter briefly. His question- 
ing also evinced interest as to how 
much parts buying the two com- 
panies did from General Motors. 

The hearings involving the auto 
chiefs have drawn a large con- 
tingent of the press. At times, 
the reporters outnumbered other 
people in the room, indicating 
awareness on the part of editors 
of the important place the auto 
industry has in the national econ- 
omy. 
Senator Kilgore, as chairman of 
the committee holding the hear- 
ings has been doing most of the 
questioning, with occasional sup- 
port from Senators O’Mahoney, 
Wiley and Kefauver. His attitude 
has been friendly, but his questions 
blunt. 

However, the auto men, for the 
most part, supplied candid answers, 
with very few “no comments” 
tossed around. 

s - e 


Sparkman Urges Fines 
In Antitrust Cases 


WASHINGTON. —Senator John 
J. Sparkman, Alabama Democrat 
and chairman of the Senate Small 
Business Committee, has said he 
will sponsor a bill which will in- 
clude a $5,000-a-day fine for anti- 
trust violators who disregard gov- 
ernment orders to stop a prohibited 
practice. 

The Federal Trade Commission 
must now go to court to get its 
ruling enforced. Stanley Barnes, 
assistant attorney general in 
charge of the antitrust division, 
has predicted that consumers might 
take steps to repeal fair trade laws 
when they realized “what fair trade 
does to them.” 

Meanwhile Senator Estes Ke- 
fauver, Tennessee Democrat, speak- 
ing before the National Assn. of 
Retail Grocers, said the adminis- 
tration had “shrugged aside” warn- 
ings of a “new and greater merger 
movement.” He said this was 
sparked by GOP-backed changes in 
tax laws which “may have favored 
big business.” 
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Budget Plan for Re 


irs, Parts... 


C-A-S Now in 400 Cities 


CHAMPAIGN, Ill.—A recent 
check indicates that there are now 
close to 400 cities and towns oper- 
ating the C-A-S Budget Plan, ac- 
cording to Certified Automotive 
Service, Inc. 

Approximately 2,000 jobbers and 
35,000 dealers are using C-A-S to 
sell repairs, parts and accessories 
on this time payment plan, it is 
reported. C-A-S activities cover 42 
states, the District of Columbia, and 
some parts of Canada and Hawaii. 

Cities of 10 to 50 thousand pop- 
ulation still hold the lead, ac- 
counting for 38.7 percent of all 
the cities participating. Cities of 
less than 10,000 population show 

a slight increase, but this is due 

to the fact that a number of re- 

gional and metropolitan groups 
include surrounding towns and 
suburbs. 

The following manufacturers are 
recent affiliate members in C-A-S, 
Inc.: 

Apeco-Auto Parts Exchange Co., 


Sales Marks Set 
By Oldsmobile 
And Buick 


Sales records continued to be re- 
ported last week by several auto 
makers. Here are their latest 
figures: 

Buick 

Buick sold 23,739 cars at retail 
in the first 10 days of June, a 
record for the first 10 days of any 
month, Ivan L. Wiles, general 
manager, said last week. 

“This is the tenth consecutive 
10-day period in which retail de- 
liveries have exceeded 22,000 
units,” Wiles said. “Since March 

1, our dealers have delivered more 
than 242,000 cars for an average 
of nearly 2,800 cars each selling 
day.” 

Deliveries for the year totaled 
355,438 cars through June 10, Wiles 
said. 

Oldsmobile 

Oldsmobile dealers sold 18,788 new 
cars in the first 10 days of June, 
setting a record for the first 10 
days of any month in Oldsmobile’s 
58-year history, according to J. F. 
Wolfram, general manager. 

During the same period last 
June, 13,872 retail deliveries were 
made. The record for any 10-day 
period was set last March when 
21,370 units were delivered in the 
final 10 days of the month. 

Oldsmobile sales from Jan. 1 to 
June 10 this year amounted to 278,- 
743 cars, which is 160 percent of 
the autos delivered in the corres- 
ponding period last year, the divi- 
sion’s best previous year. 


Inc., Crotty Corp., Federal-Mogul 


Corp., Grey-Rock Division of Ray- st. 


bestos - Manhattan, Inc., Hastings 
Mfg. Co. Heckethorn Mfg. & Sup- 
ply Co., and Lempco Products, Inc. 
Also Lamson & Sessions Co., Mc- 
Cord Corp., McQuay-WNorris Mfg. 
Co., Manley Valve Corp., P & D 
Mfg. Co., Inc., Purolator Products, 
Inc., Sealed Power Corp. and 
Standard Motor Products, Inc. 
The following figures, taken from 


Grinstead Returns 


To Willys in U.S. 


TOLEDO.—Appointment of C. W. 
Grinstead as manager of central 
sales division of Willys Motors, 
Inc., has been an- 
nounced by Hick- 
man Price jr., 
sales vice-presi- 
dent. 

Grinstead en- 
tered the automo- 
tive industry in 
1934 with the In- 
ternational Motor 
Truck Co. During 
World War II he 
was a civilian au- 
tomotive advisor 
with the Air Corps 
theater. 

He became associated with 
Kaiser automotive interests in 1945 
and served as sales representative 
in a number of foreign markets. 
Before taking his last post—gen- 
eral manager of Willys in Canada 
—he was a regional manager in 
Washington and Dallas. In his new 
post he will direct sales in 18 
states, Price said. 


Cutler to Head 
Plymouth Service 


DETROIT.—The appointment of 
George J. Cutler, field service man- 
ager for Plymouth, to the position 
of director of 
service, has been 
announced by 
William L. Mar- 
tin, sales mana- 
ger. He succeeds 
W. B. Rice, who 
was recently ap- 
pointed to a for- 
ward planning 
post on the staff 
of the sales vice- 
president. 

G. J, Cutler Cutler has been 
field service manager since Novem- 
ber, 1953. In his new capacity he 
will be responsible for the develop- 
ment of Plymouth service activities 
and policies. 





C. w. Grinstead 
in the CBI 





Save that WINDSHIELD Bsn a 


Remove Surface Scratches 


the New “SOMACA” way... 


NO. SM-570-PSP PORTABLE SCRATCH POLISHER 


Designed to meet the demand for a low-priced, light-weight portable tool capable 


: removing light surface scratches from automobile windshields “ 


to polish out rubs, finelines, stains, 
oan kind. 
Weighs only 7 Ibs. 


. also can be 
and discolorations on mirrors or glass of 


. . Perfect balance and properly placed handles make it 


possible to work with the windshield right in the car, thus lowering the labor cost 
and many times the cost of replacing an expensive curved windshield. 


No. SM-570-PSP complete as 
illustrated with 1 Ib. can of 
Polishing powder. 


Only $59° 


hai & ra Glass Mea aN 
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official C-A-S monthly reports, are 
a sampling of C-A-S business done 
in April: 

Percent 


of Appli- 
cations 


Resulting 
Dollar In Ap- 
City—Population Vulume provals 
Denver, Colo.—415,786 $22,148.01 81.8 
(30 jobbers, 500 dealers) 

Louis, Mo.—856,796 14,196.68 67.8 
(25 jobbers, 450 dealers) 
Philadelphia, 

Pa.—2,071,605 
(first month of operation, 
_ about 650 dealers) 


ianapolis, 
Ind.—427,173 
(7 jobbers, 500 dealers) 
Oklahoma City, 
Okla.—243,504 
(29 jobbers, 125 dealers) 


9,672.64 53.3 


9,595.07 


7,584.19 74.1 


6,343.41 69.7 

(6 jobbers, 45 dealers) 
Flat River, Mo.—24,709 6,303.66 71.7 
Mineral Area Regional Group 

(7 jobbers, 135 dealers) 
Tucson, Ariz.—45,454 5,706.00 

(6 jobbers, 235 dealers) 
Greenville, 8S. C.—58,161 

(7 jobbers, 100 dealers) 
Enid, Okla.—36,017 

(7 jobbers, 130 dealers) 


SAE 


(Continued from Page 6) 
search engineer of Ford Motor Co., 


76.5 
68.4 
75.8 


5,011.68 
3,595.84 


‘|and P. C. Ackerman, of Chrysler 
|| Corp. 


Haynes said that continual im- 
provements in auto design have 
“done much” to promote the 60 
percent reduction in the traffic 
toll rate over the past 24 years. 
He gave seat belts a boost, de- 
claring that the chances of hu- 
man survival should be improved 
by proper use of safety belts. 
Ackerman stressed the human 
factor in accidents, asserting that 
no conceivable auto designs “will 
make up for all the ineptness, or 
carelessness or selfishness of which 
human beings are capable.” 
Future cars, Ackerman said, will 

stop quicker and maneuver easier, 
as well as providing better visibil- 
ity. But he added: 

“We cannot produce an automo- 
bile foolproof against a head-on 
collision without developing a ve- 
hicle of such grotesque appearance 
and completely unrealistic cost, as 
to be unacceptable on a variety of 
important counts to almost any car 
buyer.” 

A German technician, J. S. 

Meurer, described a German 
diesel engine which operates ef- 


ficiently without smoke or knock | 


on almost any fuel. 

The engine’s piston is designed 
with a half-sphere combustion 
chamber in its center, and cooled 
with oil fed by nozzle from the 
crankcase. Fuel is deposited on the 
walls of the chamber in the form 
of a thin film, with only a small 
portion distributed to the swirling 
air above the piston for ignition 
purposes. 

Sir Harry Ricardo, recipient of 
the Horning memorial award, told 
how in 1930 he developed a cylinGer | oo eee 
head that revolutionized U. S. car 
engine design. 


Used-Car Sales 
Gain 94%, Say 


‘Packard Dealers 


DETROIT.—Sales of used cars 


| by Packard dealers throughout the 
ination hit almost 40,000 units dur- 


ing April and May, a gain of 94 
percent over the comparable period 


|in 1954, the company said 


Packard said an analysis of the 
two-month market disclosed that 
cars which sold new for $2,800 to 
$4,100 are retaining a greater share 
of their original value than cars 
selling in the lower price field. 

The 28 marketing areas surveyed 
represented points in which the 
“Packard Heritage Program” has 
been in operation 45 days or longer. 
This is restricted to late model, 
one-owner Packards and planned 
to establish this type of car as high 
value transportation. 

The study also showed, Packard 
said, that one and two-year-old 
Packard models are topped in the 
used car market by only two makes 
in the low and medium price fields. 
It was also reported that the value 
retention factor on an average two- 
year-old Packard was up 11 per- 
cent over the level of a year ago. 


Hayes-Arnold Sells 
Hayes - Arnold, Inc. (Chevrolet), 
Wadsworth, O., has been sold to 
Jack Sommers, Inc., of Lodi, O. It 
had been in business 31 years. 


Sunday Closings 


SPRINGFIELD, Ill.—A bill to 
force Sunday closings has been 
killed in the House of Representa- 
tives but the fight to pass such a 
bill continues. 

The bill was introduced in the 
Senate by Senator A. L. Cronin 
and has been assigned for study 
by the Industrial Affairs Commit- 













SELLS ON SIGHT TO CONSUMERS — 


24 envelopes 
containing 2 
TABS each 
mounted on 
colorful easel 
display. 

List: 1 envelope 











WRITE, 


M. C. Crawford 


New York 20, N.Y. 


Killed in Illinois 


tee. Hearings took place last week. 
Supporters of the measure said 
that if a statewide law should be 
adopted, many dealers in outlying 
areas who are challenging local 
ordinances would have no reason 
to object on the ground that they 
must meet big city—such as Chi- 
cago—competition. 


amazing new 
alitomatic 
windshield 
washer 
solvent is 
ablue tablet! 


NA 


WINDSHIELD WASHER CONCENTRATE 


Drop 1 eas tablet into a full automatic 
washer jar. Watch it fizz into a 

powerful blue detergent solution. The 
sudless mixture skims away road 

film, bug splatter instantly. No messy 
leftover liquids to leak in glove 
compartment. Services automatic 
windshield washers the safe, 


(2 TABS) for 25c. dry Cristy aes way. 
Get it oo 
your jobber. 
Write us for sample Labs 


CRISTY CHEMICAL CORPORATION, Worcester 4, Mass., U.S.A. 


Manufacturers of the original Cristy Drygas. 


Our many years 
of experience 


extra profits 
on your books! 





United States Rubber Company and its 
Distributors have a time-proven, workable 
plan designed to boost your profit per car 
by $60.03 to $85.58. Don't delay — get 
the facts right now! It requires no inven- 
tory, no added personnel. 


WIRE OR CALL 


United States Rubber Company 


1230 Avenue of the Americas 











lowa Law Defines ‘Used Vehicle’ 


DES MOINES.—Gov. Leo Hoegh|hicle which has been sold at retail 
has signed into law a bill defining| and which has been registered pre- 
a “used motor vehicle” as any ve-| viously. 








for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity 


beautywear seat cover fabric 


Road-tested for over 2 years by over 1,000,000 American motorists. 
® Resists Burns © Stops Shock © Won't Fade 
© Prevents Scufts ® Air Conditioned Comfort © Repels Stains 


Genuine Nycar is made only by 


ELLENBORO MILLS, INC. 


a division of Neisler Mills, Inc., Ellenboro, N. Carolina 





WHEN WILL 
BLAKE'S CAR 
BE READY? 





Auto dealers report 


20” to 50”MORE SERVICE JOBS 
with Executone 


With Executone you just push a 
button and talk, Production is 


Large and small dealers every- 
where are selling more customer 











Legislative Roundup 





(Continued from Page 28) 


tivity, new and increased taxes are 
continuing to come out of state 
capitals. Among those of direct or 
indirect automotive interest, the 
list of states boosting income taxes | 
has been broadened to include, 
Iowa, Minnesota, Oregon, South 
Carolina and Maryland, with the 
latter also adopting a withholding 
system of collection. 


South Carolina revised its sales 
tax to remove the tax limit on a 
single item purchase and make it a 
straight 3 percent of the purchase 
price. Maine applied its sales tax 
to casual sales of automobiles. Gov. 
Phil M. Donnelly jr. vetoed a Mis- 
souri bill which would have al- 
lowed a sales tax adjustment on 
automobile trade-in transactions. | 

Gasoline tax increase enact- | 
ments include Maine, from 6 to | 
7 cents a gallon; Iowa, from 5 to | 
6 cents; and Vermont, from 5 to | 
5% cents. 





repealed bus and truck graduated | 
mileage taxes, effective next Jan. 
1; increased registration fees and 
provided a system for pro rata reg- 
istration of interstate-operated | 
fleet vehicles. 

x 2 * 


Mich. Bill Exempts Drivers 


From Overload Penalties 


The Michigan Senate has ap-| 
proved a bill which would permit | 
truck drivers to escape any penalty 
for overloading a truck. | 

Senator Creighton R. Coleman, 
Battle Creek Republican, who} 
battled the measure on the floor, | 
said, “If we approve this plan i 


are letting our highways go to ruin. 
Certainly all of the truck owners 
will say overloads were the fault | 





Proto Cuts Zones 
Into 7 Regions 


LOS ANGELES.—P roto Tools| 
has consolidated its 15 sales zones | 
into seven regions, according a 
Marvin S. Bandoli, sales, market- 
ing and distribution vice-president. 

He said the plan was adopted to 
provide more efficient sales oper- 
ations. The regions and managers | 
are: 


Western region, Los Angeles—H. | 
W. Ocetjen, formerly sales manager. 
Southwestern, Dallas—R. C. Ricke, | 
formerly zone three manager.| 
Southeastern, Atlanta—W. H. 
Ricke, formerly zone 12 manager. 

Northeastern, New York—S. W. 
Manning, formerly zone nine man- 
ager. East central, Pittsburgh — J. 
S. Schrenker, formerly zone cight 
manager. North Central, Detroit—| 
H. E. Kretchmer, formerly zone} 
seven manager. Midwest, Chicago—- | 
J. H. Perry, sales vice-president of | 
P & C Hand Forged Tool Co., a'| 
division of Proto. 





of the driver and that will be the 
end of it.” 


Vermont Gas Tax Hiked 
By Half-Cent a Gallon 


start paying a half-cent more gas 
|tax per gallon under a bill signed 
into law by Gov. Joseph Johnson. 


|tax to 5% cents per gallon, was 
| passed to raise an estimated $600,- 
|000 per year more for road con- 
| struction in Vermont towns. 


Governor Vetoes Hike 
Of Missouri Jobless Pay 


has vetoed a bill which would have 
hiked the state’s jobless pay from 
$25 to $32 per week and extended 
| benefits from 24 to 26 weeks. 


|the grounds that it would jeopard- 
|ize protection of employes in case 
New Mexico lawmakers earlier of a business decline; would dis- 
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|eriminate against employers, ard 
threaten large numbers of smz!! 
businesses. : 

* * 


Illinois Vehicle Fee Bill 


Stymied in Committee 


A bill providing for a flat $10 
annual auto license fee coupled 
with higher state taxes on heavy 
trucks remained bottled up in the 
motor vehicle and traffic regu!a- 
tions committee of the Illinois 
House of Representatives. 

A motion to discharge it was de- 
feated on the floor by a vote of 
56 to 52. 

The increase, bringing the total ee 
Dealers’ Tax Onus Eased 


Ohio’s Gov. Frank Lausche has 
signed a bill which will free auto 
manufacturers and dealers from 
paying the $25 license tax on an) 
secondary business they might 
own in the same taxing district 
as the primary firm. ‘ 


Turn Signal Bill Killed 


The Illinois House of Representa- 
tives has defeated a bill which 
would require all trucks and cars 
to be equipped with directional turn 
signals. The measure was opposed 
by the Chicago Motor Club. 


® * * 


Vermont motorists July 1 will 


* * * 


Gov. Phil Donnelly of Missouri 


He said his action was based on 
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rei now! 


the Answer to the 
Public’s Demands 


® PAT. PEND 


Pre-sold by a wave of na- 
tional seat-belt publicity, by 
a growing accident con- 
sciousness, and by the 
recommendations of recog- 
nized safety experts, the pub- 
lic wants safety belts... 
and they'll buy Karbelts 
every time because: 





labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


your profits! 


SERVICE on Your Premises 
Executone factory-trained technicians in your 


area provide prompt dependable service— 
right on your premises—whenever required! 


Hudson Aids Newspaper 
In ‘Safety Crusade’ 


BUFFALO. —In response to an) 
editorial printed on Page One of | 
the Buffalo Courier-Express calling | 
for support of its “Crusade for | 
Safety,” Norman K. VanDerzee, | 
Hudson sales vice-president, has | 
loaned a “porto-clinic” tester to the | 
local crusade. 

The machine is approved by the | 
Army and gives drivers a “driving- | 
physical” test. 


Only forded KEEP CAR 
DOORS CLOSED on 


IMPACT 


With one end of each 
belt set anchored to 
the door, and capable 
of withstanding a pull 
of over 3,000 lbs., Kar- 
belts prevent the doors 
from flying open in a 
crash — help maintain 
the car's maximum 
structural strength. 


Only gordo ALWAYS 


STAY CLEAN and 
NEAT 


Here’s a major driver 
objection overcome. 
With Karbelts, you slip 
the outside half into 
the handy door clip as 
you get out. Belt does- 
n't get dirty to soil 
your clothes — stays 
free of damage by a 
slamming door. 


Only ford HAVE NO 
OBSTRUCTING FLOOR 
BRACKETS 


With outside belts fas- 
tened to the doors, 
there are no rear seat 
floor brackets near the 
doorway to trip pas- 
sengers or scuff their 
shoes. Center floor 
brackets are safely 
out of the way. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 





EXECUTONE, INC., Dept. T-6 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name. 
ae ee EE 8A 
0 

In Canada—331 Bartlett Ave., Toronto 





cihapendinanannell 








“In response to your editorial | 
and since safe driving has been a 
major concern of our company, we 
would like to make some concrete 
contribution to your campaign,” 
VanDerzee wrote the newspaper. 


Unabated Inflation 

LOUISVILLE.—Samuel L. Sted- 
man, partner of Carl M. Loeb, 
Rhoades & Co., a New York stock 
exchange firm, told an audience 
here that the U. S. still is in an 
inflationary period. “The stock 
market rise is due almost entirely,” 
he said, “to ‘catching up’ with 
depreciated purchasing value of the 
dollar.” He advised his listeners 
that U. S. securities were a good 
investment and said, “There will 
never be another 1929.” 


Sparton Karbelts are made of finest nylon webbing with the strongest and 
most convenient airline-type buckle yet devised. Available in 6 beautiful 
colors to compliment modern car interiors. 


You can’t buy better TO SAVE YOUR LIFE! 


Get full 


Ca 


details today 


or write 


arlon 


AUTOMOTIVE 


Division of 
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4-COLOR MERCHANDISING CARTON 
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' Plus Layoff Pay, Vested Pensions... 


3-Year GM Contract 
Grants Union Shop 


ENERAL MOTORS and the 

United Auto Workers signed a 
three-year contract last week 
which was closely patterned after 
the Ford-UAW agreement of the 
previous week. Here are the prin- 
cipal provisions of the GM pact: 

Union SHop— The main differ- 
ence in the two contracts is that 
the GM agreement for the first 
time provides for a full union shop, 
requiring all hourly workers to join 
the union. The union shop has been 
in effect at Ford and at most other 
auto factories. GM’s contract hith- 
erto had not required new workers 
to join the UAW. 

Supplemental Benefits — Effec- 
tive June 1, 1955, the company 
is to contribute five cents per 
man-hour to a fund from which 
unemployment benefits will be 
paid after June 1, 1956. 

When fully operative the plan, 
together with the employe’s state 
jobless benefits, will provide up to 
65 percent of the worker’s salary 
for four weeks. During the next 
22 weeks he will receive up to 60 
percent of his regular pay. 

IMPROVEMENT F'actor—Each year 
hourly workers will receive a wage 
increase of six cents an hour or 
2% percent of his pay, whichever 
is greater. 

Cost-or-Living — The escalator 
clause allowance change will be 
one cent for each halfpoint change 
in the cost-of-living index of the 
Bureau of Labor Statistics. 

Pension Fund — Pensions will 
be increased two ways: First, by 
raising the payments from $1.75 
per month per year of service to 
$2.25; second, by eliminating the 
30-year maximum on the period 
in which workers can build up 
pension credits. 

Pension improvements are ex- 
tended to current retirees and for 
the first time workers have a 
vested interest in the fund. This 
means that a worker who has 
worked 10 years at GM after reach- 
ing the age of 30 can leave the 
company and still collect benefits 
on reaching 65. 

INsurANcE — A substantially im- 
proved insurance plan which gives 
each worker at least a $500 in- 
crease in his life insurance. The 
new schedule provides coverage 
ranging from $3,500 to $7,500. The 
medical insurance program also 
has been improved. 

Extra Hotway—This will consist 


Pa. Plans to Sell 
Used State Cars 
To Public on Bids 


HARRISBURG, Pa.—Pennsyl- 
vania is starting a new system of 
buying state cars which consists 
of buying in fleets, using the cars 
for one year and then selling them 
to the public on bids. 

Previously, the used cars had 
been traded in on new ones. 

Gov. George M. Leader said the 
plan would save the State between 
$4 million and $5 million. He said 
the anrual turnover would be 4,200 
cars when the program reaches its 
peak in 1956. 

The plan will be used only for 
Fords, Chevrolets and Plymouths 
purchased by the state. Some other 
plan will be devised for the execu- 
tive cars, such as Cadillacs, Lin- 
colns and Buicks. 

Gov. Leader cited the method 
used by the Maryland Health De- 
partment, which buys a fleet of cars 
annually for $1,070 each and sells 
them a year later for $1,067. 

The Pennsylvania plan is already | 
in operation, with 450 used cars 
now being offered through adver- 
tisements. Dealers and individuals 
may submit bids. A minimum price | 
is established for each car. The) 
sale is handled by the Department 
of Property and Supplies. 


Tiffin Buick Changes 
Melvin Voght and Victor W. 
Goldsberry have taken over Tiffin 
Buick, Tiffin, O. They plan to build 
a new building for the firm. 











of a half day on Christmas Eve 
and a half day on New Year's 
Eve. 

Wage Increases — All skilled 
trades employes will receive a 
pay hike of eight cents an hour. 
In addition, there will be wage 
adjustments at the local level to 
eliminate wage inequities. 

Vacations—Workers with 10 to 15 
years’ seniority will be eligible for 
2% weeks’ vacation, instead of two 
weeks. . 

Nicht Work Pay—The premium ee eed 


for working nights was raised from 
7% percent to 10 percent. Most Aluminum for Tires?— 


workers will get triple time for| J. Louis Reynolds, Reynolds Metals Co. vice-president, inspects aluminum yarn 





working holidays. | which the firm says may soon be used in making tires. The metal yarn, already used 
Saturpay Bonus — All Saturday | in fabrics, is said to dissipate tire heat, a major cause of tire failure. 

work will be paid on a time-and-a- | - — ee Samay 

half basis, whether or not the Sat- Wondering how new-car and truck production and sales are making out? AUTOMO- 

urday is an overtime day in the | TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 

work week. ' automotive industry, every week throughout the year. 

























Carry a brand of Pennsylvania motor oil, 
and you'll have this profitable combination 
for every customer: 


(1) The best modern motor oil, made 
from nature’s finest crude; 

(2) Long-standing reputation... a 
reputation that gets increasingly 
important as motorists learn the 


hard way how different motor oils 
can affect the way their cars run. 





With the exacting needs of modern motors, 
and with the chemical additives that are 
being used to help motor oils meet their 
special requirements, it is more important 
than ever to sell oils that will stand up... 
oils that are made from a rugged crude... oils 
that come from the Pennsylvania region! 





Today’s BEST Oils 
start with 
Nature’s BEST Crude 
...and that means PENNSYLVANIA! 


re PENNSYL Van 
Koa ENNSYL VANS 


(“i 


lon 


00°. PURE © 


Here are four of the nation’s leading 
magazines that regularly carry 
PETE PENN’S messages on modern 
motor oils to millions of motorists. 





you can cash in on 


PENNSYLVANIA GRADE CRUDE 


Ford, GM Award ~ 
137 Fellowships, 
And Scholarships 


DETROIT.—General Motors and 
Ford Motor Co. last week awarded 
137 scholarships and fellowships to 
high school seniors and educators 
throughout the country. 

One hundred seniors were de- 
clared winners in GM’s National 
Scholarship Plan which provides 
up to $2,000 a year in financial aid. 
The plan is one phase of a new 
$2,000,000 annual program of aid to 
higher education sponsored by GM. 

Thirty-seven educators from col- 
leges and universities received fel- 
lowships to study the automobile 
industry at the first Ford Educa- 
tional Forum to be held in Dear- 
born July 17-30. 

Meanwhile, Westinghouse Elec- 
tric Corp., Pittsburgh, has an- 
nounced that four teen-age sons of 
Westinghouse employes have been 
awarded $3,200 “War Memorial 
Scholarships,” enabling them to 
pursue undergraduate studies in 
engineering or the physical sci- 
ences. Each winner will be en- 
titled to eight-semester payments 


' of $400 each. 


OCtL ASSOCIATION, Oli City, Pennsyivania 
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NEW PROFITABLE CUSTOMER SERVICE 


GLASS SCRATCH 
REMOVER 


Glass-N 


-+- inexpensive for 
your used cars! 


eu re Pa uk ant 
1s Y Wh 7 wv 
GLASS-NU, the amazing new glass polishing compound, 
removes surface scratches and abrasions from windshields . . . 
with inviting profits to you! 


FAST—GLASS-NU can be applied in a matter of minutes 
. .. thus saving valuable service department time. 


EASY TO USE—your service personnel can achieve 
sparkling results with GLASS-NU . . . without specialized training. 


PROFITABLE—low cost of GLASS-NU application makes 
this an attractive service to customers—a profitable service for you! 
GLASS-NU saves you money. Allows you to polish rather than 
replace used car windshields. 


AVOID COSTLY GLASS REPLACEMENTS! 
wera VAN LEE ASSOCIATES 


for FREE 
brochure P.O. BOX 89 * DETROIT 12, MICH. 
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°s Cornerstone... 


Dealer Guarantees 
Income Via Service 


(Continued from Page 6) 
room, the prospective buyer sud-|of his responsibilities in keeping 


denly said: 


the concern in a “fluid” state and 


“I think I'll go look at Ford. I| he sees to it that his department 
understand Beaudry is a fine firm| is producing efficiently. 


to deal with, and they really give 
a customer good service.” She 
bought from Beaudry. 

(This information came not from 
Beaudry, but from the competition 
which lost the deal!) 


* * * 


Believer in Courtesy 


a.” plus a service job 
well done at a reasonable price, 
are two infallible rules for build- 
ing business, Daniel believes. 

Beaudry has been doing business 
in downtown Atlanta for the past 
39 years. Although the present trend 
is for dealerships to move toward 
the suburbs, Beaudry has made its 
downtown location pay off. Main- 
taining four separate locations in 
the downtown, high rent area, it 
had to. 

One way it has been able to ac- 
complish this is by keeping a strict 
eye on the budget. P. E. Sheffield, 
vice-president and treasurer, at the 
end of each month works out the 
operating budget for each depart- 
ment for the following month. This 
budget is followed closely. 

At the end of each day, Daniel 
and Sheffield know exactly where 
the firm stands on expenses and 
profits. In this way, they are able 
to pick up the weak spots and 
plug the gaps before any real 
difficulties arise. 

Each department head is aware 
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The Complete Line Of The Automotive Industry 
The Quality Line — A Dual System 
Guaranteed To Fit Every V-8 Powered Car 
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1950-51 
1941-55 
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1937-55 
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Pontiac V-8 1955 
Studebaker V-8 1951-55 





1951-52 





Also Available . . . a complete line of Dual Exhaust 
Header Systems for most V-8 powered cars and 
Chevrolet... Factory Duplicate Rear Outlet Manifold 
ord and Mercury 1952-55. 


new Grand Guiet-lone FIBERGLAS* 


PACKED MUFFLERS with low, mellow tone. 
First Fully Engineered Fiberglas* Packed 
Mufflers. Also Available ...a complete line of 
Grand-tone High Efficiency Steel Packed Mufflers. 


*Fibergias (Reg. U. S. Pat. Off.) is a trademark of 
the Owens-Corning Fiberglas Corp. 


AUTOMOTIVE PRODUCTS 
2055 RUBY STREET - MELROSE PARK, ILLINOIS 


Whenever it becomes apparent 
that a different way of doing things 
would save time and manpower or 
increase profits, the new system is 
tried, and if it proves itself, is 
adopted. Beaudry officials do not 
believe in holding on to hidebound 
methods, just because they proved 
successful in the past. 

* * « 


Separate Make-Ready 


== is an example. The selling 
of around 200 new cars a month 
created a tremendous amount of 
new-car traffic in the service de- 
partment. The make-ready on new 
cars vied with after-service on new 
cars and regular customer service. 
The solution was the setting up of 
an entirely new make-ready depart- 
ment. 

Other changes which improved 
customer service was the switch- 
ing of the general shop to the sec- 
ond floor and the metal shop to the 
first floor. 

At Beaudry’s, the service prob- 
lem is not so much how to gain 
new customers as how to constant- 
ly improve and do a better job for 
the customers they already have, 
Daniel declares. 

In order to keep the service 
department operating in peak 
condition, J. L. Edwards, service 
superintendent, carries on an in- 
tensive training program. 

Hach month two men are selected 
to attend the Ford training school, 

which is held at the district level. 
Last month the men studied the in- 
stallation of new air conditioning 
units. Whatever knowledge and 
skills they learn at this school they 
bring back and share with the 
other service personnel. 

Edwards, who has had 40 years 
experience in Ford service, con- 
ducts training meetings of his own, 
helping his men to refresh their 
knowledge, improve their skills, and 
learn new methods through the 
showing of films and by physical 
demonstrations. 

Beaudry’s service personnel is 
selected from factory-trained men, 
and is chosen with a specific job 
in mind. The men work in pairs, 
and those who have the best knowl- 
edge of axle work are assigned to 
work on axles, those who are skilled 
in automatic transmissions fill 
those assignments, and so on. 

e * * 


Produce—or Else! 


NEW service men at Beaudry’s 
either learn to become fast, 
skilled workers or they work them- 
selves out of the organization. The 
average mechanic turns out $800 
to $1,000 worth of labor per month. 
The top men earn on an average of 
$600 per month. The turnover in 
service personnel is low, as the men 
feel a sense of security in working 
for a firm they know is stable. 
“We encourgae our personnel,” 
Daniel says, “to take part in 
community activities, to attend 
church and Sunday school. We 
prefer to employ married persons 
who are homeowners. We find a 
good citizen is a good employe.” 


The officers of Beaudry’s are 
stockholders in the firm which, was 
founded by the late Ernest G. 
Beaudry. The department heads 
also participate in the company’s 
profits. This is an excellent incen- 
tive and builds company loyalty, 
Daniel has found. 


| In addition to Daniel and Shef- 
field, other officers of the firm are: 
A. L. DeFoor, vice-president and 
truck division manager; M. H. 
Sneed, vice-president and general 
sales manager; J. H. Willingham, 
assistant treasurer and office man- 
ager. 

Assisting Edwards in the service 
|department is Walter Harris, as- 
| Sistant service superintendent; Wil- 
liam H. Whitworth, and Lyman 
Pelot, service salesmen. H. H. 
Evans is truck service manager; 
H. E. Hartley, truck parts man- 
ager, and H. M. Born, sales man- 
ager for the new-car department. 











SPECIALIZED 
LUBRICANTS 


DO YOU USE? 


Chances are you're already using 
one or more dependable AGS 
lubricants — and know how they 
improve any lube job. . . and give 
your work that extra touch of 
quality. So why stop short — with 
just one or two items? Use the full 
AGS line to really round-out your 
service ... and increase your re- 


sale profits! 









SOSHCSOHOSESESOESCOSZES 


AUGLYDE* 


Rubber Lubricant & 
RuGLYDE Service Kit 


2 Industry recommended 
ca for lubricating of all 
rubber parts and fitt- 
ings—clean and dress- 
up rubber—faster, safer 
Tubeless Tire servicing. 
SOCOSCSOSOSSESSSESESSCS 


y REE”. 


Protects all locks 
against freezing, stick- 
ing, rust and wear. 
Penetrates quickly, 
seals out moisture and 
dust from working 
parts. Use on every 


lube job—sell it, too! 





DOOR-EASE ® 
Stick Lubricant 


A clean lubricant for 
car door, trunk and 
hood fitting and other 


squeaks and binding. 
» Excellent for home 
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DOOR-EASE ® 
Dripless Oil 


Runs in. . . won’t run 
out! Long-wearing . . . 
weather and rust-proof 
film for hard-to-get-at 
places. Dozens of re- 
sale uses. 
epsbeseeeueneedseeeeoss 
* See your supplier or write 


AMERICAN GREASE STICK CO. 


MUSKEGON. MICHIGAN 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8. PRODUCTION ONLY) 


Week Week Jan, 1 Jan, 1 
Ended Ended June, To To 
dune 18, Week, June il, 1955, June 19, June 18, 
1955 1954* 1955* ToDate 1954* 1955 

AMERICAN MOTORS 3,630 1,860 3,549 10,218 47,091 98,968 
MEEED: avsssevonsvctorsvsxcsnsvee 965 818 862 2,462 13,088 32,420 
Nash. ............ ee 1,042 2,687 7,151 34,003 66,548 
CHRYSLER CORP. .... 27,350 15,392 27,336 71,672 352,242 744,074 
SNE scsistsicwicerensioes 3,900 1,337 4,005 10,374 58,337 103,760 
DeSoto ............ 2,450 959 2,398 6,246 35,7381 75,620 
IN idk cinideesevse sens sadsaaivn 5,500 3,076 5,565 14,698 62,350 167,960 
Plymouth .................... 15,500 10,020 15,368 40,354 200,824 396,734 
FORD MOTOR. .............. 47,885 33,851 32,393 108,854 871,112 1,062,215 
SE) -tcsetmiccteniveonceWtexssten 38,310 28,872 26,008 83,391 705,434 829,233 
ae 1,075 544 496 2,129 20,991 21,657 
Mercury .............. vooniedad 8,500 4,935 5,894 18,334 144,687 211,325 
GENERAL MOTORS.. 60,050 59,020 68,195 177,222 1,433,811 1,959,500 
PIES. «bcs ckicecesecsvibntasciniace 18,800 10,680 13,548 41,926 269,871 403,610 
ee 2,800 3,223 5,155 57,2386 75,794 
Ohovrolet. ................... 17,000 29,086 30,180 69,247 714,278 877,519 
Oldsmobile .................. 13,650 10,238 11,755 $3,822 207,623 307,776 
Pontiac .... 10,600 6,266 9,494 27,072 184,803 294,801 
KAISER MOTORS ...... 145 647 133 863 12,805 6,430 
Kaiser . 145 269 133 363 4,838 V1 
Willys wisebeiies OD skies, edocs 7,967 5,659 
RP PIES, scncitvacscsssessssicd 3,646 2,856 3,055 9,152 659,025 109,392 
SPE. Wiodievssases sisdeeisan 1,750 849 1,597 4,495 17,917 940,162 
Studebaker .................. 1,896 2,007 1,458 4,657 41,108 69,230 


113,626 134,661 


Total Cars, U. S.........142,706 
*Revisea 


$72,476 2,776,086 3,980,579 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Same Ended dune, To To 
June 18, Week, Junell, 1955, June19, June 18, 
1955 1954* 1955* ToDate  1954* 1955 
CHEVROLET. ................. 3,500 6,393 8,726 19,085 171,771 177,092 
DIAMOND Ti ................ 125 69 103 246 1,685 2,451 
PUI» siscdsoscsesorestceiocescestes 80 80 80 208 1,898 1,690 
IED. Sibkbsasskesescisasncssonces 2,900 1,965 2,936 7,673 44,821 49,862 
SE °. Losctdbscatvesintasvectsibassobe 7,945 5,392 5,201 16,890 155,410 181,084 
a eee 1,000 1,087 2,205 5,076 48,401 44,031 
INTERNATIONAL ...... 3,145 2,201 3,101 8,746 52,486 64,919 
ID Fe iithcsisivnddclvsccvaenninl 390 124 366 990 3,223 6,134 
IE” <iicsstiogss itisiusiesstuoacseiates 120 179 116 316 5,294 2,456 
STUDEBAKER. ............. 323 302 288 935 6,492 10,228 
IE. ssccssivducssensissnnssonniins 335 206 335 862 5,537 6,397 
PIM sixtsntepdiocscxtoncsasice 1,520 1,638 1,268 2,777 =. 28,159 +=: 37,262 
MISCELLANEOUS 100 91 100 275 3,938 2,420 
Total Trucks, U. S..... 21,483 20,227 24,825 64,029 524,715 586,026 
Total Cars, Trucks, 
PNA AID.  sdéacia viseeh trot nseiesd 164,189 133,853 159,486 436,505 3,300,801 4,566,605 
Total Cars, Trucks, 
RII, Sincaincentenssccceses 13,960 6,057 13,442 38,106 245,219 262,241 
Grand Total, 
Cars and Trucks, 


U. S. and Canada..178,149 189,910 172,928 474,611 3,546,020 4,828,846 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Ohio U. C. Dealers Protest 
Anti-Bootlegging Ruling 


COLUMBUS, O.—Used-car deal- 
ers have protested a proposed rul- 
ing by the Ohio Auto Dealers and 
Salesmen’s Licensing Board which 
is aimed at “bootlegging” of new 
cars. 

The rule defines a used motor 
vehicle as: “A used motor vehicle 
is a motor vehicle which has 
been titled in the name of a 
general purchaser.” 

The used-car dealers charge that 
the rule would restrict trade and 
that they should not be penalized 
because authorized dealers, with 
more cars on hand than they can 
sell, allow them to come into the 
hands of the used-car dealers. 

It has been reported that the 
chief source of “bootlegged” new 
cars is leasing companies which 
buy new cars, then sell them to 
owners of used-car lots. 


The rule as drafted has been 
approved by the trustees of the 
Ohio Automobile Dealers Assn. 
It can, if adopted, become effec- 
tive by being filed with the sec- 
retary of state. 

Members of the board are W. A. 
Brandenberg (Chevrolet), Mans- 
field, O., president; C. A. Cronin 


(Ford), Cincinnati, vice-president, 
and C. Ervin Nofer, acting state 


registrar. 
* * 


Cleveland Council Studies 


Used-Car Lot Regulations 

CLEVELAND.—tThe city council 
is considering legislation aimed at 
regulating used-car operations. 

The ordinance calls for a $10 
annual registration fee and requires 
lots to be covered with a hard 
or dustless surface, have proper 
lighting facilities and proper sani- 
tation and be five feet from the 
street line. Penalties range from 
$50 to $200 fines and from 30 to 
60 days in jail. 


Dealership Goes Bankrupt 


HUNTINGTON, Ind.—J. Edward 
Roush, county prosecutor, was 
named by Huntington Circuit Court 
Judge Burr H. Glenn, to admin- 
ister the liquidation of Dallas Shep- 
ler, Inc., new and used-car dealer- 
ship. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Wildcat Strikes Hamper Fre 


4-Millionth 


55 Car 


Due to Roll Today 


(Continued from Page 1) 


division alone set six new pro- 
duction records. They were: 

1. A new daily mark of 6,670 cars 
on June 14, breaking the old high 
of 6,514 set the previous day. 


2. A new daily high of 7,848 cars 
and trucks on June 14, eclipsing 
the old high of 7,803 on Dec. 24, 
1954. ‘ 


* + 
A NEW five-day record of 32,- 
© 960 cars, breaking the old mark 
of 31,749 set during the period end- 
ing May 20. 

4. A new six-day record of 38,310 
cars, surpassing the old high of 
37,386 during the week ended 
May 21. 

5. A new five-day record of 39,- 
805 cars and trucks, surpassing 
the old mark of 38,134 set during 
the five-day period ending May 20. 

A new six-day mark of 46,255 
cars and trucks, breaking the old 
mark of 44,825 during the week 
ended May 21. 

Ford Motor Co. also set a new 
daily mark on June 14 when the 
company’s three divisions assem- 
bled 10,208 cars and trucks. The 
previous high of 9,935 units was 
established on May 19. 

* 


LTHOUGH no records were set, 

both Lincoln and Mercury divi- 
sions returned to normal produc- 
tion last week—Lincoln assembling 
an estimated 1,075 cars, and Mer- 
cury, 8,500 units. All divisions were 
scheduled to work Saturday. 

GM, plagued by labor troubles at 
both Cadillac and Chevrolet, sched- 
uled only 60,050 cars last week, 
lowest output by that corporation 
since last December. 

Cadillac didn’t schedule any 
assemblies last week, while Chev- 
rolet, operating at only half of 
its normal pace, was hoping for 
17,000 units. 

Buick moved back near its nor- 
mal level with a projection of 18,- 
800 units, while both Oldsmobile 
and Pontiac were operating at 
near-normal] capacities—Oldsmobile 
at 13,650 units and Pontiac at 
10,600 cars. 

* + + 

HRYSLER CORP. fell off 

slightly from its second-quarter 
pace as it scheduled 27,350 units 
last week. Chrysler division, which 
has been operating near the 4,200 
mark, dropped back to 3,900; De- 


L-M Reps Appeal 
Cancellation 


Of Licenses 


PAWTUCKET, R. I.—Four Lin- 
coln-Mercury representatives have 
appealed to the State Supreme 
Court the cancellation of their 
licenses by Laurie B. Lussier, regis- 
trar of motor vehicles. 

The court has directed Lussier 
to furnish it with all records of 
proceedings in the _ suspension, 
which resulted from an investiga- 
tion concerning the cancellation of 
a L-M franchise held by Norman 
R. Gravin in Woonsocket. 

Lussier said that as a result of 
the hearing, he had concluded that 
the Ford Motor Co. had terminated 
Gravin’s franchise “unfairly and 
without just provocation” in viola- 
tion of the State Motor Vehicle 
Code. 

Lussier has lifted the licenses of 
Joseph Abely, New England dis- 
trict sales manager for L-M; Peter 
Smith, assistant district manager; 
L. B. Madden, zone manager, and 
C. R. Drescher, used-car manager. 

Counsel for both sides have 
agreed to a stay of execution of 
the licenses suspension pending the 
outcome of the court case. The 
writs are returnable July 6 at 
which time the court may assign 
the appeals for hearing. 

The representatives contend that 
“the licenses are not a proper legal 
exercise of Lussier’s power under 
the law.” They also contend that 
his findings are “erroneous” and 
that they have been “deprived of 
their rights and property in viola- 
tion of the 14th amendment of the 
| Constitution. 


Soto, operating in the 2,700 bracket 
during May, cut back to 2,450; 
Dodge, which was making an aver- 
age of 7,000 units during the past 
month, dropped back to 5,500 units, 
and Plymouth remained steady in 
the 15,500 bracket. 


Studebaker-Packard Corp. and 
American Motors continued to op- 
erate on about the same level— 
S-P with a projection of 3,646 cars 
and AM, 3,630 units. Kaiser sched- 
uled 145 assemblies last week, a 
12-unit increase over the 133 
Kaisers produced during the pre- 
vious week. 

Truck production, hit hardest by 
the Chevrolet cutback, was esti- 
mated at 21,483 units last week, a 
slight drop from the 24,825 trucks 
assembled the previous week. 


Willys Ships Tools 


To Buenos Aires, 
Not ‘Entire Plant’ 


TOLEDO.—In what was termed 
one of the largest movements of 
heavy machinery ever undertaken, 
Willys Motors, Inc., is shipping 
tools and equipment surplus to its 


U. S. needs to Argentina, according j 


to a company spokesman. 


He denied that—as reported else- 


where—the company is moving the 
complete local automotive manu- 
facturing plant. 


“We are moving surplus tools and 
equipment from Toledo, Detroit 
and other points,” he said. 

This machinery will be used to 
equip the plant now being con- 
structed in Argentina for manu- 
facture of Kaiser autos there. 

Last Apr. 30 the firm halted pro- 
duction of Willys cars in Toledo to 
fill an order of 1,000 Kaisers for 
Argentina dealers. 

The machinery comprises about 
7,500 tons and will move from New 
York to Buenos Aires in Argentine- 
flag ships, according to the movers, 
D. C. Andrews & Co., Inc., of New 
York. 

The packing and processing is 
being undertaken by National Ex- 
port Packing Co. and probably will 
require about four months. The en- 
tire movement is expected to take 
about nine months. 

Willys, which is the manufactur- 
ing unit of the corporation, report- 
ed that the question of U. S. man- 
ufacture of Kaiser cars was not 
yet resolved. At the time of the 
original announcement of the 1,000- 
car order from Argentina, it was 
said that production of Willys cars 
would resume after the order had 
been filled. 


Tron Curtain Jeeps Put 


Willys on ‘Probation’ 

WASHINGTON.—The appear- 
ance of 100 Jeeps behind the Iron 
Curtain caused Willys-Overland 
Export Corp. to be put on “proba- 
tion” for six months by the Com- 
merce Department’s Bureau of For- 
eign Commerce. 

The Jeeps were said to have been 
sold for farming purposes in Syria 
and Lebanon but, according to the 
Bureau, Willys had been advised 
of the possibility of transshipment 
to Rumania, where they ultimately 
were sold. The Bureau said the ex- 
port firm was “negligent” in not 
telling it of this information. 

A foreign company and two indi- 
viduals involved were barred from 
participating in U. S. exports until 
the end of export control, while 
four other men were suspended. 
However, the Bureau said, Willys- 
Overland could continue export op- 
erations and if it stays “out of 
trouble,” the probation will end 
next December. 


Morgan Motor Elects 
Litsinger President 


CHICAGO.—At a recent meeting 
of the board of directors of Morgan 
Motor Co. (Lincoln-Mercury), Fred 
G. Litsinger was elected president. 

Litsinger is also president of Lit- 
singer Motor Co. (Ford) here. 


ADVERTISEMENT 





Detroit, June 20—In 1905 automo- 
tive manufacturing plants employed 
about 13,000 workers at an average 
weekly wage of $11.40. And only 7.2 
per cent of 2,151,000 miles of rural 
road mileage in the U. S. was sur- 
faced—compared to 59.5 per cent 
of that total today. 


Motorists along Wisconsin’s Route 41 
were treated to an unusual sight recently 
when more than 40 Nash dealers from 
Indiana, Iowa, Michigan and Illinois 
participated in a spectacular driveaway 
from the Kenosha, Wisconsin, plant. All 
the cars were in the new Fashion Tone 
color styling and all the cars were air 
conditioned. 





The purchase of a Nash automobile 
was more than the acquisition of 
property for Mr. and Mrs. K. J. 
Dumas, Hopkins, Minnesota, it’s a 
cherished memory. Father of 10 
children, Mr. Dumas recently wrote 
the Kenosha plant that he wanted 
to buy a new Nash but “would it 
be possible to watch it being made, 
take pictures of the various stages 
of assembly and obtain autographs 
of participating workers—so we can 
compile a story for the kids?”’ The 
answer, of course, was “‘Yes, indeed!” 


There is more truth than poetry in the 
phrase—“‘It rides like a million!” as 
many a Nash used car buyer can tell you. 
Every Nash Bonded Select Used Car is 
backed by a $1,000,000 indemnity bond 
that assures the purchaser the best pros 
tection for his money. 


E. G. Brittain of Canton, Ohio, 
writes: *‘Mrs. Brittain and I just 
purchased a new Rambler Cross 
Country. American Motors has 
brought into the low price field an 
automobile that looks, feels and 
acts like other companies claim 
their cars do.”’ He lists the follow- 
ing impressions after driving the 
car 3,000 miles: Fast take-offs 
second to none; highway speeds 
above 95 mile an hour; highway and 
city average, 22 to 26 miles per gallon. 
& 
Harold P. Hastings of Claremoat, New 
Hampshire, former president of the 
Federated Sportsmen’s Clubs of New 
Hampshire, Inc., was recently honored 
for his efforts in behalf of conservation 
by being presented a Nash Conservation 
Award. He was one of 10 non-paid and 


10 professional conservationists so 


honored by Nash. 
e 


Of all the workers living 10 or more 
miles from their jobs, 85 per cent 
depend on private passenger cars 
for their transportation. And more 
and more of these workers are using 
Nash Ramblers for economical 
riding and ease of parking in con- 
gested areas. 






Used-Car Auction Prices 


AUTOMOTIVE NEWS, JUNE 20, 1955 


$1,375°, 2 
-dr., $1,- 


$910", $900; Main (8) 4-dr., $795*, $790. 


(Continued from Page 49) 
MERCURY—’54 Monterey Sun Valley, $1,- 


dere, $375. ‘48 Special Deluxe club 

coupe, $120. 
PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
500*. '53 Chieftain (8) 2-dr., $1,075. '52 
Chieftain (8) 2-dr., $620. ‘51 Silver 
Streak (8) Catalina, "$690°; Silver Streak 
(6) club coupe, $460, ‘50 Silver Streak 
(8) 2-dr., $350*; Silver Streak (6) 2-dr., 
$350, $290. '49 ‘silver Streak (8) conv., 
$340*; 4-dr., $270*, '48 Torpedo (8) 4- 
dr., $110. 

STUDEBAKER — '53 Commander 4-dr., 
$690*. ‘52 Commander 2-dr., $510*; 
Champion 4-dr., $300*, '51 Commander 
4-dr., $255. '49 Champion 4-dr., $150. 

WILLYS—’55 jeepster, $1,425. 

MISCELLANEOUS—’53 Henry J (6) 2-dr., 
$405. °52 Henry J station wagon, $270. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 7.) 
(Sold 312 cars out of 454 offerings.) 


BUICK — '55 Special conv., $2,460*, ‘54 
Super 2-dr., $2,110*, $2,005*; Special 
4-dr., , $2,910°, $1,795*; 2-dr., $1,900*, 
$1,700*, '53 RM 2-dr., $1,425°, $1,315° 


(ps); Super 2-dr., $1,410* (ps), $1,275°*; 
Special conv., $1,400; 2-dr., $1,350°. 

CADILLAO—’55 (62) coupe, $4,386* (ps); 
4-dr., $4,190* (ps). '54 (62) conv., $4,- 
040* (ps); coupe deVille, $3,800* (ps). 
'63 (62) conv., $2,585* (ps); (60) Spe- 
cial 4-dr., $2,365* (ps). 

CHEVRO) —'55 Bel Air (6) 2-dr., $1,- 
660. °54 Bel Air conv., $1,595* (ps); 
Two-ten 4-dr., $1,090; One-fifty 2-dr., 
$950, $935, $910. '53 Bel Air conv., $1,- 
300°; 2-dr., $1,195*; Sport coupe, $1,- 
180*, $1,105°*; 4-dr., $1,050*; Two-ten 
2-dr., $895, $770; 4-dr., $870; One-fifty 
4-dr., $690. '52 SL Deluxe conv., $1,000*; 
Bel Air, $815". 

CHRYSLER—’54 Windsor conv., $1,780° 
(ps). ’°53 Windsor Newport, $1,295* (ps), 
$1,100°; NY 4-dr., $1,150* (ps). °52 
Windsor club a $650*. '51 Imperial 
4-dr., $500*; 4-dr., $475*; Windsor 
4-dr., $395*. 

‘53 Fire Dome (8) Sportsman, 
$1,450* (ps); 4-dr., $1,100*, 91,055". 
‘52 Fire Dome (8) Sportsman, $800°; 
conv., $685*; Custom 4-dr., $540*. 

DODGE—’55 Royal (8) Lancer, $2,375*. 
*54 Meadowbrook 2-dr., $1,125*. ‘53 
Meadowbrook station wagon, $1,100; 
Coronet 2-dr., $965*; 4-dr., $915*, $745°. 

FORD—'55 Thunderbird, ; 


$1,680* ; 
$1,305*, $1, 270, $1,160; Main (6) 2-dr., 
$925. °53 Crest (8) station wagon, $1, 
340; Victoria, $1,205°. 
HUDSON—’54 Hollywood sedan, $1,550°*. 
*653 Hornet 4-dr., $1,010*, $1,005*, $900°. 
LINCOLN—’54 Capri 4-dr., $2,100° (ps). 
'63 Capri coupe, $1,615* (ps); 4-dr., 
$1,605* (ps). ’52 Capri 4-dr., $1,200°. 
MERCURY—’55 Montclair coupe, $2,410°*. 
‘54 Monterey coupe, $1,905* (ps), $1,- 
740°; 4-dr., $1,805* (ps). '53 Monterey 
$1,535"; coupe, $1,505*; Custom 
. 


NASH — 54 Ambassador 4-dr., $1,410*. 
"53 Ambassador club coupe, $1,300*, $1,- 
Statesman club 


160°; 4-dr., $1,250°; 
$1,005*; Rambler 


coupe, $1,110; 4-dr., 

(98) Holiday, $3,240° 
(ps), $3,040* (ps). '54 (98) conv., §$2,- 
825* (ps), $2,690* (ps); Holiday, $2,685* 
(ps), $2,600* (ps); 2-dr., $2,185* (ps); 
(88) 2-dr., $1,985°, $1,870". "53 (98) 
Holiday, $1,820* (ps);  conv., $1,650° 


(ps). 

PACKARD—’53 (400) 4-dr., $1,400 (ps); 
Clipper 4-dr., $1,185*, $1,000*. '51 (300) 
4-dr., $600*. 

PLYMOUTH — °55 Belvedere (8) Sport 
coupe, $1,770*; Plaza (6) 2-dr., $1,355. 
’54 Belvedere coupe, $1,355; Savoy 4-dr., 
$1,070, $1,050; Plaza 4-dr., $890. ‘53 
Savoy station wagon, $1,050; Belvedere, 
$835; Cranbrook 4-dr., $775. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
400* (ps); Chieftain (8) Catalina, $2,- 
’54 Chieftain (8) 4-dr., $1,900* 
$1,765*, $1,725* (ps), $1,415°; 

Chief (8) conv., $1,850* (ps); Cata- 

sue $1,825°. 

DEBAKER — ‘55 Commander club 

a $1,505". °54 Commander club 

coupe, $1,385. '53 Champion 2-dr., $630. 


DYER, IND. 
(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 3.) 
(Sold 223 cars out of 318 offerings.) 
BUICK—’'55 Special Riviera, $2,500* (ps). 
(ps); — 


E 
z 


$360, $340°, 

OADILLAG "és (62) coupe deVille, $4,- 
780° (ps); coupe, $4,305* (ps), $4,200 
(ps). ‘64 (62) 4-dr., $3,325* (ps). 53 
(62) 4-dr., $2,070° (ps). '50 (62) coupe 
rae tg $1,190°, $1,025°; (60) Special 

—'55 Bel Air (8) conv., $2,- 
= » _— $1,970; coupe, $1,970°. ‘53 

Sport coupe, $1,130*°; coupe, 
$1.07 or Two-ten 4-dr., $920, $855, $850, 
$830, $790. ‘52 SL Special 4-dr., $465. 
‘51 SL Deluxe Bel Air, $565*; 4-dr., 
$535*; FL Deluxe 2-dr., $475°, $430, '50 
SL Deluxe 2-dr., $340, $280*, $270. ‘49 
FL Special 2-dr., $275; SL Deluxe club 
coupe, $220. '48 RM club coupe, $155. 

CHRYSLER—'52 NY 4-dr., $685*. '51 NY 
club coupe, —* 4-dr., $330. '48 Wind- 
sor conv., $170 

DeSOTO—'49 Deluxe 4-dr., $245. 

DODGE—'53 Coronet 2-dr., $950°, $770°, 

. "53 Meadowbrook 2-dr,, $635, $605. 
"62 Coronet 4-dr., $565, $550°. ‘51 Way- 
farer 4-dr., $380; 2-dr., 

FORD—'55 Fairlane (8) Crown Victoria, 
$2,365*, $2,300°; Victoria, $2,300* (ps), 
$2,115*; Custom (8) 4-dr., $1,720. ’54 
Crest (8) Victoria, $1,540*; Custom (8) 
2-dr., ° $1,195°, $1,190*. °53 Crest (8) 

_ Victoria, $1,200; conv., $1,240°*; ge 
(8) — a 165, $970, $965*, 


HUDSON—‘s2 Wasp 4-4r., 


850* (ps); conv., $1,985*; coupe, $1,795, 
$1,750°. '53 Monterey 4-dr., $1,230°, $1,- 
125, '5i Customized conv., $1,010°; 2-dr., 
$555, 2 at $530*; club coupe, $485°. 

NASH—’55 Ambassador 4-dr., $2,380° (ps). 
‘53 Statesman club coupe, $1,060*; Ram- 
bler club coupe, $825*, ‘51 Statesman 
4-dr., $255, $215. '50 Ambassador 4-dr., 
$220*, $150*. 

OLDSMOBILE—’55 (98) Holiday, $3,125* 
(ps); (88) Super Holiday, $2,975* (ps), 
$2,885*, $2,880* (ps), $2,875* (ps); 4- 
dr., $2,630* (ps). '54 (98) 4-dr., $2,235° 
(ps); (88) Super 2-dr., $2,015* (ps). 53 
(88) conv., $1,540* (ps). '52 (88) conv., 
$1,255*. '50 (98) .conv., $545*, $420°*. 

PACKARD—’50 Clipper 4-dr., $225*, $195, 
$115*. 

PLYMOUTH — ’54 Plaza station wagon, 
$1,295 Savoy 4-dr., $1,000. '53 Cambridge 
station wagon, $990, $950*; Cranbrook 
club coupe, $685, $660. °'51 Cambridge 
station wagon, $545; club coupe, $345; 
Cranbrook 4-dr., $335, $330, $300. °50 
Deluxe 2-dr., $140. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,510* (ps); 4-dr., $2,280* (ps). ‘54 
Star Chief (8) Catalina, $1,820*, $1,675°. 
’52 Chieftain (8) conv., $1,000*; Cata- 
lina, $470. ’51 Silver Streak (8) 4-dr., 
$490, $440*. "50 Silver Streak (8) 4-dr., 

$395°, $375*, $335. 

STUDEBAKER — '53 Commander club 
coupe, $1,100*; Starliner coupe, $1,000°; 
Champion 2-dr., $930*, $850°, $725°. 
‘52 Commander 4-dr., $410*. '51 Com- 
mander 4-dr., $295*. '50 Champion conv., 

. 


$500*. 
WILLYS—’52 (6) station wagon, $600°*. 
MISCELLANEOUS — '50 %-ton pickup 
$675, $420. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of June 9.) 

(Dealers were fighting for clean units 
as consignments were scarce, Prices up 

Sold 80 cars out of 102 offerings.) 

BUICK—’55 Super Riviera 4-dr., $2,585*. 
‘54 Super Riviera, $1,955*°. °53 Special 
2-dr., $1,010; RM Riviera, $1,345*. '52 
Special 4-dr., $910*. °51 Special 4-dr., 
$730°, $705*; Super 4-dr., $770*. ‘50 
Special 4-dr., $440, $360*; 2-a., $340°*, 
$255. °49 Super 4-dr., $420 $300°. 

CHEVROLET—'55 Two-ten © 2-dr., $1,- 
665; Bel Air (8) Sport coupe, $1, 055°; 
%-ton pickup, $1,225. '53 Two-ten ‘4-dr.. 
$990; coupe, $905; %-ton pickup, $615. 
"52 SL Deluxe 4-dr., $800; %-ton panel, 
$110. '51 Bel Air 2-dr., $500*; SL De- 
luxe 4-dr., $490; conv., $620. ‘50 Special 
4-dr., $360; Deluxe 4-dr., $300; 2-dr., 

. '49 SL Deluxe coupe, 

‘48 FL 2-dr., $135; SM 4- 

240. $205. 

CHRYSLER—’52 Windsor conv., $600°*. '49 
aa 2-dr., $300. °47 Windsor 4-dr., 
155. 

DeSOTO—’51 Custom 4-dr., $455*. 

DODGE—'55 V8 %-ton pickup, $1,400. '53 
Coronet 4-dr., $900. '51 Coronet 4-dr., 


$540. 

FORD—’54 Crest (6) 4-dr., $1,185*; Cus- 
tom (8) Country sedan, $1,575. '53 Cus- 
tom (8) 2-dr., $900*. '52 Victoria, $875*. 
*51 Victoria, $585; Country Squire, $530; 
Deluxe (6) 2-dr., $395; (8) 2-dr., $405. 

KAISER—’51 Deluxe 4-dr., $285*. 

MERCURY—’55 Monterey coupe, $2,220*. 
*50 2-dr., $400. 

PACKARD—’49 4-dr., $110. 

PLYMOUTH—’54 Plaza 2-dr., 
4-dr., $950°, °'53 Suburban, $910. °52 
Cambridge 4-dr., $565. °51 Cambridge 
coupe, $400. 50 Special 4-dr., $385, $305; 
2-dr., $295; conv., $375. '49 Special 4-dr., 
$330. '47 Special 2-dr., $135; conv., $105. 

PONTIAC—’53 Chieftain (8) 2-dr., $880*. 
’50 Chieftain (8) 4-dr., $450. '49 Chief- 
tain (8) 4-dr., $410*, 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of June 9.) 
(Inclement weather held consignment 
of autos down 50 percent, Bidding slow. 
Sold 33 cars out of 56 offerings.) 
BUICK—’53 Special 4-dr., $1,025*. °50 
Special 4-dr., $265*. 
CHEVROLET—'54 Two-ten 4-dr., $1,110. 
‘53 Two-ten 4-dr., $845. ’52 %-ton pick- 
up, $605. ’50 Special Deluxe 4-dr., $420. 
DODGE—’53 %-ton pickup, $700. 
FORD—’55 Fairlane (8) 4-dr., $2,000. '54 
Custom (8) 4-dr., $1,375*. '53 Custom 
(8) 4-dr., $1,060*. ’°52 Custom (8) sta- 
tion wagon, $975. '51 Custom (8) Vic- 
toria, $575; 4-dr., $550, $540; Deluxe 
(8) 2-dr., $525. 49 Custom (8) 2-dr., 
$190. 
KAISER—'49 Deluxe 4-dr., $100. 


$790; Savoy 


MEROURY—’54 Custom 2-dr., $1,470. '53 
Custom Hard Top, $1,300*. '49 Custom 
4-dr., $305. 

NASH—’54 Ambassador 4-dr., $1,475. 


PLYMOUTH — ’'53 Cambridge club coupe, 
$800; Cranbrook 4-dr., $685. '52 Cran- 
brook 4-dr., $450; Cambridge 4-dr., $420. 

PONTIAC—’54 Star Chief (8) conv., $1,- 


810*. '53 Chieftain (8) Catalina, $1,250°. 
— — ’'50 Commander 4-dr., 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday, Prices are for sale of June 8.) 
(Had one of our best sales in the past 
three years. Buyers a li **choosy’’ on 


late models. Sold 96 cars out of 137 
offerings.) 

BUICK—'54 Super Riviera, $1,790*. ‘53 
Super Riviera, $1,310*. '52 RM 4-dr., 
$805*. °51 Super Riviera, $665°. °50 
Super 2-dr., $345*. 

CADILLAC—’51 (62) 4-dr., $1,275%. °49 
(62) 4-dr., $605*. 

CHEVROLET—’54 Two-ten 2-dr., $1,085, 
2 at $1,075. ‘53 Bel Air 2-dr., $1,030°, 
$1,005*; Two-ten 4-dr., $850, 2 at $830, 


$725. '52 SL Deluxe 4-dr., $625, $610. 
CHRYSLER—’52 Windsor 2-dr., $710*. '51 
— 2-dr., $470*. °46 Windsor 4-dr., 
* 
DeSOTO—’'52 Custom 4-dr., $600*. 
DODGE — ‘53 Custom 4-dr., $705*. °*561 
Meadowbrook 4-dr., $600*, $510°, ‘50 
Coronet 4-dr., $380°, $375°. *49 Coronet 
club coupe, $290*, $280; Wayfarer 2-dr., 


$250°. 
FORD — ‘5S Fairlane (6) 4-dr., $1,810° 








(ps). °54 Custom (8) 4-dr., 
at $1, rc $1, 310; 
075*, 2 at $1,060 


2 = $700°. 
$205*. 


’52 Custom (8) 2-dr., $710*, 
KAISER—’51 Deluxe 4-dr., $290 


LINCOLN—’51 Cosmopolitan —. i 
at 


MERCURY—’ 54 Custom 4-dr., $1,440*, 
425°. '53 Custom 4-dr., $1,135*, 
$1,120*. '51 Custom 2-dr., $565*. 
dr., *, 

NASH—’50 “Statesman 4- dr., $215*. 

OLDSMOBILE—’55 (98) Holiday, 
(ps). '54 (98) Holiday, $2,210* (ps); (88) 
Super 4-dr., $1,925*; 
805*, '53 (88) Super 4-dr., $1,410°. 
(98) 4-dr., $1,050*%, $1,020*, ‘51 
2-dr., $600*. '50 (88) 4-dr., $395*. 

PLYMOUTH—’'55 (8) 4-dr., $1,810*. 
Plaza 4-dr., $1,010. ’53 Cranbrook 4-dr., 
$820*, 2 at $705. ‘52 Cranbrook 2-dr., 
$600, 00. °51 Cambridge 4-dr., $490. 
"50 Deluxe station wagon, $460; 2-dr., 
$350, $320. 

WILLYS—’51 (6) station wagon, $360°. 


DETROIT 


(Wes Coon Auto Auction. 
Thursday. Prices are for sale of June 9.) 

(Buying brisk. Sold 72 cars out of 102 
offerings.) 

BUICK—’54 Super 4-dr., $1,640*. '52 RM 
sedan, $765*. '50 Special sedan, $235. 
CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
650. '54 Bel Air 4-dr., $1,285. '53 Bel 
Air 2-dr., $975; 4-dr., $910; Two-ten 
2-dr., $840; One-fifty sedan, $565; %-ton 
pickup, $560; Carryall, $750. "52 SL De- 
luxe 4-dr., $420. '51 FL Deluxe 2-dr., 
$375. °50 SL Deluxe 2-dr., $280. '49 SL 

Deluxe 4-dr., $140. 
CHRYSLER—’53 NY sedan, $1,090", $1,- 


(88) 


030*. ’50 NY sedan, $225. - 
DeSOTO—’55 Fire Dome (8) 4-dr., $2,000*. 
‘53 Powermaster 4-dr., $910. '50 Custom 


4-dr., $325, $315; Deluxe 4-dr., $285. 
DODGE—’53 Coronet 4-dr., $980*. ’52 Cor- 
onet 4-dr., $545; 2-dr., $360. °51 Mead- 


owbrook 4-dr., $345; Coronet 4-dr., $365. 
FORD—’55 Custom (8) 4-dr., $1,595. °54 
Main (8) 2-dr., $1,095; Custom (8) se- 
dan, $1,090. '53 Custom (8) ; $905. 
’562 Crest (8) Victoria, $855*, $620; Cus- 
tom (8) sedan, $585. 5 Custom (8) 
4-dr., $500, $470, $425. '50 Custom (6) 
2-dr., $265, $240; Deluxe (6) 2-dr., $190. 
"49 Custom (6) sedan, $155. 
HUDSON—’51 Hornet sedan, $420, $320. 
KAISER—’54 Special sedan, $1,125*. 
LINCOLN — ’49 Cosmopolitan club coupe, 


$135. 

MERCURY—’55 Monterey Hard Top, §$2,- 
315*; club coupe, $2,505* (ps). '54 Mon- 
terey sedan, $1,405* (ps). '49 4-dr., $270. 

NASH—’54 Statesman 2-dr., $1,200°, ‘53 
Statesman Hardtop, $840*. 

OLDSMOBILE—’52 (88) 4-dr., $1,030*. ’51 
(98) sedan, $625*. 50 (88) 2-dr., $335*. 

PACKARD—’53 Patrician sedan, $885*. 

PLYMOUTH—’53 Cranbrook sedan, $890°; 
Cambridge 4-dr., $640. ‘51 Cranbrook 
sedan, $350. '50 Special Deluxe sedan, 
$165. '49 Special Deluxe 4-dr., $230. 

PONTIAC—’55 Chieftain (8) sedan, §$2,- 
200*. °54 Chieftain (8) sedan, $1,430°. 
’53 Chieftain (8) sedan, $1,505*. '51 
Silver Streak (8) 4-dr., $510. ’50 Silver 
Streak (8) 2-dr., $350, $340, 

STUDEBAKER—’52 Champion 4-dr., $425, 


$350. 
WILLYS—’53 Aero 2-dr., $440. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 8.) 


action. Sold 70 percent of entries.) 


BUICK—’51 Super 4-dr.. $630*. ‘50 Super 
Riviera, $600°; station wagon, $530*, '49 
2-dr., $135 

CADILLAC—’52 (62) 4-dr., $1,775*. °51 
(62) coupe, $1,500*; 4-dr., $1,350°. 

CHEVROLET — ‘55 Two-ten (8) Delray 
coupe, $1,815. '54 Two-ten station wagon, 
$1,425; 4-dr., $1,400*; 2-dr., $995. ‘53 
Two-ten 4-dr., $965*. '52 SL Deluxe 4-dr., 
$715*, $690. '51 SL Deluxe 2-dr., $620*, 
$590*. °50 SL Deluxe 4-dr., $475*. °49 
FL Deluxe 4-dr., $420; SL Deluxe club 
coupe, $270. 

CHRYSLER—’53 Windsor 4-dr., $1,075*. 
’51 Windsor conv., $725*. 50 Windsor 
4-dr., $525*; Hardtop, $505. 

DODGE—’47 4-dr., $175. 

FORD—’55 Fairlane (8) 4-dr., $2,205*. 
Crest (8) Victoria, $1,300*; Custom (8) 
2-dr., $1,020, $780, ’52 Custom (8) conv., 
$890"; Main (6) 2-dr., $655. °51 Custom 
(8) Victoria, $700*; conv., $670*; Cus- 
tom (8) 2-dr., $595*. '47 Deluxe (8) 
coupe, $150; 4-dr., $130. 

HUDSON—’51 4-dr., $380. 

MERCURY—’55 Montclair Hardtop, $2,785* 
(ps). °53 Monterey Hardtop, $1,430*. '50 
2-dr., $480. '49 sedan, $390, 

NASH—’52 Rambler station wagon, $690*. 
*51 Statesman 4-dr., $375. '49 Statesman 
4-dr., $285*. 

OLDSMOBILE—’49 (88) 2-dr., $500*. 

PACKARD—’52 4-dr., $785*. 

PLYMOUTH—’ 54 Savoy station wagon, $1,- 
410*, ’53 Cranbrook 4-dr., $870. '50 Spe- 
cial Deluxe. 4-dr., $485. '49 Special De- 
luxe 4-dr., $385. '48 Special Deluxe 4-dr., 
$235; club coupe, $210. 

Cc "52 Chieftain (8) station 
wagon, $1,130*. '49 2-dr., $345. 

WILLYS—’51 station wagon, $575*. 

MISCELLANEOUS — '52 Hillman station 
wagon, $350. °'49 International %-ton 

pickup, $175. 


53 


in —_ 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of June 9.) 
(Buying power stronger, Clean cars are 
still in great demand and bringing good 
money.) 

BUICK—’55 Century 4-dr., $1,820*. '54 
Super Riviera, $1,770*. 
$875. ; Super Riviera, 
$600*; 4-dr., $460*; Special coupe, $235°. 
(50 Super Riviera, $450°. ’47 Super conv., 

CADILLAC—’53 (62) 4-dr., $2,270* (ps). 
"51 (75) Fleetwood, $1,385*. 

CHEVRO. —'55 Bel Air (8) sedan, $2,- 
315°; 4-dr., $1,890*; Two-ten (8) 4-dr., 
$2,190*; One-fifty (8) 4-dr., $1,660; 2-dr. 
$1,650. '54 Bel Air (6) coupe, $1,375; 
4-dr., $1,145*; Two-ten 4-dr., $1,125; 
2-dr., $1,025. '53 Two-ten conv., a 110; 
4-dr., $850; 2-dr., $785, $660. SL 
Deluxe 2-dr., $665, $575*. '51 SL Deon 
2-dr., $550; sedan, $370. ‘50 SL Deluxe 
2-dr., $435; %-ton panel, $165. '49 SL 
Deluxe sedan, $300; coupe, $260; 2-dr., 
$250. °48 SM club coupe, $220; %-ton 
pickup, $125. 

CHRYSLER—'53 NY 4-dr., $1,185*. °50 
— 4-dr., $300°. ‘49 club coupe, 


DeSOTO—'51 Custom 4-dr., $490°. 


$3,205* 
Deluxe 2-dr., $1,- 
"62 


"54 


Sale every 























Romney Draws Awards— 


Drawing the names of jackpot win- 
ners in Nash's “Treasure Chest Cam- 
paign" is George Romney, American Mo- 
tors president. Looking on is R. J. Molloy, 
Nash sales promotion manager. The two 
winning salesmen, each of whom will re- 
ceive $100, are Edward J. Carroll, of 
Kobby-Flannery, Teaneck, N. Y., and Ev- 
gene Hamilton, of Carignan Bros., La- 
conia, N. H. 


DODGE—'46 %-ton pickup, $165. 

FORD—'55 Fairlane (8) sedan, $2,645°; 
Victoria, $2,550* (ps); Custom (8) 2-dr., 
$2,020*; 4-dr., $1,820, $1,640°. '54 Crest 
(8) Victoria, $1,530*; Custom (8) 4-dr., 
$1,235. '53 Crest (8) Victoria, $1,215, 
$1,200*, $1,175; Main (8) station wagon, 
$1,075; 2-dr., $770; 4-dr., 
(8) 4-dr., $1,035*, $1,025°; 2-dr., 
$910. 
(8) 2-dr., $625. ’'51 Custom (8) Victoria, 
$580; 2-dr., $555, $550, $480, $435, $430*; 

. 50 Custom (8) 2-dr., $440, 
, $325. °49 Custom (8) 2-dr., 


KAISER—’53 Manhattan 4-dr., $630*. ’52 
4-dr., $590*. ’51 4-dr., $225. 

LINCOLN—’54 Capri 4-dr., $2220* (ps). 
'650 4-dr., $175*. 

URY —’55 Montclair 4-dr., $2,780* 

(ps). ’°53 Monterey conv., $1,385*; 4-dr., 
$1,280, $1,255*, $1,200. '52 Custom 2-dr., 
$830. '51 2-dr., $630, $610; 4-dr., $600; 
Sport sedan, $545. 

NASH—’51 2-dr., $120. '49 sedan, $180. 

OLDSMOBILE — ’55 (98) 4-dr., $3,080*° 
(ps); Holiday, $3,000* (ps). '54 (98) 
Holiday, $2,540* (ps), $2,475*. '51 (88) 
Holiday, $865*, $835*; Super 4-dr., $615°; 
(98) | Hard Top, $635*. "50 (88) 2-dr., 


$485°. 

PACKARD—’52 4-dr., $485. 

PLYMOUTH — ’54 Savoy 4-dr., $1,120*, 
$900, $885. °53 Cranbrook 4-dr., $700. 
’51 Concord station wagon, $600. ’50 
luxe sedan, $125. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
585*. °53 Chieftain (8) Catalina, $1,175* 
(ps); 4-dr., $1,100* (ps), $950*, 

*52 Chieftain (8) Catalina, $855*; 4-dr., 


$580*. '51 Silver Streak (8) 2-dr., $595°. 
STUDEB — °'53 Commander ore 
$985. °’51 Champion 4-dr., "50 


Champion 4-dr., $250. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $1,490*%, '52 GMC %-ton pickup, 
$625, $515. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 9.) 

(Market continues very good, Strong- 
est sale we’ve had in several weeks. Sold 
172 cars out of 248 offerings.) 
BUICK—’54 Super 2-dr., $2,000* (ps); Cen- 

tury 2-dr., $1,985°; $1,880*, ‘53 

Super 2- -dr., $1, 300°; 4-dr., $1,285°; Spe- 

cial 4-dr., $1,100*; 2-dr., $1,250°%; RM 

conv., $965* (ps). "52 RM 4-dr., $890°*. 

CADILLAC—’53 (60) Special 4-dr., $2,- 
300* (ps), $1,810*; (62) 4-dr., $1,950*. 
"52 (62) 4-dr., $1,745° (ps). °51 (62) 
coupe deVille, $1,590*; 4-dr., $1,150*, 
$1,080*. °50 (62) 4-dr., $1,135*, $885*. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
750*. °54 Two-ten 4-dr., $1,045. '53 Bel 
Air 2-dr., $1,030*, $965, $955* (ps); %- 
ton pickup, $700. 52 SL Deluxe Bel Air, 
$815*; 4-dr., $625*. '51 SL Deluxe Bel 
Air, $620*; club coupe, $490°; 4-dr., 
$350*; SL Special 2-dr., $450. '50 SL 
Deluxe 4-dr., $400*; 2-dr., $280. 

CHRYSLER—’53 NY 4-dr., $1,230*. °52 
Windsor 4-dr., $580. '51 Windsor New- 
port, $600*; club coupe, $520*; Saratoga 
4-dr., $450* (ps). 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,550*. 
‘53 Fire Dome (8) 4-dr., $1,145*, $1,- 
120*, $1,030* (ps). ‘51 Custom 2-dr., 
$390*; 4-dr., $250°. 

$1,170°, $1,- 


DODGE—’54 Coronet 4-dr., 
105*. '53 Meadowbrook station wagon, 
*52 Coronet 4-dr., $570*, $540*°, ’51 


$920. 
Coronet 4-dr., $375. 

FORD—'55 Fairlane (8) Crown Victoria, 
$2,400; Custom (8) 4-dr., $1,875*, $1,715. 
’54 Custom (8) station wagon, $1,550; 
2-dr., $1,355*. °53 Custom (8) 4-dr., 
$845. '52 Custom (8) station wagon, $1,- 
060, $1,010; 2-dr., $750; Main (8) Ranch 
Wagon, $935; Custom (6) station wagon, 
$775; Main (6) coupe, $330. ’°51 Custom 
(8) Victoria, $525*, $510°*. 

HUDSON—’54 Hornet club coupe, $1,185*. 
‘53 Hornet 4-dr., $850*. °51 Hornet 4- 
dr., $405; Commodore (8) 2-dr., $340*. 

KAISER—’53 Manhattan sedan, $935*. ’51 
Deluxe 4-dr., $270, $260. 

LINCOLN—'54 Capri coupe, $2,590° (ps). 
*52 Cosmopolitan coupe, $1,130*. '51 Cos- 
mopolitan 4-dr., $600, $430*, $415°*. 

MERCURY—’54 Monterey conv., $1,755*; 

$1,555. °53 Monterey coupe, $1,- 

-dr., $1,190*. '52 Monterey 2-dr., 
$940*; Custom Sport coupe, $890°, ‘51 
Monterey 2-dr., $580*, $515*, 

NASH—’53 Rambler station wagon, $900; 
Statesman 4-dr., $700*. '52 Ambassador 
4-dr., $775*. '51 Statesman 2-dr., $350. 

OLDSMOBILE — '55 (98) 4-dr., * $2,615° 
(ps). °53 (98) station wagon, $1,940*° 
(ps); Holiday, $1,900° (ps), $1,655°, $1,- 
310°; (88) 4-dr., $1,100* (ps). ’51 (88) 
2-dr., $610°, $485°; (98) 4-dr., $635°, 





52 Custom (8) 2-dr., $800: Main’ 


$540*. °50 (98) 4-dr.. $450°; (88) 4-c-., 

$435*, $380*, $350°, 

PACKARD—’53 2-dr.. $1,110°. 
$420°, 50 4-dr., §225°. 

PLYMOUTH — '55 Bi'vedere (6) station 
wagon, $1,650. '54 Belvedere coupe, 3i,- 
345; Plaza 2-dr., $900*°. ‘52 Cranbrook 
Belvedere, $550; Concord 2-dr., $360. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
615* (ps); Catalina, $1,605*; Chieftain 
(8) 2-dr., $1,425*. °53 Chieftain (8) <- 
dr., $1,075*, $1,010*. ‘50 Silver Streak 
(8) 2-dr., $355*, $310*, $305°; 4-dr, 
$225*. '48 Torpedo (8) 2-dr., $200*. 

STUDEBAKER—’55 Commander 2-dr., $i,- 
500. '54 Commander coupe, $1,210*. '53 
Commander 4-dr., $970*; coupe, $810* 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of June §.) 

(Buyers really hot. Sold 91 percent of 
consignments. ) 

BUICK—’54 Super Riviera, $2,065* (ps), 
$1,995* (ps). '53 Super Riviera, $1,375°* 
(ps), $1,365*; Special 2-dr., $1,095*, ‘52 
Super 4-dr., $985*, $905*, $875*. °51 Spe- 
cial 4-dr., $605, $580. ‘49 Super 4-dr., 

. 


$380°*. 

CADILLAC—’54 (62) 4-dr., $3,365* (ps), 
$3,240* (ps); coupe, $3,600* (ps). ‘53 
(62) coupe, $2,485* (ps). '52 (62) cony., 
$2,075*, $1,675*. ’51 (62) 4-dr., $1,505*, 
$1,480*, $1, 350°; coupe, $1,375*. '49 (62) 
4-dr., $850° 

CHEVROLET—’55 Two-ten 4-dr., $1,600; 
Bel Air Sport coupe, $2,075* (ps). ‘54 
Bel Air 4-dr., $1,280, $1,265, $1,205; 
One-Fifty 4-dr., $1,095. ‘53 Two-ten 4- 
dr., $865; coupe, $1,010; %-ton pickup, 
$700. ’52 SL 4-dr., $615; conv., $775°; 
2-dr., $660, $505. '51 %-ton panel, $300. 
"50 SL 4-dr., $425. 49 SL 4-dr., 2 at 
$300; 2-dr., $280. 

CHRYSLER—’55 Windsor 4-dr., 
’53 Windsor 4-dr., $1,165* (ps). 

’55 Fire Dome (8) 4-dr., $2,350", 
$2,345*. °53 Powermaster 4-dr., $1,035*; 
Fire Dome (8) 4-dr., $1,100* (ps) ; 2-dr., 
$1,095* (ps). ’'52 Fire Dome 4-dr., $665*, 
$660*. °51 Sportsman, $620*. 

DODGE — ’53 Coronet conv., $865*, '52 
Wayfarer 2-dr., $455. '50 Meadowbrook 
2-dr., $305, 

FORD—'55 Crown Victoria, $2,270*; Fair- 
lane (8) 4-dr., $1,985*, $1,970*; Custom 
(8) ranch wagon, $2,275*. "53 Main (6) 
2-dr., $770, $755; Custom (8) 2-dr., 
$975. °51 Custom (6) 2-dr., $380*, $345; 
%-ton pickup, $705. ’50 Deluxe (6) 2-dr., 
2 at $245; Custom (8) 2-dr., $400*. 

HUDSON—’52 Hollywood, $775*. 

KAISER—’51 4-dr., $350*; 2-dr., $150. 

LINCOLN—’51 4-dr., $490*. 

MEROCURY—’55 Monterey 4-dr., $2,275*; 
’54 Monterey Hard Top, $1,680*, $1,625*. 
53 Custom 2-dr., $1,095. ’51 Custom 4- 
dr., $685*. 50 Custom 4-dr., $460*. 

NASH—’53 Statesman 4-dr., $880*. 

OLDSMOBILE—’54 Super (88) 4-dr., 


"51 4-d 


$2,495°*. 


$1,- 


980*, $1,970*. '53 Super (88) 4-dr., $1,- 
445* (ps), $1,320*. °52 Super (88) Hard 
Top, $1,085*. 


PLYMOUTH — ’54 Savoy 4-dr., $1,145*; 
Plaza 4-dr., $950*. '53 Cambridge 2-dr., 


$685, $615. °52 Cranbrook 4-dr., $465*, 
$410; 2-dr., $560, $540. ’51 Cranbrook 
2-dr., $425. 

PONTIAC—’54 Star Chief (8) 4-dr., §1,- 
630°. '52 Chieftain (8) 4-dr., $755*, 
$705*. °51 Chieftain (8) 4-dr., $475; 


STUDEBAKER — '53 Champion 2-dr., 
$840*; %-ton pickup, $540, °51 Com- 
mander 4-dr., $360*; 2-dr., $350°, °48 


%-ton pickup, $275; conv., $220*. 
WILLYS—’53 Deluxe 2-dr., $595*, 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of June 8.) 

(Still shows signs of sliding. However, 
bidding is more active but consignors 
are a little reluctant to sell at the prices 
being offered. Sold 75 out of 127 offer- 
ings.) 

BUICK—’55 Century 2-dr., $2,700* 
Special Riviera 2-dr., $2,485°, '54 Cen- 
tury 2-dr., $1,950°, 31, 870°; 4-dr., $1,- 
605*, $1,555*; Super Riviera 2-dr., 2 at 
$1,930; Special 2-dr., $1,635*. '53 RM 
4-dr., $1,115*. °52 Special 4-dr., $685°. 
‘51 Special 4-dr., $530. ’50 Super 2-dr., 
$410*; Special 4-dr., $215, 

— (62). club coupe, $4,500° 


ps). 
CHEVROLET—'55 Bel Air 2-dr., 


(ps); 


$1,665. 
"54 Two-ten 2-dr., $1,075, $1,040, $1,030, 
$1,020. °53 station wagon 4-dr., $1,070; 


Bel Aire club coupe, $1,025; 2-dr., $950*; 


conv., $950. 52 SL Deluxe 2-dr., le 
’51 SL Deluxe 2-dr., $615*, $350*, °50 
SL Deluxe conv., $260*, $350; 4-dr., 


$260, $235. °49 SL Deluxe club coupe, 
$250; 4-dr., $150. 
DODGE—’55 Custom Royal 4-dr., $2,300* 
‘53 Meadowbrook 4-dr., $585", 


FORD — ‘55 Fairlane (8) 4-dr., $1,990°; 
Custom (8) 2-dr., $1,655. '54 Victoria (8) 
club coupe, $1,655* (ps); Custom (6) 
-dr., $1,010*; Main (6) 2-dr., $850. '53 
Custom (8) 4-dr., $935*; 2-dr., $870; 
Main (6) club coupe, $600. '52 Custom 
(8) 4-dr., $710*; coupe, $680*. ’51 Main 


4-dr., $290. '50 Custom (8) 4-dr., $180. 
*49 Custom (8) 4-dr., $215. 
MERCURY — '54 club coupe, $1,370, ‘51 


club coupe, $400. 

NASH—’52 Rambler club coupe, $525. '51 
Rambler station wagon, $385; Statesman 
2-dr., $275. 

OLDSMOBILE—’55 (88) 2-dr., $2,485*. °53 
Super (88) 4-dr., $1,250*. '52 (98) 4-dr., 
$840. '51 (98) 4-dr., $490°. '50 (88) 4- 
dr., $300*, '49 (88) 2-dr., $250°. 

PACKARD—’51 (300) 4-dr., $510. 

PLYMOUTH—'53 Cranbrook 4-dr., 
’52 Cranbrook 4-dr., $500*, 
brook 4-dr., $175. '50 club coupe, $110. 

PONTIAC—’55 Chieftain 4-dr., $1,950, '54 
Chieftain 4-dr., $1,385*. °53 Chieftain 

-dr., $1,050,; $930°, 

WILLYS—’52 4-dr., $300. 


* * * 


DENVER 
Colorado Auto Auction, Sale every Mon- 
day (June 6). Volume back to normal, Had 
400 cars with a good percentage sold. 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (June 9). There were approximately 
200 cars at the sale this week, and about 
85 percent of them were sold. 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (June 8). Red hot sale with good 
prices and unusual activity. Sold 91 cars 
out of 135 offerings. 
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Three Peaceful Years Ahead? 


GM Pact Clears Labor Air 


(Continued from Page 1) 
it is unlikely that Chrysler, the 
Little Three auto makers and the 
parts makers will be able to stop 
the UAW’s accelerating drive. 

At this point, the UAW is like 
a 250-pound fullback who has 
busted through the opposing 
team’s line with his four best 
blockers ahead of him. 

Said one Detroit paper, “History 
told GM you have little chance to 
resist a vital new concession once 
a major competitor has given it.” 

The GM settlement was reached 
at 3:07 a.m. last Monday (June 6) 
after 37 hours of continuous nego- 
tiations at the GM building in De- 
troit by the two teams led by Harry 
W. Anderson, GM personnel vice- 
president, and Walter P. Reuther, 
CIO and UAW president. (For de- 
tails of this contract, see Page 65.) 

+e 


Cost Set at 20 Cents 


EUTHER estimated that the 

total “package” would cost GM 
$600 million in the next three years 
and that it represented more than 
20 cents a man-hour in benefits. 
He claimed that there were more 
improvements in this contract than 
in all the negotiations combined 
since 1941. 

Picketing and walkouts at 
many General Motors plants 
across the country preceded and 
followed the settlement, indicat- 
ing that many GM workers, who 
probably have the most stable 
employment in the auto industry, 
would have much preferred more 
wage increases over Reuther’s 
history-making GAW principle. 

The contract provides that a $150 
million trust fund will be estab- 
lished during the next three years 
from which supplemental unem- 
ployment compensation will be paid 
to laid-off workers. A non-worker 
can obtain up to 65 percent of his 
pay for 26 weeks, under the plan. 

Hinting that GM would never 
have granted the guaranteed wage 
if Ford had not surrendered first, 
Anderson congratulated Reuther 
for having won his GAW principle 
from someone else first. 

* 


No Hard Feelings 
VERTHELESS, Anderson told 
Reuther, 

ment toward the union or yourself 

for getting those things for your 
members that you think you should 
have.” 

Harlow H. Curtice, GM president, 
declared, “We still hold earnestly 
to the belief that the responsibility 
for such matters as the amount 
and duration of employment com- 
pensation benefits rests with the 
legislatures of the various states. 
These guarantees are paid for en- 
tirely by the employers. Neither 
general tax receipts nor contribu- 
tions of employes go toward pay- 
ment of these benefits. 

“The new General Motors- 
UAW-CIO agreement holds out 
the promise of three more years 
of industrial peace for our em- 
ployes. Under it we hope to con- 
tinue to make progress in our 
business for our employes and 
their families, our dealers, our 
suppliers and the general public.” 

Taking an opposed position on 

the guaranteed wage, Ernest R. 
Breech, Ford Motor Co. chairman, 
asserted last week, “We began 
some time ago to work on the 
details of a proposed plan of pri- 
vate supplementation of unemploy- 
ment compensation that would give 
substantial added security to our 
workers in ways consistent with 
sound private enterprise princi- 
ples.” 


* 2 os 
State OK Needed 


ROM these and other state- 
ments some observers concluded 
that Ford would and GM would 
not support the UAW in its next 
major project, which will be to 
persuade state legislatures to ap- 
prove the “integration” of state 
and company jobless benefits. 
Regardless of factory support, 
it was obvious that the UAW 
has a real battle on its hands in 
the legislatures of the 30 states 
where auto plants are located. 
Unless the legislatures in states 
employing at least 2/3 of the firm’s 
workers approve simultaneous pay- 
ment of state and company bene- 
fits, the GAW clauses in the Ford 





and GM contracts will die. Admin- 
istrative rulings may be sufficient 
in some states. 

Early indications are that several 
states, partly influenced by busi- 
nessmen who are intent on stopping 
the guaranteed wage one way or 
another, may refuse to make the 
necessary changes. 

* * 


Full CAW Asked 


A* THE AMC negotiations, 
Leonard Woodcock, director of 
the union’s AMC department, af- 
firmed, “We will go in with the 
union’s original guaranteed annual 
wage proposals. Then we will sit 
down and listen to what the com- 
pany has to say and bargain from 
there.” 

He said that AMC, which cur- 
rently has 23,500 workers under 
UAW contract, needs a GAW more 
than the larger producers because 
of its ups and downs of employ- 
ment. 

Later Cushman replied, “What’s 


* 


good for Ford is good for Ford 
and what’s good for General Mo- 
tors is good for General Motors. 
We will decide what’s good for 
American Motors, regardless of 
what demands are made.” 

AMC talks were being closely 
watched because it was believed 
that they would set the pattern 
for Studebaker-Packard, Kaiser- 
Willys and the parts makers. 

Addressing Congress several days 
earlier, Romney declared, “Con- 
trary to popular impression, the 
larger automobile companies have 
not had the most liberal labor con- 
tracts in the industry. Postwar 
labor negotiations have followed 
the pattern of basic agreement 
with one of the larger companies 
followed by a more costly settle- 
ment with the smaller companies. 

“We know that if the union will 
bargain on the facts, and not on 
the basis of sheer power, the results 
will eliminate the competitive ad- 


Obituaries 


Clayton N. Eastlake sr., 
42 Years a Ford Dealer 


PITMAN, N. J.—Clayton N. East- 
lack sr., 63, Ford dealer in Pitman 
for the past 42 years, died June 
10 at his home in Richwood follow- 
ing a short illness. In 1913, Mr. 
Eastlack, with his father, James L. 
and brother Allan C., received a 
Ford franchise and the dealership 
has been in continuous operation 


ever since. 
* 


Lester M. Kauffman, 58, 
Dealer, NADA Director 


SPOKANE.—(UTPS)—Lester M. 
Kauffman, 58, president of Kauff- 
man Buick, died here after a long 
illness. He had been connected with 
Buick dealerships in Spokane since 
1920. 

Past president of Washington 
State NADA, Mr. Kauffman was in 
his second year as a director of 


“We hold no resent-| NADA. 


Chestien Wynn 
SAN GABRIEL, Calif.—Chestien Wynn, 
84, founder of the Wynn Oil Co., Azusa, 
Calif., died at his home here June 5 of a 
heart ailment. Mr. Wynn perfected a spe- 
cial auto lubricant, and developed it into 


Dealers Battle 


Ill. Finance Bill; 


Sponsor Another 


CHICAGO. — The Chicago Auto- 
mobile Trade Assn. has taken a 
strong stand against a bill intro- 
duced in the Legislature that would 
prohibit a deficiency judgment 
against an automobile provided 
more than half the purchase price 
had been paid. 

For example, if the buyer owed 
a balance of $500 on a car worth 
only $100, the $400 would be can- 
celled and the buyer’s obligation 
discharged, the CATA said. 

Another bill to regulate motor ve- 
hicle installment sales, backed by 
CATA and the Illinois Automobile 
Trade Assn., would provide for full 
disclosure of finance charges and 
set maximum interest rates. 

Those rates are 7 percent for new 
vehicles; 9 percent on those a year 
old; 12 percent on models up to 
three years old, and 16 percent for 
those over three years old. 


Dealer Is Accused 
Of $28,000 Fraud 


PONTIAC.—U niversal CLT. 
Credit Corp. has charged that Da- 
vid P. Dawson (Ford), Lake Orion, 
Mich., embezzled $28,862 in failing 
to pay for new cars on which the 
finance company had advanced 
money. 

A warrant has been issued for 
Dawson, according to Frederick C. 
Ziem, prosecutor. Dawson is 31 and 
operates as Dave Dawson, Inc., 
Ziem said. The finance firm said 
the offenses occurred between Oct. 
27, 1954, and May 18, 1955. 


an international business. He retired as 


company —— in ~ 


Valley B. Ouarell 
LORIS, 8. C.— Valley B. Carroll, 44, 
who operated Valley Carroll Motors here, 
died May 31 in Charleston, 8S. C 
* + * 


Bernard J. Ratigan 

DETROIT.—Bernard J. Ratigan, 67, a 
pioneer automobile dealer, died at his home 
June 13, after a lengthy illness. He oper- 
erated two DeSoto-Plymouth dealerships, 
one in Detroit, the other in Lincoln Park, 
Mich. 

* * * 
John P. Brown 

ELGIN, Ill.—John P. Brown, of Palestine, 
Ill., died here June 9. Mr. Brown was a 
former partner in Brown-Orth Motors, 
Inc., Des al ~, 


Cenes E. Lyon 
TOPEKA, Kans.—Clarence E. Lyon, 54, 
owner and operator of Lyon Motor Co., 
died in a local hospital June 5. 
* * * 


Friel T. Whittaker 
COLUMBUS, O.—Friel T. Whittaker, 48, 
used-car sales manager for Bobb Chevro- 
let Co., died in St. Francis Hospital fol- 
lowing a heart attack. 
* 


* 
Joseph E. Butz 

DAYTON, O.—Joseph E. Butz, 76, an 
engineer with Muskegon Piston Ring Co. 
for 25 years, died here June 6. Mr. Butz 
retired six years ago. He had been also 
associated with Dayton Engineering Labo- 
ratories Dayton Wright Aircraft Corp. and 
the General Motors Corp labora- 
tories, both here and at Detroit. 
* * * 


Lawrence H. Walker 
HARRODSBURG, Ky. — Lawre 
Walker, 69, a local automobile dealer, died 
June 5 at his home here after a long 
illness. 


nce H. 


* * * 


Morris K. Clark 

NEW YORK.—Morris K. Clark, 59, gen- 
eral manager of General Motors Corp.’s 
foreign distributors division, died in a hos- 
pital here June 9. He had been ill for two 
years. Mr. Clark joined GM in 1919 and 
had served in various posts overseas until 
returning to this country about ten years 
ago. He made his home near Princess 
Anne, Md. 

* * * 


William E. Foreman 
AUGUSTA, Ga. — William E. Foreman, 
59, sales manager for Pontiac Master Auto 
Sales, died June 6 in a hospital after a 
lengthy illness. 
7 * 


George S. Poole 
WAGENER, 8. C.—George 8S. Poole, 39, 
a used-car dealer, died June 5 in a hospital. 
* * * 


Perry A. Garrett 
EAST PALESTINE, O.—Perry A. Gar- 
rett, oldest automobile dealer in Patterson 
Heights, Pa., died at the age of 67. 
* * * 


Wallace M. Green Sr. 
JACKSONVILLE, F1a.— Wallace M. 
Green sr., 57, owner of Wallace Green Mo- 
tors, died in a hospital here June 7. A 
native of Brooks County, Ga., Mr. Green 
moved to Jacksonville in 1928 from Miami. 
” * * 


Walter R. Loch 
OKLAHOMA CITY. — Walter R. Loch, 
69, a used-car dealer, died here of a heart 
attack. 
* * * 


Max Rosenbeck 
ELMIRA, N. Y.—Max Rosenbeck, who 
has operated a used-car agency here since 
1925, died June 4 at the age of 73. 
* > 


George S. Brauks 
ST. LOUIS.—George S. Brauks, 86, who 
reportedly hand-built the first aut: mobile 
in St. Louis in 1902, died June 10 after a 
three-week illness. He hand-built a total 
of 13 cars as a hobby—the last in 1934. 
* * + 


R. E. Walker 
BOWLING GREEN, Ky.—R. E. Walker, 
75, auto dealer here since 1927, was killed 
June 12 when his car crashed into a 
| utility pole. 


vantage that has been enjoyed by 
General Motors and Ford. We are 
hopeful that the union will recog- 
nize this approach as being in the 
best interest of its American Mo- 
tors members.” 

aa + 


Barit’s Salary Noted 


OODCOCK answered and said 

he would be “more impressed 
with Romney’s bleatings to get his 
company off the hook” if at the 
time of the Nash and Hudson 
merger, A. E. Barit, Hudson presi- 
dent, had not been guaranteed his 
salary for three years. 

Expiration of the AMC contract 
has been moved back to Aug. 12. 
The Chrysler pact runs out Aug. 
a 


Meanwhile, delegates to the 
National Ford Council voted 133 
to 9 to recommend acceptance of 
the Ford-UAW contract to the 51 
Ford locals. The vote followed an 
hour-long talk by Reuther, who 
apparently is expecting some 
trouble in selling his “package.” 

The Council requested the Ford 
negotiating committee to go back 
to Ford to ask for two provisions 
contained in the GM contract — 
time and a half for all Saturday 
work and 10 percent premium pay 
for night work. But the contract 
acceptance was not contingent on 
winning these points. 

+. 


Dealer Strike Ends 


ON THE dealer front, 74 dealer- 
ships in St. Clair and Madi- 
son Counties, Ill, have reopened 
following the settlement of a 
month-long strike that idled 600 
workers. 

The settlement, between the St. 
Clair-Madison Automotive Deal- 
ers Assn. and District Nine of 
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HELP WANTED 


SALESMEN 


Young men with ambition and ability 
to sell automobiles in large “Big 2" 
volume operation. Can advance to 
sales manager and manager. Our 
wash-out plan can earn from $1,000 
to $1,500 per month if willing to work. 
Automobile experience helpful but 
other sales experience considered. Lo- 
cated in the District of Columbia. 


Please attach complete resume and 
photo. 


Applicants under 40 preferred. 


Box 5034, c/o Automotive News, 
Detroit 26 





SALES MANAGER WANTED. Well estab- 
lished Chevrolet-Olds dealership. Sell 200- 
250 new cars per year. This offers op- 
portunity to live in a very beautiful city 
on Lake Erie. County seat. Three other 
towns nearby in our zone of influence. 
Living conditions on Lake Erie excellent. 
Very attractive pay for the right man. 
Salary and bonus arrangement. Must 
have automotive experience. Contact 
Kelly Dunn, Kelly Dunn Motor Sales Co., 
Port Clinton, Ohio, PH, 2-2491. 


USED CAR 
SALES MANAGER 


$10,000 to $12,000 per year 


Young aggressive person with knowl- 
edge of the value of used cars and 
ability to handle sales personnel and 
who wishes to advance to manager. 
Salesmen with ability and experience 
considered. For large “Big 2” volume 
operation located in the District of 
Columbia. 


Please attach complete resume and 


Photo. 
Applicants under 40 preferred. 


Box 5035, c/o Automotive News, 
Detroit 26 





-, SEE NEXT PAGE 


Whateos 
’ tnctuaies H.-F. 


the AFL Machinists, provides for 
a 10-cent hourly wage increase 
for workers making up to $2.10 
an hour, and a 7%-cent increase 
for those making $2.50 or more. 


In Seattle a new agreement was 
reached between the Seattle Auto- 
mobile Dealers Assn. and repre- 
sentatives of their mechanics. The 
agreement provides a 10-cent 
hourly raise, retroactive to May 1, 
for mechanics, boosting their rates 
to $2.35. The King County Auto 
Dealers Assn. voted earlier to fol- 
low the pattern of the Seattle 
dealers.” 


Chevrolet Assails 
Ford Stronghold, 
Falls Mite Short 


DETROIT. — Chevrolet came 
within 17 units of pulling an upset 
and outregistering Ford in Wayne 
County during May, according to 
figures compiled by the Detroit 
Auto Dealers Assn. 


Ford, traditionally far ahead of 
its arch-rival in Wayne County, 
squeaked through last month with 
4,797 registrations, compared to 
4,780 for Chevrolet. Just one month 
earlier, Ford led 5,087 to 3,965. 


Chevrolet, which pushed its share 
of the market to 22.83 percent in 
May, compared with 18.75 in April, 
advanced General Motors’ total 
slice to 48.84 percent, compared 
with 45.83 percent in the previous 
month. j 

GM gained at the expense of 
everyone else. Chrysler. Corp. 
dropped from 19.41 percent to 18.10; 
Ford Motor Co. fell from 31.40 to 
30.15, and the Little Three’s total 
was trimmed from 3.36 to 2.91. 


- Classified Want Ads - - 
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HELP WANTED 
WANTED 
a are ——_ about fiyi -— 
se 

lng. Regina! able with world’s leading bust. 
ness aircraft company. 

Unlimited opportunities with relatively 


small 
company which is growing fast and needs 
men to g ' row with it. ” 


poneeeaeee experience 


with 
istributor-dealer crautution is needed. 
Retail experience in automotive, 
equipment or similar fleld also a 


Must be willing to travel and five in 

Wichita. Send resume of sales and ex- 
lence with recent photo to 

anager. (No phone calls please.) 


CESSNA AIRCRAFT COMPANY 
WICHITA, KANSAS 


NEW CAR 
SALES MANAGER 


$10,000 to $12,000 per year 


Experience as new car man- 
ager with the desire to become 
manager. Salesmen with abil- 
ity and experience considered. 
Large ‘Big 2"" volume opera- 
tion located in the District of 
Columbia. 


Please attach complete resume 
and photo. 


Applicants under 40 preferred. 


Box 5036, c/o Automotive News, 
Detroit 26 





SALES FIELD 
REPRESENTATIVE 


Leading automobile manufacturer offers 
immediate opportunity for man experi- 
enced in contacting dealer organizations 
for the purpose of promoting national 
programs involving production, merchan- 
dising and effective dealer management. 
Please furnish complete personal data, 
business experience and attach a recent 
photograph. 
Box 5029, c/o Automotive News, 
Detroit 26. 
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MANAGER 
$20,000 to $25,000 per year 


and with 






Must be young, aggressive 
ability to spark a complete organiza- 
tion. Previous experience as sales 
manager with knowledge of used cars 
necessary. Prefer applicants under 40 
years of age. Large volume operation, 
one of the “Big 2," located in the 
District of Columbia. 





Applications held confidential. 


Please attach complete resume and 
photo. 


Box 5033, c/o Automotive News, 
Detroit 26 


SERVICE MANAGER—Suburban Harris- 


burg, Pa. Progressive 200 car Buick 
dealership needs qualified man to handle 
all phases of service operation. Salary 
and percentage. Full particulars first let- 
ter. Box 5004, c/o Automotive News, 


Detroit 26. 
inlet 
For Quick Results 
Use Automotive News 
WANT ADS 





CLASSIFIED WANT ADS 
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the nation's 
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Box Number ads are forwarded to advertiser, unopened. Display ads 


TEN DAYS 
WANT AD DEPT.., 


HELP WANTED 


SERVICE MANAGER FOR Chevrolet deal- 


ership. New, aggressive dealer in Wash- 
ington, D. C. area has opening for 
young, ambitious service manager thor- 
oughly experienced and capable of man- 
aging, supervising and developing com- 
plete large volume service department 
including paint and body shop. Man 
chosen must be efficient and familiar 
with Chevrolet or General 
cedure, Write E. G. Harris, 
Abraham Chevrolet, 1339 East - West 
Highway, Silver Spring, Maryland. 


WANTED—MAN TO take complete charge 
of dealership. Will sell half interest in 
one of the ‘‘Big Three’’ dealerships for 
$12,000 to man qualified to operate suc- 
cessfully. Located less than 100 miles 
from Detroit in fast growing city of 
30,000 population, county seat. The man 
must have proven ability to make money 
and will have the opportunity to acquire 
entire control from profits. All replies 
strictly confidential, Write Box 5018, c/o 
Automotive News, Detroit 26. 
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WANTED—AN AGGRESSIVE dealer who 
is burning himself out. Let me take part 
or all of that load off of your shoulders. 
If your reputation and business ethics 
are good, I can increase your sales and 
over-all profits. I can and will invite in- 
vestigation. Have thorough knowledge 
through actual experience all phases of 
dealership, Salary is no object. If you can 
qualify, I will take percentage of profits 
or per unit override. Would consider pur- 
chase of working interest in right deal. 
Prefer Texas or southwest. Box 5020, 
c/o Automotive News, Detroit 26. 








LEADING USED-CAR AUCTIONS 
N THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 columa—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


AUTO AUCTION 


TIM ANSPACH 
‘a Midway, Road 
ALBANY, N. Y. 
(For Dealers Only) 


AY ... 12 NOON 
Fenber oA NUCDA and NAAA., Inc 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








SYRAC 
AUTO AU 
HOME OF 
Center of 
Aaqeastate by tale. zo cr bus 


44 Cortiand, N. Y. 








MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Route No. 72—4 Miles Off 

Pa. Turnpike 
10 year continuous operation 


Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AAA. 


Phone Manheim 5-2401 





EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE, 1-9694 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Poute 20A Phone 9009 








Attention Dealers 
CLEVELAND 
AUTO AUCTION 


Held Every 


TUESDAY 


4305 EUCLID AVE. 
Phone Endicott 1-2100 


CLEVELAND, OHIO 


Member of NAAA 
Manny Weiser, Owner 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half aoe west of Grandville 


EVERY TUESDAY—CHECKS INSURED 
A? 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








EAST SOUTH CENTRAL 





MANEY 


AUTO AUCTION 
HUNTSVILLE, ALA. 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All "51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 
George A. Lamb, Mgr. 
Phone Denver, SUnset 1-782 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





Crossroads 
+ + « where they meet... buyers 
end sellers .. . new and used-car 
dealers. They meet at the dealer cuc- 
tions of the nation . .. and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 





insertion for use of a box 

$12.30 per column inch. CLOSING 
supplied upon 
NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





number. Replies to 


request 





POSITION WANTED 


I AM A TOP USED CAR manager with 
twenty-five years successful experience. 
Know how to accept full responsibility of 
buying, reconditioning and handling men. 
Can furnish best of bank, finance com- 
pany and dealer references. Married, no 
children. Will go anywhere except east 
if you have a sound proposition. Box 
5021, c/o Automotive News, Detroit 26. 


SITUATION WANTED — Office manager, 
accountant. Experienced in General Mo- 
tors accounting methods. All tax re- 
ports operating controls, complete fi- 
nancial statements. White, 38, depend- 
able, energetic. Box 5016, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER POSITION desired 
by man with 25 years’ experience in 
Ford, Chrysler and Dusenberg products. 
Presently managing a staff of 130 men 
with $80,000 a month potential. Sober, 
will relocate, family man. Box 5022, c/o 
Automotive News, Detroit 26. 


TEN YEARS’ EXPERIENCE as Ford parts 
manager. Eight years with same dealer. 
Age 37, married, one child. Presently 
employed, good working conditions, good 
salary, but desire smajler town. Can 
furnish top references. Box 5037, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER, automotive account- 
ing experience, desires position with me- 
dium size dealership. Box 5019, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP BUYERS WANTED. No 
matter where you want to locate from 
Maine to California, we can serve you. 
Our services free to buyer. The seller 
pays our fee. Let us: (1) Find just the 
right dealership for you; (2) Negotiate 
its purchase without exposing you until 
you are ready; (3) Assist you with fac- 
tory approval; (4) Arrange for any addi- 
tional capital you may need. All in 
strictest confidence. Our success depends 
on that. Automotive Enterprises (Dealer 
Agents), 1042 National Bank of Com- 
merce Building, New Orleans, La. RAy- 
mond 4856. 


DEALERSHIP FOR SALE handling Stude- 
baker-Packard in eastern Long Island, 
N. Y. Located in county seat—fast grow- 
ing community. Real estate for sale or 
excellent lease, low rent for fully equipped 
building plus used car lot. $18,000 plus 
working capital will handle. No used cars 
or receivables. Box 5023, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD in 
thriving Nebraska county seat town, 100 
to 150 units. Will sell or lease building 
and connecting used car lot. Wonderful 
opportunity for aggressive management. 
Priced to sell. Box 5024, c/o Automotive 
News, Detroit 26. 


SMALL DEALERSHIP handling Dodge- 
Plymouth—northern Ohio. Population 5,- 
000. Fine farming and fruit area with 
large factory located in town. Low rent, 
price $9,000, working capital extra plus 
factory OK. Box 5025, c/o Automotive 
News, Detroit 26. 


WITHIN 50 MILE radius Detroit. Profit- 
able dealership handling Pontiac. Mini- 
mum buy-out. No used cars. Factory 
approval. Box 5026, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh. Owner wishes to retire. With or 
without buildings. See or call R. J. 
Chamberlain, 344 8. Schuyler Ave., 
kakee, Ill. Phone 3-5535. 


FOR SALE—AGENCY handling Ford, 100 
cars annually. Fine town, good shop 
business. Inventory approximately $25,- 
000. On account of serious illness, must 
sell to best offer. Western Wisconsin. 
Box 5027, c/o Automotive News, Detroit 
26. 


ONE OF TOP TWO—California—250 con- 
tract — farming area. Above average 
profit. Buying larger deal. No used cars 
or receivables—$100,000. Requires imme- 
diate action. Box 5028, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet and 


Oldsmobile in city of 1,200. Lively com- 
munity in northern Minnesota. $25,000 
will handle parts and equipment at in- 
ventory. Building can be leased or pur- 
chased. Have other interests. Owners ad. 
Box 5002, c/o Automotive News, Detroit 


FOR SALE OR RENT, handling DeSoto 


and Plymouth. Modern and fully equipped 
garage. Trading area 25,000. Will sell 
parts, equipment, fixtures and tools at 
low price. See or call John DePumpo, 
Waverly, New York. Phone 1. 


DEALERSHIP HANDLING Studebaker in 
Kansas, Trade area of 45,000. Will sell 
parts, equipment, fixtures and tools at 
very low price. Present owner purchas- 
ing larger deal. Box 5008, c/o Automo- 
tive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 


wish to protect their identity when an- 
swering 


box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser ig one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


DEALERSHIPS AVAILABLE 


TEXAS DEALERSHIP HANDLING Buic : 
—in the semi-tropical Magic Valley «‘ 
the Rio Grande. A 200 unit money mak 
er with huge service business. Live i: 
this fast growing wonderland with fres» 
and Gulf water fishing and wonderf.! 
hunting for your leisure time. A haif 
hour to Old Mexico. There are no water 
shortage problems because the sensa 
tional Falcon Super Dam eliminates th: 
agricultural gambles of the past. Rigi: 
inspection invited. General Motors finan 
cial statement substantiates profit pic 
ture. This is the business and home yo 
have dreamed of and there are n 
catches, only opportunities. Write Bo: 
5040, c/o Automotive News, Detroit 26 


DISTRIBUTOR ESTABLISHED 17 years 
handling Dodge-Plymouth for three 
northern counties of California, in the 
heart of lumber, cattle and farming in- 
dustries. Trading area over 25,000 
County seat ideally located from com- 
petitive areas near hunting and fishing 
paradise. New facilities available, lease 
or sell, no accounts or used cars to bu; 
—only parts and equipment. Genera! 
manager available. Annual volume — 


$1,000,000. Owners ad, Reply Box 5000 
c/o Automotive News, Detroit 26. 
AUTOMOBILE DEALERSHIP — Sensa- 


thonal new Packard dual line. Oldest 
Packard dealer in area. Highly desirable 
location in Kansas City metropolitan 
area, population over 400,000. Modern, 
air-conditioned building, excellent facili- 
ties, favorable lease. Long established 
personnel and clientele. Profitable opera- 
tion. Small investment required. Owner 
retiring. We invite your inquiry, confi- 
dential, Box 5001, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING LINCOLN- 
Mercury in southwest, 100 car potential. 
Excellent service department averaging 
80% to 90% absorption. Excellent buy 
for man who doesn’t want much in- 
vested. Box 5009, c/o Automotive News, 
Detroit 2) 


DEALERSHIP HANDLING DeSoto - Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


AGENCY HANDLING PONTIAC and GMC 
truck in Prescott, Ariz., trading area of 
18,000. Going out of business for health 
reasons, Must sell at once for inventory. 
_ 4964, c/o Automotive News, Detroit 





DEALERSHIP AVAILABLE handling 
Low-Boy machinery and Pole trailers— 
semi dumps revolutionary swinging 
Gooseneck trailer. One man operation. 
The hottest low-boy trailer in its field. 
For further information contact Sabre 
Equipment Division, 8000 W. 47th St., 
Lyons, Ill. 


FOR SAL E— DEALERSHIP handling 
Chrysler-Plymouth in central Kentucky 
town of 4,000 population. Parts and 
equipment at inventory. Approximately 
$15,000. Will sell or lease modern build- 
ing. Near Lake Cumberland. Moving 
West. Box 5038, c/o Automotive News, 
Detroit 26. 


HANDLING LINCOLN-MERCURY in Kan- 
sas. $450,000 business last year. All the 
latest equipment including 12 volt elec- 


trical. Very modern building. $17,000. 
Box 5039, c/o Automotive News, De- 
troit 26. 





DEALERSHIP HANDLING DeSoto-Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


FORD OR GM 


DEALERSHIP 
WANTED 


By Man in Process of 





Selling Present Dealership 


$250,000 cash available 


500 to 2,000 car potential 


Factory approval assured 


All inquiries will be answered 


immediately and confidentially. 


Box 5031, c/o Automotive 
News, Detroit 26. 





WILL PURCHASE 
FORD, L-M OR GM DEAL 


IN OHIO 


Single or dual — No objection to trucks. 
Give full details. Factory approval as- 
sured and replies held in strictest confi- 
dence. Box 5013, c/o Automotive News, 
Detroit 26. 








i WANT TO BUY BIG 
FORD or CHEVROLET DEALERSHIP 
Up to a half million cash. 
Quick deal, you walk out, | walk in. 
In strict confidence, write 
P. O. Box 5483 Dallas, Texas 











=_—o->, 
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DEALERSHIP WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory spproval 
already assured. Box 4992, ¢/o Auto- 
motive News, Detroit 26. 


FORD OR CHEVROLET, single or dual, 
150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 





AUTO AGENCY, No. Cent, North Carolina. 
1954 net: $15,000. Net in 4 mo., 1955 has al- 
ready exceeded last yr. Top franchise in 25,- 
000 ee Xint. loc. A quick return on invest- 
ment. Dept. #6398-A. 


AUTO DEALER, So. Cen. Colorado. 
Franchise. No dealer within 100 miles. 
corner loc. in heart of town. $175,000 yr. 
volume, F.P.: $25,000. Write Dept. #21960-A. 


AUTO SUPPLY & APPLIANCES, Boise, Idaho 


Impt. 


area, Impt. xcisve local franchise, $108,000 
ytly. vol. 100 dntn, loc, er retiring. An 
xint, ss to right buyer. Dept. 
# . 


AUTO & TRUCK SALES & SERVICE in West- 
ern Oregon, fast eowing center for industry, 
farming, lumber, G.M.C, auto & truck sales. 
Cmplit srvc garage & service station, Main 
St. corner location. Estbi: 1928; fine repu- 
tation; high profits, Unlimited potential for 
ambitious ~~ to build big —— 
future, Rush inquiries to Dept. 22104-A. 


AUTO & TRUCK REPAIRS, So. Cen. Colorado. 
Contracts waewe impt. trucking firms, Well- 
a 


estab. 80 x 140 land w/32 x 90 2-story bidg. 
incl. Priced for quick sale. Write Dept. 
#21968-A. 


GARAGE, So. Cen, Texas. Handles compl. 
auto & tractor repairs. om et franchises. 
Mn. hiway loc. Estab. 1939. 4 acres land 
w/bidg. home inci. priced right. Write 
Dept. #21987-A. 


MOTOR REBUILDING—AUTO REPAIRS, So. 
Cen. Ariz, Impt. City. Whisle. & retail, Over 
$9,000 net. Xcisve franchise. Xint. dntn. land. 
w/3 bldgs, & 2 homes incl, Priced low for 
quick sale. Terms. Dept. #22036, 


SERVICE STATION, So. E. Oregon, Ret. & 


whisle. —. franchises. Nets ,000. Land, 
Bidgs. & me incl. Priced to sell, Terms. 
Dept, #22059-A, 


SERVICE STATION, So. W. Oregon. Mr. 
Medford, Richfield franchise. Mn. hiway, 150 
x 100 corner land w/new station & home incl. 
Priced to sell. Nets over $9,000 yr. Dept. 
#21829-A, 


SERVICE STATION — TIRE DISTRIBUTOR — 
TIRE RECAPPING. W. C. No. Carolina. Nets 
$10,000 or more per year. Top franchises. 
Estab. 1935. Priced at: $10,000 pilus inventory. 
Dept. #6386-A. 


Free Bulletins on Above Businesses 


CHAS. FORD & ASSOC. 


6425 Hollywood Bi., Los Angeles 28 





87 Walton St., Atlanta, Ga. 








DAYTONA BEACH, FLORIDA 


For sale: Modern air-conditioned ocean front 
court. 16 rental units plus living quarters for 
manager. Earnings 1953—$36,983; 1954—$38,- 
716, Selling price $175,000, $40,000 cash will 
handle. Will accept new cars at wholesale 
price as substantial part of initial payment. 
Inspection invited. 


A. E. Cleveland, Realtor 
Daytona Beach, Florida 








FOR SALE 


An old established dealer with an outstand- 
ing reputation in the community will sell or 
lease his active used car lot. 


Write Box 5030, c/o Automotive News, 
Detroit 26. 








| NEW-EXCLUSIVE 

Licenses are ping appointed to manufacture 
and distribute three-minute drying traffic 
paint, new wonder of the paint industry, 
gone with used car reconditioning materials. 
Excellent return and a tremendous market. 
Royalty basis. Fifteen years have proven the 
products and stability of the originators. 
Capital in proportion to territory. Write Box 
5011, c/o Automotive News, Detroit 26. 
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DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


© Buy Right © Sell Right 
‘ Parte Accocsorion—Squipsnent 


inventory will save you money © 

DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Preeland, Detrolt 27, Mich., WE 3-6445 





NEW LINES WANTED 


MANUFACTURER'S DISTRIBUTORSHIP 
wanted for South Carolina for chrome 
wheel bands and other accessories. Doug- 
las Henderson, Greenwood, §. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 


WANTED—TIMKEN rear end model No. 
S-200 double reduction for Brockway 260. 
McCarthy Bros. Fuel Co., Inc., Warren, 
Mass. 


CARS FOR SALE 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 





EX-TAXIS 
Excellent Bodies - Goed Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymoaths — Fords — Chevrolets 
1 to 506 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Piymouths in all body styles. These cars 
can be delivered to your door regardiess 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 
229 $. Hansen St. Philadelphia, Pc. 
1. E. Spatig, Used Cer Manager 
Sherweed 8-1500 








ATTENTION! 
WHOLESALE BUYERS 
RUDY FICK, Kansas City's 


dealer will 


largest Ford 
deliver used cars anywhere 
in United States at low Kansas City whole- 


sale prices. 


For more details 


Call or Write Bob Nodler 


Rudy Fick, Inc. GRand 8525 
2401 McGee Kansas City, Mo. 





DEALERSHIPS AVAILABLE 





OLD ESTABLISHED DEALERSHIP 
HANDLING CHRYSLER 
PACIFIC COAST REGION 


Parts, equipment and fixed assets amortized to approximately $35,000, reflect- 


ing excellent financial condition. 


Will sell entire dealership, subject to factory approval; or if desired, will retain 
partial interest. Present franchise calls for 400-500 units. 


City and marketing area over 425,000 population. 
Fast growing community and an outstanding opportunity for a good merchan- 


diser. 


Box 5015, c/o Automotive News, Detroit 26 


CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eight 
Passengers wanted, Cash or liberal allow- 
ance. Sharp late models. McClintock- 
Cadillac, Phone IV _ 7-5046, Lansing, 
Mich, 


OVERSTOCKED? 
VICTORY RENTALS 


Owned and operated by 
R. S. Evans 
Jacksonville and Miami, Fia. 
Will Buy 
At Invoice — 5 to 100 
Fords, Chevrolets, Buicks or Oldsmobiles 
Phone 
Jacksonville, Fla. office 
Mr. Lovett or Mr. Moore—EL 4-8381 


Miami, Fila. office 
Mr. Copley—3-7822 








TRUCKS FOR SALE 
HEAVY DUTY 15 ton wrecker. Holmes 
model 525, twin boom and cradle on 
1949 Chevrolet COE. 2 speed axle. New 
tires. Used very little. Wilson Chevrolet, 
Morris Ill. 


ANTIQUE TRUCK FOR SALE — 1916 
GMC, model 41B, serial No, 414382. (In 
running condition. Murphy Motors, Inc.. 
319 Centre St., Old Town, Maine. 


TRUCKS WANTED 
WANTED—USED JEEPS, Willys 4x4 sta- 
tion wagons and pickups, Take transport 
load, Call, wire or phone Kurland Mo- 
tors, 1134 Broadway, Denver, Colo. 


BUSES FOR SALE 
BUS FOR SALE—1952 Fitzjohn, 36 pas- 
senger, reclining seats. A-1 condition. 
David Heskamp, Columbia, Ky. Phone 
2811. 














BUSES WANTED 


NEW AND USED school buses—4%& passen- 
ger up. Also used 10 and 12 passenger 
airport coaches. Write or wire your of- 
ferings. McLaughlin Bus & Equipment 
Co., 1224 N. Main St., Providence, R. I. 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4993, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—GONE OUT of business. New 
Allen distributor tester. Allen motor 
analyzer. Bear wheel aligner. Bear wheel 
balancer. McKaskey service station cash 
register. All equipment like new. 
Schreiber Motors, 234 Delaware St., Wal- 
ton, N. Y. Phone Underhill 5-5475. 


FOR SALE—WEAVER combination align- 
ment and brake tester. Model No. W. Y. 
25. New. Dealer cost—$962. Sacrifice 
$495. S. J. Reynolds Garage and Auto 
Body Works, 633 Main S8t., Poughkeep- 
sie, N. Y. 


FOR SALE: 2 AUTO TURNTABLES. 
Heavy duty type. Never been used. Best 
offer takes, Sabre Metal Products, Inc., 
8000 W. 47th St., Lyons, II. 


MACTON AUTO TURNTABLE equipped 
with display platform—used by ex-new 
car dealer three years. Present replace- 
ment value over $600. Today’s price $345. 
Can be seen at 22555 Grand River, De- 
troit next to Redford Post Office. Ken- 
wood 1-0271. 


SHOP EQUIPMENT WANTED 


WANTED — USED STARTER generator 
testing unit for rebuilding starters and 
generators, State price, condition, age. 
Bob Stevenson, 511 N. 2nd St., Clinton, 
Iowa. 


ANTIQUE CARS FOR SALE 


ANTIQUE CAR FOR SALE, 1926 Chevro- 
let coupe, 33,000 miles, original through- 
out. William Paxton, 906 Linwood Ave., 
Hamilton, Ohio. 


MISCELLANEOUS 


PRIVATE 40 ACRE HUNTING and fishing 
lodge. Private 12 acre artificial lake, com- 
mercially stocked in 1948, provides best 
bass, bream and crappie fishing to be 
found. Private landing strip for light air- 
craft. Large completely modern all knotty 
pine interior 4-room lodge plus bath, com- 
pletely furnished, equipped and air con- 
ditioned. Located in good hunting and 
fishing area just off White River near 
Stuttgart, Ark. in heart of Rice belt duck 
hunting grounds. Duck hunters come here 
from all over U. 8. in season. Will trade 
for two new Cadillacs of my choice. 
Might consider Lincolns or other make 
cars in equitable trade. Box 5032, c/o 
Automotive News, Detroit 26. 








NEW AUTO MAGIC 


Trans-orbital Electric polisher 
works like human hands 


200 times as fast; polishes car in hour or 
less. Leaves no swirl marks, cannot burn or 
mar finish, Produces beautiful iuster, Inex- 
perienced help can use it, A real money- 
maker for you, 


Write for descriptive folder 


DOUGLAS. SCOTT 


DEVELOPMENT CORP. 
3931 West 150 Street, Dept. ‘'B," 
Cleveland 11, Ohio 








FOR SALE 


BRAKE BONDING EQUIPMENT—LIKE NEW 
4—B-600C-4S Barrett Minit Bonders 
I—B-602C-IS Barrett Minit Bonder 
i—B-610 Barrett Bond Test-R 
I—B-640A Brake Shoe Conditioner 

All or part 50% discount 


FACTORY MOTOR PARTS, INC. 
1690 Folsom St. San Francisco, Calif. 





1000 BUSINESS CARDS, raised printing 





MISCELLANEOUS MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 
Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with ‘ 61 45 


Guide Cables and 
BRAKE HOOK-UP......... 

Meets ALL 1.C.C. Requirements 
e eo 


(1 color) $3.50; (2 color) $4.50. Cuts 
inserted—50c extra per 1000. Samples 
free. Business Specialties, Dept. A-6, 
1422 Rosemont, Chicago, Ill. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW ¢ GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


WITH BRAKE HOOK-UP 


ONLY...*°51“ 


LESS 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


~—SPECIAL— 
Protecto Covers (Tailor Made) 


SAFETY CHAINS, set of 2, only. 


STEEL (7 RRY! 
CASE with Wheels & Hancles P1399 
(Add Se for Padlock with 2 Keys) 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Ilustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


For Quick Results 40 So. Clinton St., Chicago 6, Ill. 


Use Automotive News 
WANT ADS 


U. S. GOVERNMENT SURPLUS & SALVAGE 


AUCTION SALE 


Letterkenny Ord. Depot Chambersburg, Pa. 


JULY 6-7-8 
Sale Starts 10 A.M. (EDS Time) First Day—9 A.M. (EDS Time) Thereafter 


1200 USED VEHICLES ($3,400,000 A/C) 
Dodge cargo carriers; |-ton cargo trailers; S&P semi-trailers; GMC trucks; Chevrolet, 
Pontiac & Buick sedans; GMC shop trucks; pickups; refuse truck; 1'/2 iY, & 5 ton 
trucks; Buses; Motorcycles; GMC dump trucks; 2/2 & 5 ton half tracks; For! lifts, etc. 
ELECTRICAL & PLUMBING SUPPLIES ($1,000,000 A/C) 
Electric wire & cable; Welders; Cast iron pipe & fittings; Shop tables; Stee! pipe; 
Scrap Batteries; Water hose; etc. 
VEHICLE SPARE PARTS & COMPONENTS ($3,150,000 A/C) 
Jeep parts; Auto & Truck engines; Hub & Axle assemblies; Dump bodies; Tire patch- 
ing; Winches; Truck Swing Booms for Wreckers; etc. 
HUNDREDS OF OTHER ITEMS LISTED IN CATALOG 
INSPECTION: 
8 A.M.-3 P.M., June 13 through July 5 
TERMS: 
Cash or certified check. Deposit of 25% of anticipated purchases must be made dur- 
ing week prior to sale. Deposit will returned if no purchase is made, Make all 
checks payable to W. E. HANCOCK & ASSOCIATES. 
INQUIRIES: 
Catalog containing complete description of every lot to be offered will be furnished 
at the auction site or mailed on request. Inquiries should be addressed to Auctioneer 
W. E. Hancock, c/o Property Disposal Office, Letterkenny Ordnance Depot, Chambers- 
burg, Pa. or Telephone Chambersburg 1600, . 2204. 


W. E. HANCOCK & ASSOCIATES 
Auctioneers, Liquidators, Appraisers 
Home Office, Madison, Florida — Write, Wire or Phone for Service 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Your Ad, too! 





VACATION TIME 
WITH CAR BEAUTY 


INTACT 
issue of June 18, 1955 


for your exclusive benefit and 
profit as a New Car 
Dealer on the vast 


PORCELAINIZE program. 


Only PORCELAINIZE uses national advertising to 
direct customers and prospects to your 
Appearance Department. 


More than 3 out of 5 car owners in your sales 

area are being constantly pre-sold by the continuing 
series of PORCELAINIZE ads in The Saturday 

Evening POST, COLLIERS, HOLIDAY and other leading 
national publications. PORCELAINIZE advertising 
insures your prestige and profit. 






You know what summer heat, rain, mud, dust, 
tree sap, bugs, road tar and other driving hazards can 
do to your car's beauty, especially if it has modern, 
brilliant colors. 


Only Porcelainize,can give perfect paint 
protection. 


Porcelainize is not a temporary soft coating, such 
as a wax or a glaze. The Porcelainize paint treatment 
produces a tough, dry, mirror-like surface with the 
stamina to protect car finish thru several seasons. Dirt 
and grime cannot penetrate. Simple cleaning reveals 
the full brilliance of the Porcelainized surface. 


Don't let one of the costs of summer driving be 
the loss of the beauty of your car, old or new. For little 
money, your New Car Dealer can protect a major 
investment and at the same time ensure pride, pleasure 
and prestige wherever you may go— 


Feature and promote 


ASK TO SEE THE BLACK LIQUID and look for 


Uf ) 7 ula the Windshield Sticker which identifies a genuine Porcelainize 
eee HW treatment applied by an authorized New Car Dealer. Write 


for Free Booklet, “The Story of Porcelainize, The World 


MN Jhilimbde Myeauance Standard for Fine Automobile Appearance.” 







FREEMAN & FREEMAN, INC. 


DENVER 3, COLORADO 





